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Six reasons why 
Eveready Flashlight Batteries 
give better satisfaction 


Ne 950 


EVEREADY 


UNIT CELL 
FOR FLASHLIGHT? 
ONAL CARBON CO," 


mers YORK, N.Y: 
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MADE IN U.S. A- 


Actual size 


Lone after constant use has 
knocked the daylight out of 
the ordinary flashlight bat- 
tery, Eveready Batteries go 
on delivering bright, white, 
dependable light. There are 
many reasons why this is so, 
chief among which are the 
following: 


] Eveready Flashlight Batteries 

are dated. You know they’re 
fresh when you sell them. An Ever- 
eady feature that protects customer 
and dealer alike. 


2 The “star washer.” This accu- 

rately centers the carbon “bob- 
bin” in the zinc can. A patented 
Eveready feature, insuring uniform 
current-flow when light is on and 
consequent longer life. 


3 The rolled-and-soldered can. 

More expensive to manufacture 
than the ordinary “drawn” can. 
Insures uniform thickness of metal, 
resulting in uniform electro-chemi- 
cal activity and longer life. 


4 Projecting tip on brass contact. 
Insures perfect contact from bat- 
tery to lamp-base, and from cell to 














Enlarged sectional view of Eveready Flashlight Battery 


cell. Another patented Eveready 
feature. 


The Eveready jacket. Consists 

of asphaltum, sandwiched be- 
tween two plies of chip-board. Pre- 
vents short-circuiting by keeping 
out external moisture. 


6 Jacket cemented to can. Ever- 
eady jackets are sealed to the 
zinc can with cement. They cannot 


EVEREADY 


FLASHLIGHT 
BATTERIES 


—"Best in every case” 


slip and expose metal to metal. 
Another Eveready safety-feature, 
preventing short-circuiting and in- 
suring longer life. 


These batteries are made 
by the makers of the famous 
Eveready Radio Batteries. 
They enjoy the same mate- 
rials, the same workmanship, 
the same rigid care in making 
throughout. Urge your deal- 
ers to stock and sell Eveready 
Flashlight Batteries. 


NATIONAL CARBON Co., Inc. 
New York 
Atlanta 

Unit of Union Carbide and Carbon Corporation 


San Francisco 


Chicago Kansas City 
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cy the front cover of this issue 
are three executives of the Parr 
Electric Co., New York. Seated at 
the left is McKew Parr, president of 
the company. Facing him is Charles 
E. Merrill, secretary. The man 
standing is George M. Parr, a brother 
of McKew Parr, who manages the 
branch in Newark, N. J. This house 
has three branches altogether, in New- 
ark, N. J., Jersey City, N. J. and 
Brooklyn, N. Y. 


The Parr Electric Co. is one of 
the younger houses in the New York 
metropolitan district, having been 
established in 1919. It is however, 
very aggressive and has built up a 
large business principally through 
selecting its field carefully and then 
sticking to its knitting. It has al- 
ways confined its activities very 
closely to the industrial plant field, 
which includes shipbuilding, docks, 
etc. It has also within recent years 
done a large export business, having 
a specially organized department to 
act as foreign agent for American 
concerns, through its own represen- 
tatives located in a number of foreign 
countries. 


McKew Parr is active in the af- 
fairs of the Electrical Supply Job- 
bers Association and was this year 
elected to membership on its execu- 
tive committee. He also heads the 
Free Lance Jobbers Club. 


* * * 


EMEMBER, that it isn’t too late 

after this issue is out to get your 
entry in, if you have not already done 
so, for the “Summer Sales Prize 
Contest.” All that is necessary is 
to have your sales manager or other 
official of your company send in your 
name and address to be entered in 
the contest. Do this before the 10th 
of June if possible, because, on the 
15th we are going to send out a 
broadside to all contestants which 
you shouldn’t miss, because it will 
tell you of the most generous prize 
offers that it has been your good 
fortune to read about for some time. 
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Extracts from the Daily Metal Trade, Cleveland, Ohio, 
front page, April 26, 1927. 
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GALESMEN cannot be profitably employed 


to quote a price. 
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Quality selling only will advance a sales 
man’s salary. 
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Salesmen do your stuff. 





NATIONAL METAL MOLDING COM PANY 
PITTSBURGH, PA. 
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An Issue You Can’t Sidestep 


HE other day one of the independent 
jobbers of Chicago called up this office 
and wanted to know what, if anything, 

had been accomplished at the White Sulphur 
Springs meeting of the Electrical Supply Job- 
bers Association. We told him—‘Plenty,” that 
in our estimation it was probably one of the 
most eventful, if not the most eventful meeting 
in the history of the association. We _ then 
urged upon him that he take steps to join, as 
we felt that the way was open now for him and 
other independents to get in at a time when 
new era was dawning. 


His first plea was in effect—“What differ- 
ence does that make to us independent fellows é 
The G. E., the Westinghouse and the Graybar 
will still run it.” And he enumerated on his 
fingers, so to speak, 104 G. E. houses, 77 West- 
inghouse, 61 Graybar—around 250 all told— 
and came to the triumphant conclusion that 
these great groups, with their exceptional or- 
ganizations, their separate meetings among 
themselves and so on, would dominate the big 
top, run the side shows and monopolize all the 
peanut stands on the lot. 





This attitude we feel is exactly the attitude 
of some hundreds of independent jobbers 
throughout the country. And in itself this at- 
titude represents one of the very great needs 
for a larger and very much broader E. S. J. A. 
than we have ever had in the past. In the very 
first count it proves that the independents do 
hot as yet have any conception of their own 
iumbers and strength, hence have no national 
way of thinking. They are still absorbed in 
the local affairs within their own balliwicks. 
They do not know, for instance, that there are in 
‘his country today over 560 creditable electrical 
supply houses and branches stacked up against 
some 250 houses and branches with affiliations. 
‘ndividually they do not seem to realize that 

they have a mind to join the association in 
umbers they can run the association. One 

an’s voice on that convention floor is as good 
another’s. One man’s vote is as good as an- 
her’s. Then why this constant yell that the 
“reat triumvirate will always over-run the in- 
pendents in association affairs? 
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It reminds us very much of the terrifying 
statement of the soap-box radical that four- 
fifths of the wealth of these United States is 
controlled by 13 men in Wall Street and there- 
fore the country is going to hell. It’s a rather 
strong statement that sounds well coming from 
the soap-box, but it doesn’t mean anything. 


The second objection entered by the jobber 
referred to above was that he felt that more 
good could be accomplished in organization 
work and bettering jobbing conditions in his 
own city; that demands upon his time were so 
great that he could not afford to tie himself up 
with national association affairs. Although he 
did not say so, it was evident that he felt that 
this national work is more or less of a gesture 
and that not much of practical worth comes 
out of it. 


We do not wish to discount the value of local 
organization and uplift work, but we do wish 
to point out that there is a bigger and broader 
work to be accomplished. This electrical job- 
bing industry has a lot of things to live down 
and a whole lot of other things to try to live 
up to. Here we are a great, spraddled out 
billion dollar industry still quite frequently 
alluded to as order takers, parasites, pirates, 
middle men, not to mention dumbbells. This 
is no time to resort to border warfare. It is 
time for a united mass front. Is this industry 
going to stand up with dignity and force and 
on an equal footing with the other branches of 
the electrical industry? 


It is. There is one way to get there and that 
is for every electrical supply jobber of this 
country who has a reputation and a_ record 
savory enough to permit him to get by in his 
own community to put in his application to join 
the Electrical Supply Jobbers Association, and 
when he is once in use his noodle and give voice 
to the opinions and ideas that eminate there- 
from. In that way, with an association repre- 
senting the great affiliated groups, and a great, 
strong independent group, this electrical job- 
bing industry can be put in a position of respect 
and confidence commensurate with its import- 
ance in the realm of. distribution. 
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Robinson Crusoe 


Competition — 


UT he didn’t stay on his island any longer 
than he had to. Every man welcomes 
competition—it’s part of the game of life. 
Take the case of the jobber’s salesman secur- 
ing a wire order. If he didn’t know that his 
competitor was waiting outside to sell the tape 
for the job, he might at times forget to sell 
Okonite tape with every wire order. The com- 
petition keeps him keyed up to the point where 
he never fails to get above the dotted line an We make a tape for 
every purpose. “Okonite 


order for Okonite tape. tape, black “Manson” tape, 
“Dundee A” friction tape 
and “Dundee B” friction 
tape. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 


F. D. Lawrence Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa, Pettingell- Andrews Co., Boston, Mass. 


Canadian Representatives: Pegieening: Materials Limited, Montreal 
ictor 
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Not AN But THE Association 


Electrical Supply Jobbers Association Rips Off 
the Lid at White Sulphur Meeting and Unani- 
mously Prepares for a New Era of Achievement 


accomplished at the White Sulphur Springs meeting 
of the Electrical Supply Jobbers Association, May 
2 to 6, it is necessary to hark back to the meeting last 


E ORDER to get the true significance of what was 


fall at Atlantic City. At 
that meeting two _ steps 
were taken which made 
possible almost revolution- 
ary changes at this time. 
First, it was inserted in 
the by-laws that no mem- 
ber of the executive com- 
mittee could _ succeed 
himself and second what 
was known as a committee 
on fundamentals was ap- 
pointed to study the whole 
set-up and method of oper- 
ition of the association 
and find out what could be 
done to inerease the effi- 
iency of the association 
nd make it more truly 
representative of the elec- 
‘ical jobbing industry. 
This committee on funda- 
entals consisted of the 
llowing named members 
the association whose 
und business judgment 
d thorough knowledge 
t only of the jobbing 
lustry but the electrical 
lustry as a whole guar- 
teed in advance a most 
irching investigation and 
report of real interest: 
M. Keatley, president, 
rginian Electric, Inc., 











Outstanding Accomplishments 
at the 19th Annual Meeting 
of the E. S. J. A. 


(1) A chairman and a vice-chairman 
of the executive committee are to 
be elected by the executive com- 
mittee each year out of its member- 
ship; the former to be the official 
mouthpiece of the association. 


(2) A managing director of the asso- 
ciation is to be appointed by the 
executive committee. He is to be 
a salaried officer working under 
the guidance of the chairman of the 
executive committee in promoting 
the expansion, organization, and 
efficiency of the association. 


(3) Franklin Overbagh, formerly 
general secretary and _ treasurer, 
will continue in the office cf treas- 
urer, with his headquarters as be- 
fore at 411 S. Clinton St., Chicago. 


(4) The general headquarters of the 
association will be moved to New 
York—165 Broadway. 








Charleston, W. Va.; McKew Parr, president, Parr Elec- 
tric Co., New York; G. E. Cullinan, vice-president in 
charge of sales, Graybar Electric Co., Inc., New York; 
L. T. Milnor, president, Milnor Electric Co., Cincinnati ; 


H. F. Thomas, president, 
Northwestern Electric 
Equipment Co., St. Paul; 
F. N. Averill, president, 
Fobes Supply Co., Seattle, 
Wash.; and A. J. Cole, 
vice-president, McGraw 
Electric Co., Omaha, Neb. 
The committee spent 
several months in an ex- 
haustive study of the prob- 
lem, held a number of 
meetings and then came 
before the executive com- 
mittee at White Sulphur 
with four essential meas- 
ures which it was able to 
“sell’ with slight modifica- 
tion to the executive com- 
mittee and which the latter 
put up to the association 
as a whole, in executive 
session. They received 
unanimous acceptance. 
First, from now on there 
is to be a chairman of the 
executive committee, and 
also a vice-chairman to act 
in his absence, constituting 
the official mouthpiece of 
the association and who 
will officially represent it 
in all contacts with other 
associations in the elec- 
trical field and other out- 
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side relations where it is necessary to have some man 
who can speak with authority on matters relating to the 
Heretofore, there has been no chairman of 


association. 
the executive com- 
mittee, no 
dent of the 
ciation, no one, in 


presi- 


asso- 


fact, who could go 
before such bodies 
as the National 
Electric Light As- 
sociation, the 
Electragists or the 
United States 
Chamber of Com- 
merce for instance 
and say “I repre- 
sent the Electrical 
Supply Jobbers 
This 


is what my as- 


Association. 
sociation will do 
or will not do.” 
In the past, com- 
mittee-men have 
gone before these 
bodies, perhaps 
officially sent but 
without creden- 
tials, and the best 
they have been 
able to say is that: 
“T think my as- 
sociation stands 
for this or that, I 


will take it up and 


see.’ Such em- 
barrassing  situa- 
tions are now 
precluded. The 


Se 
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chairman of the executive committee is now the Associ 
tion on such occasions. He is elected by the executi 
committee from its membership and is the official and r 
sponsible 
The honor and t| 

responsibility thi, 
year falls upon ( 
E. Cullinan, chai: 





head 


- ee. ee cae Seana 


man and L. ‘|| 
Milnor, vice-chai: 
man. 


In making its 





dations, th: 
| committee on 
\ fundamentals was 
for a_ president, 
but upon discus 
sion of the matter 
with the executive 
committee it was 
decided that to 
have a chairman 
of the latter and 
place the respon 


recommen 
j 
j 


sibility on him 
would be prefer- 
able. 

The next, and 


one of the most 
important recom- 
mendations, whicli 
passed the execu- 
tive committee and 
met with the unan- 
imous approval of 
the 
' was to have aman 
aging-director for 
the association. 


association, 





EXECUTIVE COMMITTEE ELECTRICAL SUPPLY JOBBERS ASSOCIATION 
As Composed After the Election in May 1927 


George E. 


Cullinan, 


At LARGE 


(CHAIRMAN 
COMMITTEE) vice-president in charge of sales, 


EXECUTIVE E. M. 


Graybar Electric Co., Inc., New York, N. Y. 
F. M. Bernardin, Mid-West General Electric Supply Co., yy Thomas, president, Northwestern Electric Equip. 


B-R Electric division, Kansas City, Mo. (General 


Electric distributor). 


ATLANTIC DIVISION 
*McKew Parr, president Parr Electric Co., New York, 


N. Y. (Independent). 


WED... 


(General Electric distributor). 


Frank S. Price, president, Pettingell-Andrews Co., Bos- 


Hughes, sales manager and purchasing agent, 
Langdon and Hughes Electric Co., Utica, N. Y. 


ton, Mass. (General Electric distributor). 


H. M. Gansman, vice-president, H. C. Roberts Electric 
Supply Co., Philadelphia, Pa. (Westinghouse agent- 


jobber). 


H. R. Worthington, president, Florida Electric Supply 


*Incoming members. 





Co., Jacksonville, Fla. (General Electric distributor ). 
Keatley, president, Virginian Electric, Inc., 
Charleston, W. Va. (General Electric distributor ). 


CENTRAL DIVISION 


Co., St. Paul, Minn. (General Electric distributor ). 
.. T. Milnor (VICE-CHAIRMAN EXECUTIVE COM- 
MITTEE), president, Milnor Electric Co., Cincin- 


_— 


nati, Ohio. (Independent). 

W. W. Low, president, Electric Appliance Co., Chicago. 
(Independent). 

*John B. Terry, president, Terry-Durin Co., Cedar 
Rapids, Ia. (Independent). 


*Frank W. Greusel, president, G-Q Electric Co., Mil 
waukee, Wis. (General Electric distributor). 
*W. R. Herstein, president, Wesco Supply Co., Memphis, ; 
Tenn. (General Electric distributor). 
Paciric DIvIsion 
O. B. Stubbs, president, Stubbs Electric Co., Portland, 
Ore. (Independent). 
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Division Chairmen 
Electrical Supply Jobbers Assciation 
Ex-Officio Members of the Executive Committee 
Atiantic Division 
Ww. E. Robertson, vice-president, Robertson-Cataract 
Electric Co., Buffalo, N. Y. (Independent). 
Centra. Division 
John A. Duncan, general sales manager, Illinois Electric 
Co., Chicago, Ill. (Westinghouse agent-jobber). 
Paciric Drvision 
H. L. Harper, manager, Graybar Electric Co., Los 
Angeles, Calif. 


This man is to be appointed by the executive committee 
and no limitations have been placed upon the latter as 
to the salary. They are to get a man who has the highest 
possible qualifications for the position. The managing- 
director will work under the chairman of the executive 
committee and receive general direction from the latter. 
But much more is expected of him that that. He will be 
expected to do much of the work and have substantial and 
workable ideas for the organization of the whole associa- 
tion along the most modern and productive lines. He must 
be several things in one—an organizer, an advertiser, a 
mixer—one who can keep the machinery of the association 
working as it never worked before, and correlate its activ- 
ities with those of the other great associations of the elec- 
trical industry. 
necessary time to look carefully for such a man, but it is 
expected that he will be found well in advance of the fall 
convention of the association. 

Appointment of the managing-director will naturally 
remove from the shoulders of “General’’ Franklin Over- 


The executive committee will take the 





OME of the “local color” at the White Sulphur meeting of 

the E. S. J. A. Taking them from the top down and from 
left to right: First come W. E. Sprackling and “Art” Selzer 
playing golf; George L. Patterson and dog Watso. The latter 
will be entered at the next dog show in a special class— 
“convention hound;” Mead Brunet sitting down and looking 
over the last hole wondering how he got a birdie; E. Donald 
folles and Warner Jones hogging the camera from a very 
good friend; preparing for a ringer in the horseshoe pitching 
contest—Tolles again; three chair warmers in the foreground 
Frank Haffner, Morgan Ellis and J. S. Messer; L. L. and 
Mrs. Goding of St. Louis with son George; Clarence Wheeler 
and W. I. Bickford talking to the ladies again; C. L. Nichol- 
son doing nothing in particular; the litte insert is a good 
likeness of Strickland Géillilan, the humorist, speaker at 
the banquet. He got in on the horseshoe pitching also. 
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bagh many of the responsibilities and arduous duties 
which he has so faithfully borne throughout the whole 
existence of the association. He is to retain his office 
of treasurer and will maintain headquarters in Chicago. 
There is 













































is better 
qualified to handle this responsible work, with every de- 
tail of which he is familiar through years of experience. 

The last recommendation to be “unanimously” accepted, 
was to move the general offices of the association from 
Chicago to New York, where they will be in closer touch 
with the headquarters of the other associations of the 
electrical industry. 


no man within the association who 


It was felt that these things without exception will 
make for real progress on the part of the association. 
And not a little of the credit for initiating these measures 
is due to the progressive element among the independent 
members of the association, which found expression last 
fall at Atlantic City in the formation of the Free Lance 
Jobbers Club, an informal organization within the main 
association. The association cannot function broadly as 


representing the jobbing industry (Turn to Page 110) 
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July First You’re Off! — 


Off on the First Lap of the 
Summer Sales Prize Contest 


PPROXIMATELY a thousand 
A enter jobbers’ salesmen are 
now lined up for the Summer 
Sales Prize Contest to be conducted by 
Tue Jopser’s SatesMAN during the 
months of July and August. At least 
there are that many entered, now, the 
first of June, and entries are still com- 
ing in. Bear in mind that the entry list 
is open until July 1, and if any of you 
who have not yet been entered wish to 
get into the game simply have your 
sales manager send in your name and 
address where we can write you. 

This is the third year of the contest and it is going 
over bigger than ever because it is now getting to be 
more or less of an “institution” and every one knows 
what it is all about. 

Get these facts under your hat and keep them there: 

In two weeks, about the middle of June, every sales- 
man entered in this contest will receive a broadside from 
us, and it will pay you to read it carefully and hang 
onto it for future reference. In the first place this broad- 
side will give you complete details of the plan, which, 
after all is a very simple one to follow through on. In 
the second place, the broadside is going to illustrate and 
describe a list of valuable premiums that will be given 
this year to every entrant in the contest who takes an 
interest in it to the extent of sending us a record of 
his sales in the eligible lines, whether he wins one of the 
$25 cash prizes or not. We are determined this year 
that there shall be No Blanks in this Contest! 

And now we will give you again, briefly, the details 
of the contest. As they will also appear in the broadside 
there will be no possibility that any one will miss the 
opportunity because he “did not understand it.” 

The Contest is in two parts—Part I for the month of 
July and Part II for the month of August. 

We are going to give a cash prize of $25 to the sales- 
man, duly entered, who sells the greatest amount, (total 
sales at list prices) during the month of July, for each 
and every one of a certain group of eligible manufac- 
turers. (In case of a tie, duplicate prizes will be awarded 
the tying contestants.) These “eligible manufacturers” 
will be those whose advertisements appear in a special 
“Contest Section” in the July issue of THE JOBBER’s 
SaLEsMAN. We don’t know who all of them are yet and 
will not know until the July issue is on the press. But we 
assure you that there will be plenty so that all of you will 
find among them many whose lines you handle. 


There are no restrictions on the number of $25 cash 
prizes that one man may win. If he shows highest sales 
in July on Benjamin, Okonite and Square D, just for 
example, and provided they are eligible lines, then he 
will get three prizes or $75 in all. 








Keep Business Humming in 
July and August. 


As stated before, we will not kn 
who these eligible manufacturers w 
be until the July issue is closed. Bu 
as soon as it is closed, and before Ju 
1, we will list them all up on a print: 
“Score Card” which will be sent 
every entrant so that he will have it |), 
the morning of July 1 or before. 

With the score card before you, tl» 
first thing to do is to pick out thos 
lines that your house is handling. Then 
all during the month of July keep a 
record of your sales for those manu 
facturers. Snap into it for the best 
that is in you. It won’t displease the boss or hurt your 
commission account a bit if you show a better record of 
business in July 1927 than you ever shown the same 
month in any past year. 


Now we hear some one say: “But I can’t keep track 
of my sales—how am I going to do it?” Well, there is 
just one way—do it. Every one of you knows the sales 
he made personally during the day and it will not, in tlic 
majority of cases, take you more than a few minutes in thie 
evening to jot down the totals (at list prices) of your 
day’s sales for each of the eligible manufacturers on 
which you are working in the contest. Also you are 
credited in the contest with all sales in your territory 
that come into your office direct and are ordinarily credit 
ed to you by your office. Your sales manager sends you 
a tissue or carbon copy of all your sales each day doesn't 
he? Add these figures to your own daily personal sales 
Don’t, however, put them on the score card yet. That is 
for use at the end of the month. 


Now! July 31 comes along. Then you get out your 
daily sales, foot them up for each eligible manufacturer, 
put these totals opposite the manufacturer’s name on tlic 
score card, check off the special prize or premium that 
you want (those are the ones alluded to above—you ar 
dead sure of one prize if you go this far) and then you 
sign the score card and hustle it in to your sales mana 
ger, who will countersign it and send it to us. If you 
carry that card around three or four weeks after you 
have filled it out you are going to be out of luck. Ge! 
it into the mail, if you are away from the office, or if 
in town hand it to the sales manager immediately. 

That’s all there is to the July half of the Contesi 
The August half works just the same way, only the lis: 
of eligible manufacturers will be different and you wi! 
receive a different score card for August, same reachiny 
you by August 1. 


Now fellows get into this when the July 1 sun rise 
Remember—there are going to be 40, 60, perhaps 10 
manufacturers sitting around with their tongues hangin- 
out for 30 days to see what you are going to do about } 
Furthermore, the treasurer of Tue 


(Turn to Page 124) 
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Planning Lighting Equipment 
for Hotels and Apartments 


Practical Ideas on Procedure That May 
Help Some Salesmen in Landing the Order 


By CHARLES F. FARGO 


Salesman 
McKenney & Waterbury Co., Boston 


requires a lot of study. The first thing I do is to 

try and find out what allowance the architect has 
made for this part of the work, and if this information is 
not obtainable, I plan on about three per cent of the total 
cost of the building, which may 
be had from the building re- 
ports. 


t HE lighting of a large hotel is quite a problem and 


For the exterior of most ho- 
tel buildings, we design for the 
main entrance a pair of outside 
brackets. These should be 
made of bronze metal or cop- 
per to withstand the weather, 
and should be in keeping with 
the style or period of the ar- 
chitecture. They should be of 
an artistic nature and designed 
with a brace, so they will not 
swing inthe wind. The brack- 
ets should be spaced far enough 
apart so they will not look 
‘overdone,’ and should be 
large enough to be in keeping 
with the space designed for 
them. 

The outside standards should 

be at least eight ft. tall and 
harmonize with the color and 
design of the brackets. They 
ire more for ornamentation 
than for lighting, as the general 
ighting for the entrance is arranged under the marquise. 
hese lights should be numerous and spaced 10 in. apart, 
nd when concealed under the outer edge, will give a 
heerful and inviting atmosphere to the surroundings. 
‘any and many a time when travelling at night my heart 
as been made glad by the sight of a brilliantly lighted 
iarquise showing that my journey was over for the day. 
‘t is a glad sight to a stranger in a strange place. 

The main entrance or lobby of the hotel should have a 

ry attractive type of lighting fixture. Design for this 
nace a fairly good sized pattern. I find that the style 


at pleases the architect most has two tiers of lights. If 
e outlet will carry same, place 12 lights on the lower 
er and six on the upper, using style “G,” 25-watt frosted 
The amber flame tint lamps will add to the dec- 
De- 


mps. 
‘ative scheme, if partly concealed with cast husks. 





Charles F. Fargo 


sign the metal parts to match the plaster decorations, and 
if finished in burnished gold this will give a harmonious 
effect. 

Staircase, hall fixtures, and fixtures for the mezzanine 
floor are most attractively lighted with a pleasing design 
in a lantern. The most essen- 
tial thing to consider, outside 
of cost for these locations is to 
have the style and design har- 
monize with the surroundings, 
and large enough so they will 
look well in the daytime when 
unlighted. 


The mezzanine floor should 
have an outlet at each stair en- 
trance and one in the center 
and these fixtures should match 
in color the large fixture in the 
main lobby. <A_ design to 
match, of a small type, may be 
used if desired. 

The main dining room is the 
most difficult part of an up-to- 
date hotel to illuminate proper- 
ly, and I find from my expe- 
rience that the plan that gives 
the best results, providing it 
may be arranged, is to have a 
glass roof over this room with 
the rays of the sun shining 
through in the daytime, and the 
same effect may be obtained at 
night with incandescent lamps. Otherwise, very good re- 
sults may be obtained by using a trough with a row of 
lights spaced 15 in. apart all around the room. This will 
give the nearest approach to the actual daylight that can 
be artificially obtained. | Use of a small portable lamp 
with a decorated shade on each table is recommended. 
This makes a very pretty lighting scheme and does not 
break the symmetrical lines of the ceiling. 


Next in importance among the rooms to be considered 
is the writing room or lounge. This room should be 
lighted with semi-indirect fixtures and, although the room 
will have sufficient light for reading and writing, the soft 
shades from the ceiling will eliminate the glare and there 
will be no shadows. ‘These fixtures should be spaced 15 
ft. apart and hung 9 ft. from the floor with type “C,” 
200-watt daylight lamps. Another pleasing way to treat 
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this room is to place two-light brackets, spaced 10 ft. 
apart, over the writing desks and behind the chairs around 
the side wall. A few chair lamps of an attractive nature 
placed in different positions around the room will add to 
the comfort of the patrons. 

Most difficult of all to arrange is the ball room, as it 
must be the most attractive. I would suggest a large 
crystal fixture for the center of this room with the outlet 
wired for a circuit of 660 watts, and four fixtures similar 
in design for the corners, with 330 watts on each, or two 
fixtures to a circuit. On the face of the balcony use 
three-light candle brackets with the center light 3 in. 
higher than the other two, with attractive “eye” shields. 
Twelve of these brackets, four on each side and four in 
the center are recommended. ‘The fixtures for the ceiling 
of the balcony should match those in the corners of the 
dance floor. 

At each exit there should be installed an exit box sunk 
into the plaster with an ornamental front made of compo, 
finished to match the plaster decorations, with red glass, 
and 5 in. black letters marked “Exit,’’ also a single gas 
bracket with automatic spark burner controlled from the 
rear of the platform. These should be installed at each 
entrance to be used in case of emergency, and should ap- 
ply to all stair halls and corridors back and front of the 
building. 

On the orchestra platform, a foot light trough should 
be installed large enough to light the orchestra while play- 
ing. Brackets the same as used on the face of the bal- 
cony may be added to the rear walls of the balcony if 
desired but are unnecessary. They will only add to the 
ornamentation. ; 

For the rest of the building try to find a pleasing de- 
sign of an inexpensive nature, always bearing in mind to 
keep down the total cost on the contract. Care should 
be taken not to plan too many lights on each fixture so as 
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to overload the circuits and to keep down the cost of cu: 
rent consumption per year. A dollar or two saved « 
each fixture helps to keep the total cost down. 

Corridors should be well lighted, spacing the outlets 1: 
ft. apart, on a master switch, with key. The center fix 
ture should be left on constantly as a safeguard in case o 
fire or accident. At each stair entrance an exit fixtur 
must be installed. The most attractive type is a smal] 
red glass, triangular design with engraved letter: 
marked “Exit” in black. In front of each elevator a fix 
ture should be installed, controlled automatically, with 
red lamp. ‘The balance of the corridor fixtures should 
have one light each and be simple and practical. Eac') 
elevator or car should have a hemisphere type installed in 
the center of the ceiling. 

The bath room fixtures should be installed over th 
medicine cabinets. A two-light bracket with 10 in. exten 
sion and 12 in. spread will give the most satisfaction for 
shaving, with a small, closed-in, squash-shaped glass bal! 
with collar, for general lighting, in the center of the ceil- 
ing, controlled by switch at the entrance. Use opal glass 
with a blue band decoration and have the fixtures made 
of porcelain, for sanitary purposes. 

The ladies room should be treated with side lights with 
candles. Use a two-light bracket with silk or parchment 
shades to match the color scheme of room. A floor lamp 
or table lamp with shade to match those on side lights will 
add a bright spot to this room. 

The gentlemen’s room should have a very simple inex- 
pensive type of fixture close to the ceiling, with three or 
four lights, using frosted ball lamps. This fixture, fin- 
ished in Tiffany verde, or hammered burnt antique color, 
will add distinction to this space. 

Bed rooms should play an important part in_ this 
plan as most of the guests spend a great deal of time in 
their rooms. Use a small single (Turn to Page 126) 
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A Dual Job That Serves Many 
Good Purposes 


When Dwyer Buys a Line That His Salesmen 
Cannot Move, He Has Himself to Kick for It 


E. J. DWYER 


Purchasing Agent and Sales Manager 
Western Light & Fixture Co., Los Angeles 


AN INTERVIEW BY RUEL McDANIEL 


is to weigh well the merits of the various lines of 
merchandise offered him and to select from them the 
ones which he be- 


IL IS generally conceded that a purchasing agent’s job 


Dwyer explains with modesty; ‘‘and our buying policy — 
that of sticking closely to standard lines—greatly simpli- 
fies buying. But regardless of how large a company is, 

my experience here 








lieves will make the 
most money, in the 
long run, for his 
company. It is sup- 
posed to be the 
sales manager’s job 
to see that his sales 
force sells the stuff 
that the purchasing 
agent buys. 

Of course when a 
line does not move 
as it should, the 
sales department 
can always throw 
the blame on _ the 
purchasing agent; 
and the purchasing 
agent can throw it 
right back on the 
sales manager, for 
his failure to push 
the line properly. 

Obviously, when 
both of these departments are one and the same, it is easy 
to see that some unusual things are bound to happen. 
That is just the position occupied by E. J. Dwyer of the 
Western Light & Fixture Co., Los Angeles. It is whis- 
pered by some of Mr. Dwyer’s associates that it becomes 
necessary, occasionally for him to intercede in his own 
behalf to prevent his kicking himself for an unprofitable 
buy, or because he cannot sell what he has bought! 

When a man in either of the dual roles occupied by 
Mr. Dwyer has himself to blame for a false step, it is 
asy to believe that most of his steps are taken with 
aution. 

Obviously, one reason for Mr. Dwyer’s occupying both 
ositions is economy, for it saves the salary of one execu- 
ive; but that is perhaps the least of the several advant- 

ges outlined by Mr. Dwyer in having one man act as both 
‘uyer and seller. 
“Our company is small enough so that it is possible 
x one man to head both of these departments,’ Mr. 





Mr. Dwyer Is Shown Here Although It Is Not Known Whether in His 
Capacity of Purchasing Agent or Sales Manager. 
up the Figures in the Book He Will Probably Call Himself on the Carpet. 


has shown that a 


closer co-operation 
between the buying 
department and the 
sales department 
can but turn out for 
the better. It is 
not possible for one 
man to handle both 
purchasing an d 
sales in some firms, 
but 
company is 
large for the heads 
of these  depart- 
ments to hold hands. 
The 
ages which we have 
effected by combin- 
ing buying and sell- 
ing can be worked 
out, at least to some 
degree of perfec- 
tion, by very close 
co-operation between the two departments; the closer the 
co-operation, the more marked the advantages will be.” 
One of the most outstanding points in this combina- 
tion of duties, Mr. Dwyer finds, is that it makes him 
personally responsible for the sale of everything he buys. 
Regardless of how conscientious a man may be, if he 
knows at the time he buys a new line that it is strictly 
up to him to sell it, he is going to be doubly certain not 
only that the line is good and can be sold, but he is going 
to see that it is properly introduced to the sales force. 


I realize; no 


too 


same advant- 


After He Has Looked 


“Whenever a purchasing agent buys a certain new line 
of goods,’ Mr. Dwyer points out, “it is because the 
manufacturer's salesman has made the buyer see that he 
ought to have the line. He has made the buyer see the 
advantages embodied in the line. If every purchasing 
agent could make the firm’s sales force see those points 


as clearly as he himself saw them, then selling would be 


greatly simplified. 
“Doubtless there are sales managers who examine a 
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new line and wonder what under the sun induced the 
purchasing agent to ‘fall’ for it. He wonders, because 
he cannot see the points that the manufacturer’s salesman 
made the buyer see before the buyer bought. Every pur- 
chasing agent has a good reason for buying every item 
he stocks, but he does not always have the ability or the 
inclination to pass along to the sales department the same 
line of talk that sold him. 

“Realizing that it was up to me to sell everything I 
bought, I began long ago to make the salesmen see the 
same superior qualities about every new item stocked 
that I saw when I bought it. It is surprising, the dif- 
ference that makes in selling.” 

Today, when the Western Lighting & Fixture Co. takes 
on a new line, the manufacturer’s salesman not only must 
sell Mr. Dwyer and other members of the firm who have 
any say in buying, but after that job is completed, he 
must sell it to the salesman as well. Mr. Dwyer insists 
that the men be told the same facts that succeeded in 
inducing the company to take on the line. 

If these points are strong enough to break down the 
company’s resistance and get it in stock, then if they are 
advanced by the jobber’s salesmen with equal zeal, they 
will break down the resistance of the retailer and land 
the merchandise on the latter’s shelves. It is a recog- 
nized fact that the salesman sells hardest the lines he is 
himself most completely sold on. That is another reason 
why Mr. Dwyer insists that the manufacturer’s salesmen 
sell the salesmen as well as the buyer. 

Recently the company stocked a specialty heater. As 
it takes on few specialties, this was quite an event, and, 
obviously, the salesman who put over the deal advanced 
some mighty strong arguments in favor of his heater. 
How it was introduced to the men is typical of the 
methods used by Mr. Dwyer to add every new item of 
importance to the list. 
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After the company finally decided to take on the lin 
the sales force was called in for a special meeting. Th 
were grouped on the sales floor, with the manufacture: 
salesman and a sample of the heater before them. T| 
salesman went through all his talking points with t! 
same zeal that he used in selling Mr. Dwyer. When |} 
talk was over, the firm’s salesmen went away with a ke: 
desire to get out and sell that heater. They were enthus 
astic about it. When they did get out with it, they kne 
enough about it to want to push it. The consequen 
was that the company made something of a record in tl, 
sale of this specialty. 

The heater was quite a radical departure from an 
other item the company had ever stocked, Mr. Dwy: 
pointed out, and had it not been for the fact that th 
men were given the same talking points that landed th 
heater in the jobber’s stock, likely as not they woul! 
have greeted the news of its addition to the lines wit! 
something of a chill and let it go at that. 

“Enthusiasm over the merchandise offered is the bes 
possible sales aid,’ Mr. Dwyer declares, “and there i. 
no better way of enthusing the sales force over a lin 
than by giving them the same argument that enthused 
the purchasing agent sufficiently to make him sign o: 
the dotted line.” 

Another advantage obtained in handling both buying 
and sales from the same department, Mr. Dwyer finds, 
is a better rate of turnover. When a man takes thx 
responsibility of buying a line of merchandise, he takes 
a lot of pride in seeing that his judgment was sound; ly 
wants to see that merchandise sell out quickly at regular 
prices. It is not always possible, however, for the pur 
chasing agent to get the sales manager as equally inter 
ested in moving a certain. line. The sales manager 
maintains that all lines must sell, that he cannot afford 
to spend. too much time on any (Turn to Page 124) 























The Yellow Taxicab Co. of Chicago operates 2800 cabs 
and employs 6000 drivers. They are the best and safest 
that careful selection and training can procure. Reckless- 


ness is not countenanced and elaborate tests are made to 
weed out the careless. 


Her is a “Gold Star” driver taking 











two of the tests. Left, tracing a trail with an electric 
stylus on a winding path recorded on a time meter. Right- 
taking the “Fear-Time-Reaction” test. He is in a sound 
proof booth and is given an electric shock to ascertain his 
power of control. Underwood Photos. 
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Adventures of an Amateur 
Missionary 


You Can Denature Alcohol and Dehorn 

Cattle But It’s an Almost Hopeless Task to 

Degoof a Guy Who’d Rather Stay Dumb 
By FRANK B. RAE, JR. 


S awn advertising man, it is a part of my business 
Ae find out how successful merchants sell the stuff 

made by my clients, and then to tell the unsuc- 
‘essful merchants how it’s done. I do not presume to 
tell anyone how they ought to sell: I aim simply to tell 
them how others have succeeded in selling. Example 
beats precept to a whisper in this game. 


“THERE - A DRY RAIDER WITH THIRTEEN 
SEARCH WARRANTS COULDNT FIND 


S. 





Besides, it’s safer. Tell a man what he ought to do 
ind watch the hair bristle on the back of his neck !**!* 
Say how duyu get that way?—an’ where duyu get that 
stuff at? Tryin’ t’ tell me how t’ run my business, are 
vu? Say, I bin in this business when Edison peddled 
papers, an’ nobody ain’t never told me how to do nothin’ 
yet!” 

But if you can slip into some fissure of this bimbo’s 
lome the info that Jones down the street made a twenty- 
live cent sale by saying, ““Howaryu frxt fer lamps?” he'll 
call you a liar, of course, and then tell you how many 
ind what specific kinds of a crook Jones is, and so was 

s old man, and anyway nobody buys lamps these days 
hat with the sauerkraut factory running only half time 

id 1928 being a presidential election year an’ the rich 

iys lapping up all the gravey, but in the end he may 

nidly ask some customer “Howaryu fixt fer lamps?” 
nd the customer may buy one. And the final result 
1y be that this man becomes a pretty lively lamp agent. 


Telling retailers how other retailers make money is 
lled “missionary work,” and it is just about as popular 
missionary work in China at this writing. The ad- 
an and the jobber’s salesmen and the manufacturers’ 
desmen who spend their lives doing such work have a 
ugh time of it, but a lot of us who crave regular food 
ep on doing it, and besides there’s the joy of making 


an occasional convert. I know of no grander feeling than 
to point to those bright mercantile successes that have 
grown from the conversation seed I have sown as a busi- 
ness missionary. 


The chief troubles with such missionary work are two 
—the missionary worker and guy he works on. Too 
many business missionaries are merely con men trying to 
flim-flam an order out of folks who ought never to buy 
their stuff. I have nothing but indignant contempt for 
such salesmen. 


But on the other hand, too many merchants think all 
business missionaries are con men whose words must re- 
ceive discounts of something like 40-90-10-10-5-and-2. 
Tell such a skeptic that it’s a fine day and he puts up 
an umbrella. Tell him his place is on fire and he'll phone 
to cancel his insurance. Tell him how to display, demon- 
strate, sell or install the thing you’re boosting and he 
will do it just the opposite way. The only thing he’ll 
believe is when you tell him he’s a smart fella. 

The other day I took a little trip around among a 
dozen or so electrical dealers who had bought some of my 
client’s stuff. I wanted to see how they were handling 
it, to learn how or why they were making good or falling 


down. The item was a clamping bracket light—a rather 
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neat little specialty that sells nimbly when it’s pushed 
right. 

The first dealer declared he didn’t have any. I had to 
show him his order, our acknowledgment and the ship- 
ping receipt before he would believe he’d made the pur- 
chase. 

“Well,” sez I, finally, “let’s get ‘em out where folks 
will see them. You might sell some, you know. It’s 
been done.” 
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“Not in this town,” he answered. “Folks in this town 
are different. They don’t buy that sort of stuff. I just 
shipped back a lot of junk like that that didn’t sell.” 

“Sure,” I agreed. ‘I know people here are different. 
But maybe somebody’s moved into this town from some- 


where else. Maybe there’s some that are different only 
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they haven’t found it out yet. Let’s get this on display 
and give it a whirl.” 

Well, I was a bit persistent, so we started to find the 
goods and get them up front. We hunted everywhere. 
They weren’t on the shelves nor under the counter nor in 
the stock room, but I finally found a familiar case in the 
middle of a stack of odds and ends. The dealer com- 
plained because the carton was dirty. 

In the next place, I found my merchandise up front 
and well displayed. ‘It won’t sell, though,” declared the 
dealer. “Too high priced.” 

While we were talking a flapper came in and her eye 
caught the light we were looking at. After studying it 
a minute or two she said, “I’ve been looking for something 
like that. How much is it?” 

“F-f-f-four dollars,” apologized the dealer. 

“Four dollars? Well, now—’ 

“But we've got something cheaper,” added the dealer 
hurriedly. And when the flapper departed without buy- 
ing the cheap item, he turned to me, “You see, it’s too 
high priced.” 

In store number three I was lucky. While the dealer 
and I stood before the display getting acquainted, a cus- 
tomer was again attracted to the little lighting specialty. 
Finally she asked to see it and the dealer attempted to 
show her how it could be adjusted. I’ve seen some 
clumsy boobs in my day, but this fellow was the limit— 
if he'd been playing baseball he’d have spiked himself 
between the shoulder blades. He fumbled, grunted, 
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twisted, turned and did everything but a headspin tryj),, 
to show the customer how to manipulate a simple winy 
nut. At the end of the first round I stepped in ani 
took charge of the demonstration. 

“You see how simple it is,” I remarked to Mi.. 
Customer. 

“Well, yes, it seems quite simple when you do it, |: 
when this gentleman here was doing it—well, you see, | 
don’t know much about machinery.” 

I tried a new tack in the next store. My goods were 
there and I wanted to see how the merchant sold thei, 
so I impersonated a customer and asked for a bed light. 
He deliberately turned away from my four dollar item 
and began to pull out a lot of ninety-eight cent dovo- 
funnies with silk and lace on ’em like the wife’s week-end 
nightie. 

“Reading in bed is bad for the eyes,’ he told me 
solemnly. 


I could keep on for a week piling up similar incidents, 
and I don’t doubt that every jobber’s salesman who reads 
this could see my stack and raise me. The problem is, 
what to do about it? 


I’m convinced that the answer is, nothing much—ex- 
cept sell. You can dehorn cattle and denature alcolio! 
but it’s an almost hopeless job trying to degoof a guy 
who'd rather stay dumb. 


KIN|GETA READING IN 

| ho BED IS BAD FoR 
LIGHT D “THE 
HERE’ EYES 

















But they can’t arrest you for trying. Also, the boss 
pays you for trying. Finally, trying is fun. Doing 
good job of selling gives just as fine a thrill as rolling 
a 800 game on the bowling alley, or shooting a 75 on tlic 
golf course or running 15 at pool. Which is the moral 
of this story—if it has any moral. 











Coming Meetings of the E. S. J. A. 


Fall Meeting, 1927 


Detroit, Mich., Early in October, in All Probability | 
at the Book-Cadillac Hotel | 


Twentieth Annual Meeting | 
Hot Springs, Va., The Week of June 6, 1928 | 
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RINCETON University publishes an in- 
teresting fact about the present graduating 
class. Over sixty percent answered the 
question of what sort of a career they intended 
to follow by saying “business.” 
Twenty years ago the overwhelming majority 
of graduates chose the 
professions. At that 
time less than twenty 
percent selected busi- 
ness. This is in line 
with the general trend. 
At one time only two 
callings were consid- 
ered “honorable.” 
They were careers in 
the army and careers in 
the church. All others 
were considered some- 
how to be on a lower 
scale with business com- 
ing somewhere near the 
tail. 

Then at a later date 
the “professions,” law, 
medicine, ministry, ete. 
were held to be the oc- 
cupations of life that 
held honor in the fol- 
lowing. Yet all the 
while the fruits of busi- 
hess were easily ac- 
corded a place above 
the salt at the banquet. 
When “merchant 
prinees” became 
wealthy there was honor in that, but the means 
to that end was looked down upon somewhat. 

The Spanish proverb: “If a dog has enough 
ioney he is called Mr. Dog,” always held true 
hut only within the past few decades has busi- 
less as a means that produced many of the 
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Business 


Asa Means of Producing the Good Things 
of Life It Has Been Accorded its Due. 


By DR. FRANK CRANE 



































good things of life been accorded the honor that 
is its due. This is a step away from the old 
insidious idea that leisure and indolence is some- 
how better than toil and labor. It heads away 
from the aristocratic conception and its false 
scale of values. It pins the ribbon where it 
belongs—on_ the _ pro- 
ducer instead of the 
consumer. 

One reason America 
has led in the develop- 
ment of new methods 
and means in business 
has been that there has 
never been the same 
snobbishness against 
business here that has 
characterized the socie- 
ties of some older 
countries. The best 
brains have turned to 
it instead of being 
shunted—away from it 
by false ideas of what 
was an “honorable” 
‘areer. Shorter work- 
ing hours and_ better 
working conditions for 
all is one of the results 
of having greater in- 
telligence in business. 

Rousseau says that 
society began when 
someone had_ genius 
enough to put up a 
fence and say that all 
inside it belonged to him. Business is one of the 
powerful influences of society and the more 
educated and intelligent minds that take it 
up for a career, the more intelligently it will 
be run and the greater will be the benefits to all 
humanity. 











An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, b » 


Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* 





CENTRAL STATES* 


WESTERN STATES 


























































































































































































































MARKET | PRICES || MARKET] PRICES || MARKET] PRICES 
April 15 to General April 15 to General April 15 to General 
COMMODITY May 15 Trend May 15 Trend May 15 Trend 
ah Di me |p ‘ 

Transformers, insulators, distribution equip- | | | 
MENS. oso cncvceescceresiocavpaceseneasws 4} 9110] O| 21! 1 3 11 | 27 | 0 2 | 4 6 | 
Poles and pole-line hardware............-- 4 11{ 4/14| 4 4 14 27 | 2 3] 5 o| : ? 
Switchboards and accessories............++ 1 Tull of 21! 2 3 12 251 0 2! 5 A s| A 
Motors and control apparatus...........--. 2 10! 0] 24/ 2 1 17 26! 0 1/ 8] 1 | 9 | , 
Safety switches .........0.seeeeeeeeeeeeee 14 1! oO! 27! 8 17 5 30! 8 6| 83 A a| 0 
Wiring devices ..........-sssececsscccees 10 8] O| 27| 5 7 8 29| 2 5] 5 2 | 9 | 0 
Conduit and fittings................eeseeee 14 8| 0| 29) 2 |] 14 5 81} o |] 5 | . 0 
a ee eT se rrr 18 RE 0 oo | 2 18 5 291 0 5 a ~ o| . 
R. C. wire and cable.........-+sseceeeeees 14 5] 0| 16) 15 8 8 10| 20 3 al a| 4 8 
We Bi Wie vcudivic ceri ebtindéses 6 uf 2| 18| 18 4 16 16| 15 3| 3 o| i 2 
LAMPS ..ccccceccccccsscccscsccccccsceves.e 17 4; 0 | 18 | 13 12 4 20| 11 4| 8 | 0 | 5 | 4 
Industrial reflectors .........+++-++seeeees 6 mi 0 | 28 | 1 5 16 29| 0 1; 7/8 | q 0 
Commercial lighting units ................ 9 1 | 0 | 25 | 3 5 10 25/ 38 4| 3) 4 | ~ | 0 
Residential lighting units ..........-+.++. 5 10 | 0 | 21 | 3 5 13 21 | 4 a) oT 28 | 5 | 0 
Street lighting equipment ..............-. 2 12 | 0 | 17 | 2 2 20 | 21 | 0 2; 1] 8 | 3 | 0 
Heating appliances ...........2--eeeeeeees 5 13 | 0 | 24 | 3 4 20 | 29 | 0 1} 2 8 | 0 
Motor-driven appliances ...........+.+-++- 2 12 | 0 | 20 | 2 0} 21 | 24 | 0 0| 8 6 | 0 
PODS | . inn scctdbsissee neh ss saschln ee ees eee 5 15 | | 0 | 30 | 1 7 17 | 28 | 1 8/ 6 9 | 0 
RROGIO. 60s 0:500. 000s nec Sib 5% bchivew geen eee 0 22 | 0 | 17 | 8 0 80 | 13 | 10 0; 2 5 | 3 
Flashlights and batteries.................. 3 e o| 25 | 4 4 11 | 27 | 2 4| 6 | 0 
Telephone equipment ..............s.eeeee: 0 i i o| zs 1 1 ¥ i 1 o/; 1 0| a 0 
Storage batteries ........cceeeeecccesccees li #6 15 | 0 | 15 | 4 1 18 | 0 | 17 | 1 0; 2 4 | 0 





















































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas 


Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


A new method in piano teaching has 
been introduced in the form of “The 
Visuola,” a system of lights which 
guides the student as to the note to 
be played. The photo shows Miss 
Grace Gallavan receiving her instruc- 
tions from Mr. John E. Bostleman, 
who directs her from an adjacent 
piano via “The Visuola.”—Underwood 
Photo. 


Below is Miss Helene Franz, 
dancer and singer in a Night In 
Paris, playing in Chicago, who put 
the words of her dances on the air 
over WHT. Miss Franz is from 
Philadelphia.—Underwood Photo. 


Here’s one to puzzle Casey Jones! Something entirely new in railroad loco- 
motives is this strange looking machine tested recently by the Chicago, Milwaukee 
& St. Paul Railway. It is a husky grandchild of the now obsolete electric auto- 
mobile, carrying its own power in mighty storage batteries capable of cranking 
1600 automobiles simultaneously. This 110-ton storage battery locomotive is 
designed for switching service and is capable of handling a train of 60 freight 
cars at a speed of 10 miles an hour. The 
tremendous battery weighs 78,960 pounds. 


To detect a runner who “jumps the gun.” A set 
of 10 coils, each consisting of 200 turns of copper 
wire, is distributed at regular points over a course, 
and connected in series to a galvanometer. Cur- 
rent is induced in each coil as a runner, carrying 
a magnet, runs past it. Fluctuations in the cur- 
rent are recorded graphically —Underwood Photo, 
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The first home economics short course in electrica| 
equipment, held at Iowa State College, Ames, Ia., has 
been sponsored by the women’s committee of the 
National Electric Light Association. The purpose o; 
the short course was to bring together women interesteq 
in the electrical industry—manufacturers’ representa- 
tives, instructors, women editors and the women of 
electrical utility companies; in fact, all women interested 
in the electrical industry who are eager to have the 
homes of America so completely electrified that the time 
of homemakers, which is now being consumed in doing 
the more strenuous and irksome tasks, may be released 
for pleasanter occupations. The Iowa State C ollege was 
chosen as the place to hold this first course, for the 
reason that its home economics department is complete ly 
equipped with electrical labor saving devices. 








Flowers grown by artificial methods were 
recently shown at the International Flower 
Show at the Grand Central Palace, New 
York. Plants cultivated by artificial 
methods at the Boyce Thompson Institute 
for Plant Research, were among those ex- 
hibited. Such flowers are raised in a 


el, 5 ~ 
:Amaiid —- 


Nese 


greenhouse artificially illuminated by 48 1000-watt lamps. 
Daylight can thus be increased any desired number of hours. 
The crane carrying the lamps is removed during the day to 
avoid shading. In one room without windows, lighted by 25 
1500-watt lamps, plants are grown solely with artificial light. 
In this room temperature and humidity are accurately con- 
trolled and the percentage of carbon dioxide in the air is in- 
creased as desired.—Underwood Photos. 
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Beautiful as this Rauland 
radio set is, judged as a mas- ; : ~¥ 
sive piece of furniture, it is : 
evident also that the most - Sm 
pleasing tones come out of it; <z ae ae 
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hence the dreamy look. 
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UNION 
Renewable Fuses 


Because of their extra heavy, 
strong casings and other fea- 
tures of construction, Union 
Renewable Fuses give your 
customers more of what they 
pay for—renewals. 





Powerlet 
Malleable Conduit 
Fittings 
Gem Powerlets are cast in one 
piece from Malleable iron. No 
seams to open — never rust. 
Gem Powerlets outlast the 
building. Hubs are threaded 
because threaded joints are 
permanently right—are water- 
proof so that an resistance 
joints in conduit runs don’t 


develop. The use of Malleable 


iron assures greater strength 





walled construction— 
more room for splic- 
ing, soldering and 
tapping cables. Time 
is saved where it 
counts most—a per- 
manent, workmanlike 
job ts assured. 





lwo Lines for Steady Summer Sales 


HROUGHOUT the summer, plants will be built or re- 
modeled, equipment will be installed and fuses will 
continue to blow. There will be no dull season for Union Re- 
newable Fuses and Gem Powerlet Malleable Conduit Fittings. 
The market is steady and growing. Union-Gem products 
have the quality, the time and money saving features de- 
manded. Accept the opportunity to boost summer sales by 


Unions are vented 


h i . 4 
in ie demonstrating to your customers the advantages of Union 
ated at blowing 1s thus Renewable Fuses and Gem Powerlets. You will be agree- 


released instantly. 
End cap threads are 
protected from molten 
metal, 


ably surprised at the results, when you total up weekly 
sales—if you have done your part. 


A few of the outstanding features of these fast selling lines 
are described herewith—but you should also have catalogs 
No. 32 and P-32. Write the house or us today for your copies. 


Simplicity is outstanding in Union construc- 

tion. Only one end cap is remcved when re- HIC AGO USE FG “@ 
newing. Fuse link blows midway of contacts, e 

has notched ends allowing replacement when INCORPORATED 1889 


studs are only slightly loosened. Union Fuses 

dre renewed in a moment’s time—always. Manufacturers of Electrical Protecting Materials 
and Conduit Fittings 

1519 West 15th Street, Chicago 


UNION FUSES 


Because they are worth more they really cost less 
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KONDU porcelain covers with 
wire holes, (oblong series) are 
furnished in one to nine wire 
standard, also one wire Dura- 
cord and one wire Special. 
Screws properly retained so that 
they cannot fall out and at the 
same time this feature acts as a 
cushion to prevent breaking of 
porcelains. 


Snap Switches—Indicating and 
non-indicating in 125 and 250 
volts; 3, 5, 10 amp. 


E> 


Type 0—Round Series Porcelains 
with one, two, three and four 
wire holes. Pro ype rly designed 
for all standard construction. 
Form 5. Form 10. Form 20. 


Lamp receptacles with and with- 
out shade holder grooves. Form 
5. Form 10. All porcelain 
devices have screws properly re- 
tained so they cannot fall out. 


| A wheelbarrow will stand on 
its two legs and never move 
an inch unless you lift it up 
and push it along. 


So would business. 


It has to be picked up and pushed along. And it is the 
salesmen the world over who do just that. 


It made no impression on the electrical contractors and in- 
dustrial plants in this country when the engineers of the Erie 
Malleable Iron Co. developed Kondu Threadless Fittings. 


It made no difference to them because they did not know 
about it. 


But when the salesman came along, placed a few samples in 
his business wheelbarrow, picked it up and pushed it before 
the electrical contractors, central stations, and industrial plants 
in his territory, then, and not until then, did they realize the 
revolutionary design in a practical conduit fitting which was 
theirs. 


“Why did not someone think of it before?” they asked. 
Its simplicity, its time-saving features, seemed so perfectly ob- 
vious it was astonishing to them that they had carried on all 
these years without it. 


Kondu Threadless Fittings have taken hold with the con- 
tractor, the central station, and the industrial plant quite as 
readily and just as firmly as they take hold of the conduit 
for which they are designed. 


Are you impressing on your contractors that 
Kondu Threadless Fittings, being ready made, 
enable them to do twice as much work in the 
same amount of time? 





ERIE MALLEABLE IRON COMPANY 


Kondu Division Erie, Penna 


Offices in Principal Cities 
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Give 
The Salesman 


Credit 


You Should 
Read This! 





Imagine trying to rotate conduit into fittings 




















in the cramped quarters of an ore bridge 
cabin. Visualize, too, the number of fittings 
required to make all the twists, bends and 
crossovers necessary to move this giant steel 
monster electrically. 


Short lengths of conduit must be set up 
rigidly to withstand excessive vibration. 


KONDU THREADLESS FITTINGS have 
proven their vibration proof qualities and 
won high recognition on this job. They 
stay put when once placed and yet can be 
easily removed without disturbing other parts 
of a completed line. 





This is a view of the bottom of a sub- 
way car showing some of the seemingly impos- 
sible jobs accomplished with KONDU THREAD- 
LESS FITTINGS. It is on such jobs as these 
that KONDU THREADLESS FITTINGS prove 


themselves vibration proof. 










Can you imagine anything that can 
beat a subway car for joint loosening vibration, 

We'd like to know about it. And it’s for 
subway cars that KONDU THREADLESS FIT- 







(Patented) 





‘ 
‘ sted as standard by Und 
TINGS were chosen. Turning up the locknut . a a ‘I r : “se 
Y t Ss “ ite les I 
completes the operation—the conduit and fittings oP ainen is Ort 
become integral parts of each other. test. 
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Typical of 
STANDARD (Quality 


is the Standard Electric range (No. 
639G) with three electric hotplates, 
two gas hotplatesand the fireless cooker 
which adds so much to its practical 
utility. Oven is aluminum lined and 
may be had with Pyrex glass windows. 
Just an instance of the type of merchan- 
dise which alert salesmen can use to 
build an ever-increasing business. 


ou can sell 
this line with 
confidence— 


And remember that the Standard line 
is a real line. Electric ranges for 
every purpose. Big, heavy duty ranges 
for large hotel and club kitchens. 
Electric wall ranges for multiple apartment in- 
stallations. Electric ranges equipped with fire- 
less cooker. Electric toasters, broilers, griddles, 
hotplates and fireless cookers. All developed 
and perfected by the oldest exclusive electric 
range manufacturing company—an organization 
of specialists whose years of experience are 

















TOLEDO 








E LECTRIC RANGES 


built into every Standard product. You can 
sell this line with confidence that it meets 
every electric cooking requirement, and with 
the assurance gained by the knowledge that 
“Standard quality is never questioned.” How 
about sending you our interesting information 
and data concerning the Standard line? 


OHIO > U-S-A 


i The STANDARD ELECTRIC STOVE Company 
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SENDING APPARATUS AT WHIPPANY 


FOR TRANSMISSION BY RADIO 
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SENDING APPARATUS AT WASHINGTON 
| _ FOR TRANSMISSION BY WIRE 
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IMAGE BEING RECEIVED IN NEW YORK 
FROM DISTANT STATION BY AUDIENCE 
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IMAGE BEING RECEIVED IN NEW YORK 
BELL TELEPHONE LABORATORIES FROM DISTANT STATION BY INDIVIDUAL 
INCORPORATED 











Herbert Photo. 


Uncle Sam now employes an “official jouncer,” whose tests 
will be used to ease auto riding for the benefit of motorists. 
The photo shows D. C. Ritchie making a test in his jouncing 
chair while Miss B. McDaniels relates to him how the ride is 
This chair is equipped so it can be operated at a 
range of 100 to 1,000 vibrations per minute.—P. & A. Photo. 





going. 








George L. Hall is shown above looking be- 
hind the scenes of his stage lighting model. 
Note the number of lights on the miniature 
Stage. The stage is on exhibition at the Art 
Centre, New York. By means of it the most 
complicated lighting effects are worked out 
for stage productions and much time and 
money saved over trying to accomplish these 
effects by experiment on the full sized stage. 





The scroll case of one 
of the 45,000 horsepower 
units, now being installed 
; in the power plant of the 
¢ South’s tallest dam, at 
Cherokee Bluffs, Talla- 
poosa River, Ala. The 
water wheel will operate 
in the opening in the 
center.—Herbert Photo. 
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The television is accomplished 
through a complicated system, but in 
layman’s language it works in this 
fashion. The subject is seated at the 
transmitting apparatus. As_ he 
holds the transmitter in his hand 
and talks, the light of an are lamp 
flickers on his face. Small circles of 
light move across his face, one after 
another, but they are traveling at 
such high speed that they seem to 
bathe his face in a uniform bluish 
light. By a complicated process, 
these lights divide his face into fine 
squares. Each square travels as a 
telegraph signal from Washington 
to New York. Here, with inconceiv- 
able rapidity, these squares were as- 
sembled as a mosaic, each square 
different from the other in_ its 
amount of illumination. These dif~ 
ferences of illumination trace the 
countenance in light and shadow and 
register the least changes of expres- 
sion. These squares, in the recent 
test, rushed across the wire from 
Washington at the rate of 45,000 a 
minute. The face was done over 
every eighteenth part of a second, 
about 2,500 squares—or “elements” 
or “units” as they are called—make 
up each picture. 
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W. J. Jockers 


Vice-President, Great Northern Electric Appliance Co., St. 




















June, 1927 THE JOBBER’S(I]SALESMAN 25 





W. J. Jockers 


N TRACING the careers of men who have been suc- 
| cessful in the electrical business, it is interesting to 
note that a large majority of them did not enter this 
more or less romantic and mysterious field as the result 
of boyhood dreams or special preparation—they just 
drifted, dropped or dashed in accidentally. 
W. J. Jockers is no exception to the rule. He may 
be said to have “strolled” in. 
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MEN YOU SHOULD KNOW 


Vice-President 
Great Northern Electric Appliance Co. 


affairs. Here again cropped up that ability to mix, make 
friends and sell things, the faculty that was to make him 
an executive and rob the world of a great income tax 
expert. 

J. E. McClernon was then a city salesman at Murray 
St. Perhaps it was the way Jockers handled the orders 
and customers that drew them together. At any rate 

they became close friends. Mc- 





In the old days, when electric- 
ity was regarded by the home 
folks as a new kind of sorcery, 
many believed that when a 
person was subjected to a vio- 
lent shock of the old juice, he 
or she became permanently 
charged with electricity. With- 
out subscribing to the above 
superstition, Mr. Jockers em- 
phatically states that once the 
electrical idea gets into the 
blood, there is no escape—it 
clings like memory itself. “I 
was inducted without desire,” 
he says, “and so thoroughly 
electrified I could never be de- 
magnetized.” 

Born in Brooklyn, N. Y., in 
1886, he brought with him one 
faculty coveted by most of us 
and possessed by few. He was a 
born mathematician. Later on, 
in school, he was able to laugh 
in the face of old John B. 
Arithmetic, and developed a 
fondness for accounting that 


“ec ”? 
a yes man. 





He Makes Friends 


AKING friends is one of mee 
“Bill” Jockers’ outstand- 

ing characteristics. “Why, dog- 
gone him!” says one old tim- 
er affectionately, “I’ve lived in 
St. Paul all my life and he has 
more friends than I have, and 
he’s only been here six years!” 
From others we learn that his 
friendships go a lot deeper than 
just handshaking and _ hearty 
greetings on the street. His “ 
“mixing”’ is the sort that means 
sincerity, promises kept and 
wholehearted service to the 
‘ause at hand. 
knack of making friends has no 
taint of toadyism or fawning— 
he wouldn’t last five minutes as 


Clernon, probably without any- 
thing in particular in mind at 
the time, studied his young 
friend closely for future refer- 
It is safe to say that 
neither of them dreamed that 
a few years would see them as- 
sociated in important executive 
positions. 

McClernon left the Western 
Electric Co. to start, as presi- 
dent, a new jobbing house, the 
Northwestern Electric Equip- 
ment Co., in Brooklyn. Later 
on, when he needed a hustling 
executive to share the burdens 
increasing business, he 
wrote Bill Jockers’ name on a 
card, shook it around in his 
hat, pulled it out and invited 
his friend to sit in the game at 
Northwestern. Mr. Jockers 
accepted the position of vice- 
Here his training 


His uncanny 


president. 
and experience, gained at 
Western Electric, proved of 


infinite value. The result was 








never left him. 

After he left school, another faculty began to be no- 
ticed by those interested in his progress. It was the 
ability to approach people, talk to them on their own 
ground and win their conftdence, in other words, to sell. 
So, in 1904, at the age of 18, we find him selling insur- 
ance in New York. In spite of this, his love of account- 
ing remained and his weather-eye was on the watch for 
a job where he could make huge columns of figures do 
“tight-by-squads” and enjoy each month the death- 
struggles of a refractory trial-balance. 


o 


‘nowing of his desire, a friend tipped him off to an 
opening as assistant bookkeeper at the Thames street 
brauch of the then Western Electric Co. He applied 
and was hired by none other than “Bob”? Edwards, now 
president of Edwards & Co., New York. His electrical 
education progressed rapidly and he was soon promoted 
: hief clerk, with a chance at sales as well as office 
details, 


The next step was the Murray street branch of West- 
‘rn. in charge of service and warehouse stock. Here he 
Came into still closer contact with salesmen and sales 





that these two men, in a few 
years, established the Northwestern Electric Equipment 
Co. as one of the outstanding jobbers of the eastern ter- 
ritory. 

The company’s prosperity increased during the World 
War, but, in 1918, Mr. Jockers made his first and only 
attempt to become “demagnetized.’”’ He resigned his 
position to enter an industry which, at the time, appeared 
to offer great opportunities. He thought he was all 
through with the electrical jobbing business, but the 
inoculation simply did not “take.” 

He came back, as they all do, to join the Royal East- 
ern Electric Supply Co., New York. Shortly after that 
he accepted a position with the Westinghouse company 
in New York, under Arthur Allen, district manager. 
After a year’s service with Mr. Allen, he entered the 
supply department of Westinghouse. Under the super- 
vision of John J. Gibson (now president, of the Westing- 
house Commercial Investment Co.) he handled the fan 
motor section, with headquarters in Newark, N. J. 

On the evening of January 5, 1921, Mr. Jockers, with 


his baggage all packed, sat dream- (Turn to Page 120) 
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The Menace of the Mississippi 


Electrical Jobbers in the Flood-Stricken Area 
Write of the True Conditions Prevailing There 


T TAKES such a catastrophe as has now fallen upon those residing in 
the valley of the Mississippi to arouse public interest, on a nation-wide 
scale in this problem which is a yearly menace of most serious proportions. 
Lives lost and endangered, property both personal and real wiped out, 
business endangered, are all the results of these floods which, if they 
cannot be avoided entirely, could certainly be reduced materially. 


It must be possible to divert this water in part, at least. 


Some have 


proposed irrigation or hydro-electric projects of unprecedented proportions 
in the north, coupled with proper provision made in the south to eliminate 


such valamities. 
could be solved in some way. 

Humanitarian reasons demand it. 
a united front should secure it. 


It is an engineering problem, and one which undoubtedly 
Hang the expense! 


And, 


Business reasons demand it. 


Certainly the press of the nation can 


attain it, if newspapers and business magazines back the efforts of those 
directly concerned in this annual spring crisis. 


The electrical jobbers in the flooded area feel the blow. 


They have 


kindly taken of their time to tell of the conditions in their particular ter- 
ritories in order to familiarize their friends with the situation, and behind 
it all is the thought “help us to strangle this danger, as we would help 


you if the case were reversed.” 


Jobbers should not only read these printed letters and comments, most 
of which were written about May 10, but should also co-operate in every 
way and to every extent in securing action, prompt action, to alleviate the 
unfortunate plight in which a goodly portion of this nation finds itself each 


year. 





Shreveport High and Dry 
By S. R. ELLIOT 
Vice-president 
Interstate Electric Co. 
Shreveport, La. 


S FAR as Shreveport is con- 
cerned, we are high and dry, 
and the water is very scarce in this 
part of the country. Our business 
conditions are very favorable, and 
where the water covered the land in 
our territory, practically all of it 
has been replanted, and we are look- 
ing forward to a prosperous year. 
I am not in position to advise you 
regarding the southern part of the 
state, but I am sure that the situa- 
tion is very serious, and the whole 
United States has this matter up 
before them regarding the flood sit- 
uation, throughout the Mississippi 
Valley, and I feel sure that Congress 
will give some relief. 





River Control Must Come 
By P. STERN 
President 
Interstate Electric Co. 
New Orleans 


EW ORLEANS so far has not 
been affected by the flood sit- 
uation in any way except the slow- 
down of business, on account of the 


inability of our salesmen to make 
considerable part of their territories, 
which are now under water. 

Our levee system is so strong, that 
there is no possibility of the water 
reaching here. 

The situation, however, in north- 
east Louisiana and delta in Missis- 
sippi is extremely deplorable. 

Several hundreds of thousands of 
people are without homes and their 
entire savings washed away. 

This will mean a curtailment of 
business for our company for the 
next six or eight months, that will 
undoubtedly require skillful handling 
to avoid serious losses. 

When you consider that town after 
town is inundated with water rang- 
ing from three to 20 ft. deep, de- 
pending upon the elevation of the 
land, the biggest help that you can 
render, is to prepare editorials so 
that United States Congress will 
take up the question of river con- 
trol, place it under 
supervision and prevent another such 
catastrophe. 

I trust that for the benefit of 
Humanity, you will do this. 


government 





Business as Usual ir, 
New Orleans 


By FRANK H. AMES 


Vice-president 
Wesco Supply Co. 
New Orleans 
E HAVE been very fortwiate 
in New Orleans in not ho) ing 


any water whatsoever and busiiess 
is being carried on here in the \ «ual 
manner. At this time, we are just 
beginning to feel a slight depression 
due to the flood condition in the 
northern part of Louisiana, although 
from a selfish standpoint we have 
been very fortunate due to the fact 
that we have very little business in 
that portion that has been inundated. 
The greater part of the state which 
is covered by flood waters to date 
is almost entirely an agricultural sec- 
tion with very few towns with a 
population over 2000 people. 

The engineers assure us that New 
Orleans is absolutely safe from 
danger and while undoubtedly som 
parts of the levee north of the cit) 
will break, we do not anticipate any 
trouble here. 


Jackson Not Damaged 
By T. B. CABELL 


President 
Cabell Electric Co. 
Jackson, Miss. 


ACKSON is located in the [iil 
J territory of Mississippi and, 
hence, is not subject to damage 
directly from floods. We have ® 
good many customers located between 
the hills and the Mississippi River 
whose places of business are inui 
dated three to four feet. However. 
we have been advised by most 0! 
them that they have gotten their 
merchandise above the flood waters. 
so that they anticipate small losses 
from stock damage. Of course, their 
business is greatly damaged due to 
the fact that they will be inoperati\: 
for, at least, 60 days and this, i" 
turn, affects our own business. 

Our company travels salesmen |! 
all of Mississippi and _ northern 
Louisiana. The eastern portion 0! 
northern Louisiana is under water ‘° 
that we are affected in that territor). 
too. In order to keep our organiz 
tion intact, our salesmen, withdraw" 
from the flooded territory, are wor 
ing portions of the territory ' 
covered by the flood. In_ oth’ 
words, we are endeavoring to ¢'' 


more business out of the _ territo 
(Turn to Page 30) 
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g the Summer 
Market 
with 
BUFFALO 
BREEZO. 


| | O TIME of the year is more opportune to 
Ht 









































“cash in” on the ventilating business than in 
the hot months of June, July and August. 


Restaurants and theatres in particular are depend- 
ent on proper ventilation for patronage in the Summer. 
And it is at this moment that they are in the most 
receptive mood to consider an installation of this char- 

















yy aN | acter. 
f fy (( Jobber’s salesmen should unhesitatingly go after 
; AN this business with the Buffalo Breezo Fan. We will 
ili if ) give you the utmost co-operation. 
‘| Lav The quickest manner in which to handle the pros- 
pect is to secure from him, if a restaurant, a rough 
‘ floor plan of his place, and if a theatre, its size and 
RAL capacity. Send this in to us if you feel that you are 
‘ tows unable to quote on the proper installation and we will 
aS send you by return mail an exact quotation together 
Y AGA WAN with proper recommendations. 
NWA | 
NSN If you need any literature on Buffalo Breezo 











Fans send for it at once. Get it NOW for the 
summer demand. 


—— 


TI 
| } | , | Buffalo Forge Company 
TIRLORnEE 


201 Mortimer Street Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener‘ Ont. 
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C-H Flush Switches of the Tog- 
gle Type have an added appear- 
ance of refinement and offer the 
eatest lighting convenience 
‘or the modern home—especially 
three-way switches which 
brovide so completely for the 
convenient lighting of a stair- 
way. mend them. 











Don’t pass up the profit 


in these home-wiring refinements 


HY not get the “extras”—the additional wiring conve- 
and the niences for which the home owner will feel the need as 
good will time goes on—why not get these into the original specifications? 


A little timely “recommending” will do it. Building them into 
the home will build a better reputation for the architect—in- 
creased good will and added profit for yourself. 


An extra receptacle here and there—or, better, a double re- 
ceptacle at each point—another conveniently located wall switch 
or two, better lighting provision for stairways, more adequate 
wiring provision in the basement for the tools, toys and appli- 


CUTLER) 


‘Modern Wiring} 
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SELL COMPLETE CONVENIENCE ~ BUILD GOOD WILL 


Typical Examples from a Complete Line 


gone) 


BESSY etotig Af 


¢. 












ances that will be used there as time goes on—these will 
cost the builder a negligible additional sum at the start 
and spell years of increased convenience. Getting them 
into the specifications before you bid will enable you to 
do a real wiring job at a profit. You're the man who 
knows best where these little wiring refinements belong. 
It’s up to you to recommend them. 


Sell more 3-way Switches 


Think of the two-story houses today that lack the 
modern lighting convenience of a 3-way switch at the 
top and bottom of the stairway! What other single item 
could go so far toward making the basement part of the 
house as this same lighting convenience? 


The modern tendency is to “dress up” the basement 
—to make it livable—and the electrical contractor who 
appreciates the vital part adequate wiring plays can turn 
this popular tendency to his profit. 


How many average homebuilders today understand 
the convenience of 3-way switches? Explain it. Recom- 
mend them to the architect. Build more of them into 
the home. 


Sell more of the toggle type 


Take advantage of the unquestioned popularity of toggle 
type switches. Recommend the type which has the greatest 
appearance of refinement and offers the utmost convenience 
of operation. The C-H Toggle Switch Line enables you to 
suggest thie type for every switch application for which it is 
appropriate. 


The same electrical perfection and high quality of mechani- 
cal construction is inherent in every C-H Wiring Device, 
whatever it may be—flush or surface switches, receptacles— 
single and double—door switches, remote control switches— 
in fact every wiring device demanded by the builder of a 
modern home. 

By consistently recommending the convenience of C-H 
Wiring Devices you put a reputation to work for you that has 


stood for quality and satisfaction in the minds of the public 
more than a quarter of acentury. Your jobber can supply you 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 


Approved by the Underwriters 


f C-H Three-Way 
Switch—Flush Mounting— 
Toggle Type 





The shallow construction, and large, readily 

accessible binding screws make installation 

extremely easy. The positive action of the 
switch mechanism is typically C-H. 





C-H Double Pole Switch— 
Flush Mounting—Toggle Type 


Here, again, shallow construction, large bind- 
ing screws and a positive toggle-switch me- 
chanism mark a C-H Wiring Device easy to 
install and of long-wearing quality, neat ap- 
pearance and of the utmost convenience. 





C-H Single Pole Toggle 
Switch— Flush Mounting 
Similar in shallow design and quality con- 
struction to the double pole and three-way 
types, the C-H Single Pole Toggle Switch is 
typical of the ates and convenience of the 
ine. 


Flush mounting switches of 
the push-button type are 
provided in the single pole 
and three-way forms. Hus- 
ky, shallow construction is 
typical throughout. 
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which has not been affected by this 
calamity. 


The Country Must Rec- 


ognize this Menace 
By L. L. HIRSCH 
President 
Electrical Supply Co. 
New Orleans 


O MUCH misinformation has ap- 

parently gone out through the 
press of the North and East that it 
might perhaps be well to acquaint 
you with the true facts. 

New Orleans has not experienced 
any direct results of the flood. 
There has been, and still is, con- 
siderable danger, although this danger 
has been greatly lessened by the 
opening of the levee at Caernarvon, 
15 miles below the city. 

Prior to the breaking of the levee, 
on April 29, the river was as high 
as it was in the previous flood of 
1922, with approximately three feet 
additional predicted during the flood 
crest. The breaking of the levee, 
however, has reduced the height of 
the river approximately one foot in 
spite of the fact that more water is 
passing down now. 

We in New Orleans feel that the 
city is safe unless we have a spell 
of very unfavorable weather, or 
something unexpected occurs to the 
levees on the east bank of the river, 
above. 

As for business, it is being and 
has been conducted as usual, and al- 
though there are not as many strang- 
ers in the city as usual, everything 
else is functioning normally. 

There has been no _ particular 
emergency, as far as our organiza- 
tion is concerned, which we have had 
to meet. For the most part, 
of the country 


those 


sections which have 
been inundated are farming sections 
and sparsely settled regions which 


have very little buying power in our 


line. There have been some «merg- 
ency requisitions which we have 
handled, but nothing which has 


caused us any unusual concern. 
We of New Orleans feel that much 


good is going to come out of the 
present situation. The country at 
large seems to recognize that this 


is one of the most ser- 
ious problems it has to face, and we 


river menace 


are now very hopeful that Congress 
is going to recognize it as a national 


problem and take prompt and proper 
steps to 


handle it. The press all 
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over the country seem to be in ac- 
cord with the movement and if you 
could bring to bear the weight of 


your influence as well, I am_ sure 
that we of New Orleans, as well as 
the people in the stricken areas will 
be very grateful. 


Credit Extension Will Be 


Needed 
BY G. J. MULLER 
Assistant treasurer, 
Wesco Supply Co., 
New Orleans 


§ gon PARISHES that are affected by 
the flood at the present time are: 
part of Caldwell, part of Ouachita, lower 
part of East Carroll, lower part of West 
Carroll, Southeast part of Catahoula, part 
of Franklin, Eastern part of Morehouse 
and all of the following Parishes: Madi- 
son, Tensas, Concordia and Avoyelles. 

Our latest break in the levees has 
flooded certain lands in Avoyelles Parish, 
inundating the richest territory in South 
Central Louisiana, namely the “Sugar 
Belt.” It is estimated that the loss in this 
elt will be in the neighborhood of ap- 
proximately ten million dollars. 

At the present time the cotton crops in 
Louisiana have been damaged considerably 
by the river floods, the acreage inundated 
May 1 produced 143,000 bales of cotton 
last year. All crops in the flooded areas 
have been totally destroyed and great loss 
has occurred to farm buildings, improve- 
ments, live stock and personal property, 
the loss of which at this time, is too early 
to estimate. 

The flood which started sometime ago 
through Tennessee, Arkansas and Missis- 
sippi and which is now in Louisiana, has 
been the greatest catastrophe in the his- 
tory of the South and in the writer’s mind, 
the loss should run close to five hundred 
million dollars. The Mississippi River is 
still playing havoc and will continue to do 
so until the crest has passed on into the 
Gulf of Mexico. The crest is not expected 
to pass out into the Gulf until the latter 
part of this month. 


It is the opinion of the writer that yy. 
one, whether a jobber, a manufactur. 5; 
what-not, whose accounts are direct!. ,;- 
fected in the flooded area, that c:. }jt. 
will have to be extended and fu: },, 
assistance granted. Towns will hay. {, 
be rebuilt and in fact a general re-:y- 
struction will take place because in s )\\¢ 
towns the water was as high as tw. 
five (25) feet and the current was \) 
swift that it made it practically im 
sible for small crafts to navigate in |... 
towns rescuing the unfortunates. ie 
majority of these people were either \ 
cated on house tops, clinging to tre. 
holding on for dear life. The loss of | f¢, 
so far, in proportion to the flood has heen 
remarkably small. This, I assume is «\x 
to the warnings issued through met}, 
of our modern time, such as the radio set 
and the air-planes, because these two have 
been the most important factors in reach 
ing those in the low lands—and enabling 
them to come to points of safety. 

There have been quite a number of f1/s 
reports circulated about the City of No 
Orleans being under water due to a br: 
in the Mississippi River. This statenc 
has always been untrue because there 
never has been a drop of water from the 
Mississippi River in the City of New 
Orleans and I feel confident that there 
never will be any. It is true, however, 
that on Good Friday we had a 14” rain 
fall—practically a  cloud-burst, which 
handicapped our drainage system from 
carrying the water off as rapidly as it 
should and a great part of the City was 
flooded. This affected only the lower sec- 
tion of the City and business was carried 
on without any interference whatsover. 
This was due to the fact that the pump- 
ing stations were not able to take off the 
surface water which was standing after 
the heavy rainfall. 

The river stage in the front of New 
Orleans at the present time is practically 
one foot lower than the stage recorded at 
the same time in the year of 1922. With 
the Caernavon Crevasse created recently, 
below the City of New Orleans, I do not 
see any chance of the River ever reaching 
the stage of 1922. Business is going on 
as if there never were a River in front 
of New Orleans, while the outside world, 
apparently, has the City of New Orleans 
all muddied up and flooded. 


a 





ladies putting contest at the jobbers’ meeting at White Sulphur. 
Morgan had no business on the putting green at t!> 


foreground is Morgan Ellis. 
moment and was ousted shortly after. 








et 


This scene is what is popularly known as a vista—the putting green during i'' 


The man in tie 
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EXCLUSIVE JOBBER DISTRIBUTION 


THE NEW DURABLE 


WITH SIX HEATING UNITS 


WILL ACTUALLY PRODUCE HEAT 





Right Now Is the Time to Book | 
Orders for Fall Delivery 


IN TWO SIZES 


14 In.—1000 Watts 
Retails at $11.00 


12 In.—660 Watts 
Retails at $10.00 


GO 








Protected by | 
mechanical and | 
design patents | 


The Durable Electric Heater 


Has six separate heating units. Is entirely different in design. Will actually heat a room at moderate 
cost. Is sold under an ironclad guarantee. Its beautiful design adds to the attractiveness of the home. 
Black Glazed finish with polished copper reflector. Ready for Fall shipment. 











100 PER CENT PROTECTION FOR THE JOBBER 





Central Flatiron Manufacturing Co. 


Main Office and Factory: Johnson City, N. Y. | 
Eastern Sales Office: WEIR & SMITH CO., Inc., 58 Warren St., N. Y. I 
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bbing Industry 





CWS of the 








Cy 


Consolidation of Westinghouse 
Houses 

Another step forward in the or- 
ganization of the Westinghouse 
agent-jobbers is indicated the 
announcement of the formation of 
the Great Northern Electric Appli- 
ance Co., which is successor to the 
St. Paul Electric Co., St. Paul, R. 
M. Laird Electric Co., Minneapolis, 
and the Duluth Electrical Supplies 
Co., Duluth, Minnesota. 

The men of the four houses, 
cluding the Fargo Division, which is 
a branch of the St. Paul Electric 
Co., remain as before. R. M. Laird, 
formerly president of all the com- 
panies becomes president of the new 
company and will be located in 
Minneapolis. 

W. J. Jockers, formerly vice-pres- 
ident of the St. Paul Electric Co., 
becomes vice-president and general 
manager and will be located at St. 
Paul. 

W. M. Hogan continues as mana- 
ger of the Duluth Electrical Supplies 
Division. 





in 


in- 


Vern Hoar continues as manager 
of the Fargo Division, Fargo, N. D. 


* * * 


L. A. Lutz Has Lamp Meeting 


Officials of the Westinghouse Lamp 
Co., on May 6, met many of the lead- 
ing electrical supply dealers and _ re- 
tailers of the lower anthracite field, 
assembling as the agents of the L. A. 
Lutz Electrical Company, of 
Mahanoy City, Pa. 

The exceeding in repre- 
sentation and enthusiasm recent gath- 
of 


larger cities, 


Inc., 
meeting, 
in} much 


the Elks’ 


Hall and was preceded by a dinner 


erings similar nature 


was held in 


served the visiting and local dealers 
by the manufacturer. The purpose of 
the assemblage of retailers, jobber 
and manufacturer was the development 
of a greater spirit of co-operation 
through the three stages of distribu- 
tion; the sales helps to be gained 
through greater knowledge of the his- 
tory and manufacture of incandescent 
lighting appliances and globes; and 




















the introduction of new phases of 


progress in the electric lamp field. 
* * * 


Death of V. G. Eastman 


A great many people in this indus- 
try will be shocked to hear of the 
death of Vinton Goddard Eastman, so 
well known and so universally liked as 
manager of the Lake States General 
Electric Supply Co., Erner & Hop- 
kins Division, Columbus, Ohio. This 
occurred on Sunday, April 24, 1927, 
and the news was received here too 


late to be included in our May issue. 
* * & 


Jobber Consolidation in 
Twin Cities 
On May 1, 1927, the Northwest- 
Electric Equipment Co., St. 
Paul, Minn., and the Peerless Elec- 
trical Co., of Minneapolis were re- 


ern 








Here are the officers of the Northwest 
General Electric Supply Co., which suc- 
ceeded the Northwestern Electric Equip- 
ment Co., St. Paul, and the Peerless 
Electrical Co., Minneapolis. Left to right, 
top: H. F. Thomas, president; H. W. 
Nebelthau, vice-president in charge of 
sales at Minneapolis, and L. G. Mample, 
vice-president and sales manager. Bot- 
tom: E. A. Oas, secretary-treasurer; E. 
C. Carlson, assistant treasurer, and C. H. 
Ritter, service manager. 


organized and united under one head, 
to be known henceforth as the North- 
west General Electric Supply Co. 
The officers of the succeeding com- 
pany are: H. F. Thomas, president; 
H. W. Nebelthau, vice-president in 
charge of sales at Minneapolis; L. G. 
Mample, vice-president in charge of 


sales at St. Paul; E. A. Oas, secre- 
tary-treasurer; E. C. Carlson, as- 
sistant treasurer; C. H. Ritter, sery- 
ice manager. 

The entire present officers, 
men and general personnel are re- 
tained and there will be no territory 
added or subtracted. 

Closer contact and 
supervision in the new organization 
will result in improved 
throughout the territory. A 
important feature of the new set-up 
is that ample warehouse stocks in 
four cities, St. Paul, Minneapolis, 
Duluth and Fargo, N. D., are placed 
at the disposal of both houses. 

While, as stated, there will be no 
change in the size of territory, the 
former duplication is _ eliminated. 
Otherwise both houses will function 
as they have in the past. 

* *& * 

Changes in Central States 

Personnel 

The following changes in organiza- 
tion were made at a recent meeting of 
the Central States General Electric 
Supply Co., Chicago: 

Louis Sisskind was appointed presi- 
dent; J. R. Olsen, vice-president and 
general sales manager; H. J. Privot, 
formerly city sales manager, now sales 
manager; Page Nelson, assistant sales 
manager; Albert Gelbard, secretary- 
treasurer; S. E. Kennedy, assistant 
treasurer; John P. Wilson, credit 
manager; Chas. Huck, service mana- 
ger. 

Elmer Young, formerly with the 
Radio Corporation of America, is 
now looking after RCA and radio 
dealers on the north side of Chicago. 

Mr. McKenzie, formerly with the 
Commonwealth Edison Co., is now 
looking after sales of RCA _ radio 
material on the south side of Chicago. 

* * # 


Litscher Opens Branch 
The C. J. Litscher Electric Co., 
Grand Rapids, Mich., has opened 4 
branch at Kalamazoo, Mich. R. E. 
Dressor has been appointed local 
manager. 


sales- 


centralized 


service 
very 
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Heavy Duty Gas and 
Vapor Proof Fixture 





Glassteel Diffuser 
White Porcelain 














For installation where 
Gases and Explosive 4 
Vapors Exist 















Published in the interest of a more complete 


fellowship with Salesmen everywhere, 
by the Benjamin Electric Mfg. Co. 


Enameled Steel Re- 
flector and Totally 
Enclosing Glass Bowl 


ae 
























Chicago, June, 1927 








Union Gas & Electric Puts on Big Show 
Case Lighting Campaign 


Secure Active Cooperation of Electrical 
Supply Jobbers and Contractors 


The Union Gas & Electric Company, 
Cincinnati, Ohio, is launching about June 
1 an energetic campaign to promote the 
sale and installation of show case light- 
ing equipment. 

Cincinnati is a big, live city, with 
many fine stores that are good pros- 
pects for show case lighting. It has a 
live, active group of electrical supply 
jobbers and contractors and an aggres- 
sive central station with a high powered 
Lighting Bureau. 

The campaign has been well planned: 
the keynote is the active cooperation of 
the local jobbers and contractors. The 
central station’s representatives have held 
meetings with both jobbers and contract- 
ors, the list of the latter has been cut 
until those who are actively cooperating 
are kept in contact. Contractors and 
jobbers are called on by the central sta- 
tion’s salesmen and letters sent to the 
contractors each day. 

Backing up the contacts with the job- 
bers and contractors letters were sent to 
show case manufacturers and also to the 
show case dealers in Cincinnati. 

A carefully selected list of store pros- 
pects has been made up. These stores 
will receive several pieces of educational 
advertising, letters and broadsides, which 
have been prepared by the central sta- 
tion company and in addition the Ben- 
jamin Electric Mfg. Company will mail 
to each 


folders. 


prospect several educational 

One of the letters mailed by the cen- 
tral station company will be devoted 
particularly to talking up the electrical 
contractor as the logical person to in- 
stall the equipment. Each contractor 
will be given a list of names to call on. 
Several mailing pieces will be accom- 
panied by return post cards. As these 
are received they will be turned over to 


+} 


the contractors as “hot” prospects. 


The preliminary plans have worked out 
splendidly and the contractors will be- 
gin calling on the prospects on May 31. 
The intensive activity will last until 
June 6. 








Little Sentry Panel Boards 


Popular with Contractors 

The Benjamin-Starrett “Little Sentry” 
Panel Board is rapidly growing in favor 
with electrical contractors and, during 
the present activity in building, is an 
unusually good line to push at this time. 





PANEL BOARDS & CABINETS 
4 TO 12 CIRCUITS 


The “Little Sentry” panel boards and 
cabinets, for residences, apartment build- 
ings, small stores, schools, small factor- 
ies and similar places having from four 
to twelve branch circuits, have many 
exclusive features. These panel boards 
and cabinets are carried in stock, ready 
for installation. They require no pre- 
liminary labor or adjustment. Take 
them off the shelf and put them in the 
job. 

There are no rear adjustments to 
make. 
receptacles all may be removed from the 
The wiring terminal of the fuse 


Trim, panel, fuse strips and fuse 


front. 
receptacle is one-piece and is held in 





place by two small bolts. Contact is 
made with the entire base of the fuse 
shell. Safety is assured the user be- 
cause a protective shield covers all live 
parts. It requires only a quarter turn 
of four screws to remove the panel for 
pulling in the wires. The fuse strip is 
removable and gives easy access to the 
neutral bar. The wires are 
bunched at one end of the panel. 


neutral branch connection is immediately 


never 
Each 


opposite the fuse for that circuit. 

Architects have been 
specifying the “Little Sentry,” and they 
as well as the electrical contractors like 


generous in 


them because, apart from the ease with 
which they may be procured and the 
saving in labor, they present a fine ap- 
pearance when installed in the building 
This is a point of the greatest impor- 
tance for, after all, customer satisfac- 
tion is dependent to a great degree on 
the way the installation looks to him. 
He has to live with it and if it is an 
eve-sore, something to avoid showing to 
his friends, the contractor has lost a big 
asset. On the other hand, the “Little 
Sentry” looks good. It is a part of the 
show features of a building. It makes 
friends and is good advertising for the 
architect and the contractor. 

The “Little Sentry” is being adver- 
tised aggressively to the electrical con- 
tractor and the architect, both in techni- 
cal magazines and by the use of educa- 
tional literature sent to architects and 
contractors. 








Commonwealth Edison 
Company Active Again on 
Show Case Lighting 


The Commonwealth Edison Company, 
Chicago, IIl., is putting on another Show 
Case Lighting Campaign. 

Only a few months ago the company 
carried on a very successful campaign, 
and with these results as a basis de- 
termined on another. 

One of the features of the campaign 
is an effective mailing folder, produced 
by the Commonwealth Edison Company. 
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Keep Up Radio 
Sales All Summer 


Send for this attractive dis- 

play stand. Show the pros- 

pective set builder the 
actual socket 





Just the hookups for Sum- 
mer building and all-year- 
round reception. Complete 
instruction for building and 
operating, together with all 
necessary detail drawings 
of the General Utility Por- 
table and Improved Con- 
trollodyne Receivers, put 
up in attractive envelopes 
ready for mailing or coun- 
ter use by dealers. Send for 

sample 


| 
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TRADE MARK 


Cle-Ra “Tone 





Shock- Absorbing — Spring Supported 


Radio Socket 


Radio laboratory men, ex- 
pertset builders, the manu- 
facturers of the leading 
radio sets, designers of prac- 
tically every new and sig- 
nificant hookup revealed 
during the last few years, 
editors of radio magazines 
and of the radio sections 
of daily newspapers—all 
make the Cle-Ra-Tone 
Radio Socket their first 


choice. 
It is the best known, most 


demanded, fastest-selling 
item the radio dealer stocks. 


Non-microphonic; the 
greatest contribution to 
the non-noisy operation 
of the set. Tube-holding 
element “floats” on finely 
tempered, accurately bal- 
anced springs. Push-type, 
positive, one-piece from 
terminal to contact con- 
nections. Soldering lugs 
or knurled nut for easy 
assembly. 


Your Jobber Can Supply You 
Benjamin Electric Mfg. Co. 


120-128 S. Sangamon Street 


NEW YORK: 
247 W. 17th St. 


CHICAGO 


SAN FRANCISCO: 
448 Bryant St. 


Manufactured in Canada by the Benjamin Electric Mfg. Co. 
of Canada, Ltd., Toronto, Ont. 


ertising is Building Sales Among Radio Dealers 


1 June ‘‘Radio Retailing ds 
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Benjamin Will Exhibit at the 
Big Radio Show in Chicago 


Reports coming in from all over the 
country indicate an exceptional degree 
of trade interest in the great Radio 
Show which is to be held at the Hotel 
Stevens, Chicago, starting June 12. 

Our contribution will be an attractive 
and well-arranged display of high-grade, 
well-made radio products of the type 
that will sell in 1927-28. 

The most important change in our 
line will be the addition of a new and 
improved straight-line frequency con- 
denser, to give better reception results, 
at a much lower price. This condenser 
embodies the most advanced principles 
of condenser design, both mechanical 
and electrical, and the results in selec- 
tivity and in efficient control of multi- 
stage circuits will be found exceedingly 
gratifying. We particularly want all 
our jobber and dealer friends to see the 
exclusive features and learn of the at- 
tractive prices on this new condenser. 

Other Benjamin items to be displayed 
are the familiar spring-supported, shock- 
absorbing Cle-Ra-Tone Socket which re- 
mains the outstanding leader in the field 
from an appearance, a mechanical, an 
operating and a sales standpoint; the 
Binocular type “Lekeless” R. F. coil 
which set up such records in reception 
last season and will continue to be popu- 
the new self-shielded circuits 
designed for it; our 
mounting Brackets in both the plain and 
adjustable designs called for in leading 
published circuits last season; the neat 
little Battery Switch completes the line 
as now contemplated. Every product is 
an item which will be used by set-build- 


lar in 


especially sel f- 


ers next season whenever quality results 
are desired, and no stock wiil be com- 
plete without them. 

Those well-liked and thoroughly com- 
petent radio sales engineers, whom most 





New Benjamin S. L. F. Condenser 


of you have been long acquainted with, 
Ed. R. Peel and R. V. Stephenson will 
be in charge of the Benjamin Booth, 
143, and will be delighted to talk over 
1927 plans with all members of the radio 
industry. 








New Line of Tip-Top Auto 
Push Buttons is Ready 
An attractive specification chart giv- 
ing data on Tip-Top Auto Push Buttons 
for 1927 cars is now ready for dis- 


cee amram BLE NTAMI NY 
Tip-Top 
Auto Push Button 


Standerd Equipment on Most of the 
Better Motor Cars Made in the 
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Tip the Top of a Tip-Top Push Button and it Always Contucts 


‘“‘Tip-Top’’ Auto Push Button 
Specification Chart 


tribution. Every auto supply and elec- 
trical dealer will find it an advantage 
to have a copy of this handy chart and 
the latest catalog pages on hand. 





They All Say Benjamin 
Not in any way boasting, but as a 
statement of fact, our slogan on the full 
page advertisement which appears in 
June Radio Retailing, “They All Say 
3enjamin,” is peculiarly appropriate. 
Listen to a group of radio experts 





anywhere discussing new or old circuits. 
Check up on every tabloid radio section 
in any of the leading dailies, check up 
the radio magazines for the last year, 
and when a circuit is mentioned in prac- 
tically every instance you will find Ben- 
jamin spring-supported, shock-absorbing 
Cle-Ra-Tone Sockets are featured. 

That is why we say “They All Say 
Benjamin.” That is why we say they 
are the fastest moving stock in any radio 


dealer’s stock. 


Dust-Tight Glass Covers a 
Boon to Duco Spraying 
Plants 

Benjamin Dust-Tight 
Cat. No. 29940, have had a wide accep 
tance in industries of all kinds where 
the manufacturing produce 
clouds of dust which cover the lamp 


Glass Covers, 


operations 


and reflector surface, bringing down the 
efficiency of the lighting system. 









BENZAMIN 


Benjamin Dust-Tight Glass Covers 


Now comes a new adaptation of the 
Dust-Tight Glass Covers, which brings 
about a solution of a troublesome prob- 
lem. 

In Duco spray rooms whether it is 
in an automobile body plant, furniture 
plant, or otherwise, the air is very heav- 
Duco spray, and no 
covering sticks so 


ily charged with 
paint or similar 
firmly to wood or metal as Duco or its 
equivalent paint. This introduced a very 
serious problem in the use of reflectors 
for lighting plants utilizing Duco spray 
metheds. Duco spray being a very high- 
ly explosive called for protected lighting, 
and the Fisher Body plants originally 
installed a heavy duty vapor-proof fix- 
ture similar to Catalog No. 6512. 

In a very short time, however, it was 
found that the Duco quickly covered 
the inside or reflecting surface of the 
reflector and also covered the protective 
vapor proofing globe. White vaseline 
was then used for covering the globe and 
inside the reflector, a very thin coating 
being used. Duco will not stick to vas-- 
line. Each night the vaseline on the 
globe and reflector was wiped off and 
a new clean coat of vaseline rubbed on 
The difficulty of so frequently cleaning 
the inside surface of the reflector and 
the inner globe made the arrangement 
impractical. 

Therefore, they removed the inner 
globe of the vapor-proof unit and used 
our No. 29940 Dust-Tight Glass Cover 
Thus the lamp and the inside of the re- 
flector are protected by the dust-tight 
cover and the only surface to be kept 
covered with white vaseline is the glass 
of the dust-tight cover, which is acces- 
sible, easy to clean and it is easy to put 
on a new coat of vaseline. 

This has apparently solved the diff- 
culty. There are many places where a 
similar employment of the dust-tight 
glass cover would be very useful. 
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Increasing Industrial Lighting Sales 
During the Next Three Months 


The experience of many of our dis- 
tributors proves that for several years 
there has been a continuously increasing 
business in industrial lighting equipment 
during June, July and August. The an- 
swer seems to be on the one hand in 
the wider acceptance in general of the 
advantages of good lighting and the 
policy of industrial plants to rehabilitate 
their lighting installations regardless of 
season and whenever their resources per- 
mitted. On the other hand, having been 
sold on the idea of better lighting, many 
industrial plants select the Summer 
months to install new lighting equipment 
to place themselves in a position to go 
ahead full speed later in the year. 

The activity of the National Electric 
Light Association for the past two years 
in bringing to the attention of industry 
the advantages of better lighting has 
created an actively favorable attitude on 
the part of industrial executives toward 
changing over their lighting systems. 
Many of these executives who were not 
quite ready to proceed with lighting 
changes in the past are most favorable 
prospects now. A good deal of this 
business can be secured during the next 
three months. It is just a matter of 
going after it. 

There is one advantage in going after 
industrial lighting at this time that is 
often overlooked. During the Summer 
months there are many bright days when 
the lighting contrasts inside a plant are 
brought out very sharply. As uniform 
lighting is one of the effective selling 
points, these sharp contrasts may be 
emphasized. On these bright days the 
dark corners are made more apparent 
and the great difference in illumination 
between positions near the windows and 
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these in the interior of the shop is easily 
recognized. 

Among the industries in which there 
seems to be the most favorable oppor- 
tunity at this time to secure business are 
commercial laundries, printing plants, 
both book and job and newspaper, grain 
elevators, flour and seed mills, chemical 
plants, oil producers and refineries, rail- 
ways and textile plants. 

Practically all of the industrial maga- 
zines are publishing articles on better 
lighting, and Benjamin full page adver- 
tising is appearing in many of these. 
Salesmen will find a ready acceptance 
upon the part of these industries of the 
idea of better lighting and a keen and 
appreciative knowledge, also, of Ben- 
jamin equipment and the part it is play- 
ing in raising the standards of industrial 
lighting. 

In addition to this effective advertis- 
ing in the national industrial magazines 
we are prepared to give other material 
assistance in bringing to the attention of 
industrial executives the advantages of 
better lighting. We have prepared a 
number of pieces of educational litera- 
ture for mailing to various industries. 
Some are addressed to specific industries 
and deal with special equipment. Others 
are more general in character and may 
be employed rather  promiscuously. 
Among those pieces immediately availa- 
ble are the following: 
*AD-1196—Four-Page Letter, suitable for 

mailing in No. 10° envelope, featuring 

Glassteel Diffuser, page one blank for letter- 


head and letter. Suitable for mailing to all 
classes of industrials. 
*AD-1326—“Blindfolds and Handcuffs” (self- 
mailing folded broadside for mailing to all 
classes of industrial plants. 
*AD-1364—“Cut Your Overhead” (No. 10 
envelope enclosure for all classes of indus 
trial plants). 
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AD-1458—“Mr. Gloom and Mr. Glare” (self 
mailing folded broadside covering all classes 
of industrials). 


“A D-1222—Correct Illumination for Industry” 
(a 16-page 8x10% in. booklet giving very 
complete information on lighting require- 
ments, calculations, etc., for all classes of 
industrial plants). With envelopes fo; 
mailing if requested. 


“AD-1587—No. 6 Envelope Enclosure. “Cheek 
Your Factory Lighting.” 


*“AD-1591—No. 6 Envelope Enclosure. “When 
Sunlight Fails.” 

*“AD-1590—No. 6 Envelope Enclosure. ‘“Re- 
jects? We Cut ’Em Down 17% in a 
Month.” 


*AD-1588—No. 6 Envelope Enclosure. ‘4 or 
40.”’ 


*AD-1589—No. 6 Envelope Enclosure. ‘‘Would 
You Raise a Good Man’s Pay 1c a Day?” 
AD-1647—“Light and Its Effect on Produc- 
tion’? (16-page booklet in colors for No. % 
envelope enclosure, full of brass tack actual 
facts regarding fine results in a large num 
ber of industries). 

*AD-1646—“Candle-Power and Man-Power” 
a big colorful self-mailing folded broadside 
featuring Type RR Threaded Equipment 
for Mills, Foundries, Railroads, etc. 


Those marked with an asterisk in- 
dicates folders that may be imprinted 
with the distributor’s name. 

These mailing pieces may be used for 
a series of mailings to industrial plant 
executives and electrical contractors or 
they may be used by salesmen in making 
personal calls during the next three 
months. In 
prove a powerful incentive, either em- 
phasizing the salesmen’s points during a 
personal interview or paving the way 
for a successful follow-up. 

A brand new broadside entitled “Put 
It To the Test,” will be ready for dis- 
tribution on June 15 and should be 
scheduled for a special mailing to a se- 
lected list of industrial executive pros- 


every instance they will 


pects. This piece emphasizes just the 
points a salesman would bring out at 
this time. 

We will be glad to furnish any of 
these pieces which may be selected as 
desirable to fit any peculiar local con- 
ditions, and the advertising department 
of the Benjamin Company will cooperate 
with distributors and jobbers’ salesmen 
in making sales promotion suggestions. 


Benjamin Educational Literature On Better Industrial Lighting 




















June, 1927 


THE JOBBER’SfAIJSALESMAN 


37 








National Electrical Credit 
Association 

The 29th annual meeting of the 

National Electrical Credit Associa- 

tion will be held at the Hotel Cleve- 


land, Cleveland, O., June 16 and 17. 
* * * 


Westinghouse Agent-Jobbers at 
Del Monte 

The meeting of the Westinghouse 
Agent-Jobbers Association was held 
at Del Monte, Calif., May 28-28. 
While this issue goes to press too 
early to obtain any report of the 
meeting it was no doubt a_ success 
in every respect. And _ judging 
from the preliminary reports, un- 
well attended. Elaborate 
were prepared giving the 
of the various groups and 
none of the scenic wonders of the 
western country were overlooked in 
laying out the choice of routes for 
the delegates going and returning. 

A large delegation passed through 
Chicago on May 16, and the Illinois 
Electric Co., Bryant Electric Co., 
Westinghouse Electric & Mfg. Co., 
and Westinghouse Lamp Co., acted 
as hosts during the time spent there. 
They issued a souvenir program for 
the occasion which showed elaborate 
entertainment features and also gave 
an alphabetical list of train passen- 


usually 
booklets 
itinerary 


gers. Among the jobbers and their 
wives on this train were: J. M. 
Bateman, Cleveland; W. H. Bect- 


hold, Pittsburgh; Mr. and Mrs. W. 
M. Crenshaw of Huntington, W. 
Va.; J. A. Duncan, Chicago; F. L. 
Ferguson, New Haven, Conn.; Mr. 
and Mrs. B. E. Finucane, Rochester, 
N. Y.; W. W. French and W. W. 
French Jr., Birmingham, Ala.; Mr. 
and Mrs. H. M. Gansman, Philadel- 
phia; Mr. and Mrs. P. C. Gilham, 
Atlanta; H. J. Gundlach, Denver; 
Mr. and Mrs. L. L. Hirsch, New 
Orleans; Mr. and Mrs. W. J. Jock- 
ers, St. Paul; Mr. and Mrs. C. W. 
Johnson, Cincinnati; Mr. and Mrs. 
R. M. Laird, Minneapolis; Mr. and 
Mrs. M. L. Mann, Columbia, S. C.; 
J. P. MeMillan, Charlotte, N. C.; P. 
E. Moock, Canton, O.; Mr. and Mrs. 
H. H. Moorehouse, St. Louis; Karr 
Parker, Buffalo; A. D. Peabody, 
Ok'sahoma City; Mr. and Mrs. B. E. 


Pearce, Tampa, Fla.; L. F. Philo, 
Ho ston, Tex.; W. B. Satterlee, 
Kansas City, Mo.; Mr. and Mrs. Ed. 
A. Semmence, Erie, Pa.; J. C. 


“re: 
Schmidtbauer, 


Sm h, 


Milwaukee; F. J. 
Sharron, Pa.; G. F. Smith, 
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Pitching horse shoes was a new sport introduced at the White Sulphur Springs 


meeting of the Electrical Supply Jobbers Association. 
Twelve two-man teams were entered as follows: 


of suspense during the tournament. 


W. M. Hannah, James Clark Jr. Co., 
Louisville 
E. Donald Tolles, national representative, 


E. S. J. A. 





S. Goodman, Woodhouse Elec. Co., Norfolk 


M. G. Goldback, Atlantic Elec. Co., 
Norfolk 





J. B. Dunn, Tower-Binford Elec. Mfg. 
Co., Richmond. 
Strickland Gilliland, humorist, Baltimore 





Geo. H. Cornell, Frank Stewart Elec. Co., 
Philadelphia 

E. J. Rumsey, Rumsey Elec. Co., Phila- 
delphia 





. C. Davidson, Hendrie & Bolthoff Mfg. 
& Sup. Co., Denver 
J. M. Martin, Swords Elec. Co., Rockford 


i 





D. G. Geyer, Syracuse Supply Co., Syra- 
cuse 
F. K. Gorke, H. J. Gorke estate, Syracuse 


Above is a typical moment 


Franklin Overbagh, treasurer, E. S. J. A. 
C. H. Albee, C. S. Mersick & Co., New 
Haven 





W. I. Bickford, Iron City Elec. Co., Pitts- 
burgh 

D. G. Pease, Hartford Elec. Supply Co., 
Hartford 





Paul Tafel, Tafel Elec. Co., Louisville 
Clinton Stark, Erie Malleable Iron Co., 
Erie 





H. J. Baitinger, Baitinger Elec. Co., New 
York 
Mr. Birnbock 





Fred Schwartz, Albert Wahle Co., Brook- 
lyn 

C. H. Carey, John Y. Parke Co., Phila- 
delphia 





Geo. Shimp, Novelty Elec. Co., Philadel- 
phia 
Frank Stout 


Four two-man teams reached the finals—Dunn and Hannah against Overbagh and 


Albee. 


Tafel and Stark against Geyer and Gorke. 
Hannah then lead and pitched it off, leaving Stark and Tafel. 


Tafel and Stark and Dunn and 
Finally these two 


pitched for the prize and Tafel won—a fine set of “Octegan” pitching horse shoes. 





Scranton, Pa.; W. F. Sterrett, Dal- 
las, Tex.; E. V. Wetmore, Boston, 


Mass.; Mr. and Mrs. Walter Wii- 
liamson, New York, and F. W. 
Woolrich, Detroit. 


* * - 


Union Electric Elects New 
Official 

The Union Electric Co., Pittsburgh, 
Pa., announces the election of Frank 
D. Fagan as vice-president of the 
company. 

The vice-president comes to Pitts- 
burgh from the merchandise depart- 
ment of the General Electric Co., 
Bridgeport, Conn. 

He was born in California, where 
his father was one of the pioneers 
who crossed the continent at the time 
of the gold rush. 


The electric company official has 
been associated with the General 
Electric for 20 years. In 1920, he 
became vice-president and general 
manager of the Edison Storage Bat- 
tery Co., under the direction of 
Thomas A. Edison. He went to the 
orient in 1923, and traveled in Japan, 
China, Korea and the Philippine 
islands as a representative of the In- 
ternational General Electric Co. He 
was in Japan during the earthquake 
in 1923. He acted as commercial ad- 
visor to the Japanese companies of 
the General Electric Co. 

For the last year, Mr. Fagan has 
been studying the methods of opera- 
tion of electric supply houses. 


The headquarters of the company 
has been moved to 420 Duquesne Way. 
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It is unfortunate that this picture was taken in a doorway and is slightly blurred 
for it represents an episode in a great drama—tragedy—at the White Sulphur job- 
bers’ meeting. The principal actors—Fletcher, McNaughton of Hubbell, the two 
Mockenhaupts of Chicago and Tragenza of Chicago Fuse—after a strenuous morn- 
ing of what passes for golf were taking their ease in the Club House, run by the 
Greenbrier Hotel, whose slogan is “There is profit in the jobbing business.” Some 
one suggested cantaloupe as filling and at the same time within the reach of persons 
of average means. When it came on it was billed at $1.00 net per small measly 
piece and nothing off for standard package lots. McNaughton let out a whoop and 
can’t you just see Leo Mockenhaupt saying “Aint that hell.” The cross indicates 
position of cantaloupe. 





Yendis From Baltimo is up here on Roland Avenue to give 


in Again 

Did you all miss my letter last 
month? Hope you did because I 
didn’t send any. There wasn’t any- 
thing to write about ceptin’ every- 
body had nothen else to do so they 
all flocks up to see Peterson—the 
feller who gets all the Electragists 
money and told him he’d have to 
spend some of it so he says as how 
he would and he’d make everybody 
so busy they wouldn’t have time to 


em a house and wire it like it should 
be and lite it all up and put in all 
the refrigerations and other play- 
things in to it and now their getting 
ready to ask the dear Public to come 
see what they did. It wont be ready 
before you all get this letter tho 
cause taint supposed to before some 
wheres around June Bride Time and 
a June Bride cant be a June Bride 
in May, now can she? And then the 
question is what is there after June, 


so maybe you'll gather from this | 
were goin to have a Home Electr 
Show. Thats what I’m tellin 
all. 

Theyve got a show window lig| 
campain on too. I seen lots of 
lers up there figurern on how 
liteta window but there job is 
tell them storekeeps. 

You know Herb DeMoss heres 
good one on him. His boy up » 
gets sick and one night while 
was working at the office his broth, 
inlaw calls him up and says H 
Herb the kid’s sick and got co 
feet and you stop by the Drug Stor. 
and see if you can buy a heat pad 
—Aint that goin som’ and Her) 
says hes’ in the business wonder w!})\ 
his family dont know it. . 

Speakin of Pimlico you all should 
live in Baltimore, if you want to s 
all the Mfgrs. ambasadores int!) 
world just about the first of Maj 
when the ponies is runnin. They 
(the ambasadores) are pretty well 
represented too. Such as Harry 
Biglin he drives all the way up from 
Atlanta just to prove that its nec 
essary for the Eastern District Re) 
resentative to check up on his Balti 
more Representative—you know tli 
old stuff and then theres Roy from 
Propp—he goes out to the track and 
comes home with a arm full of bills 
and dont know how he gets it. We'll 
neither do I. 

Hopen you are the same. 
Yendis. 





come after him to make him spend 





it and he did. He dopes out a 
Home Electric idea and puts every- 
body to work on it and accordin to 
last reports things is comin on fine. 
Fisher, the lighting expert up at the 
Consolidated Gas & Electric Co., he 
was made Chairman of this Home 
idea and Fisher goes to work and 
puts such fellers as Fred Clagett— 
vou know Fred—he’s a _ electrical 
contractor up near the race track at 
Pimlico—I know know where 


that is—ask Bill 


dont—well 


you 
Flannery if you 

Bill Pindell— 
Cabot 
him for bein with em and Sid Green- 
field. So they all git together and 


anyhow 


he’s another—Holtzer pays 





puts alot more on there Committees. 
Clagett puts a lot of contractors on 
his and Pindell he puts a lot of 
manufacturers representatives on his 

it takes a lot of them and Green- 
field puts all the jobbers on his and 


off they go. They gets some builder 


_Two new members of the Electrical Supply Jobbers Association are shown in ‘)is 
picture, taken at the White Sulphur meeting. At the left is Sam Schimmel, president 
and treasurer of the Schimmel Electric Supply Co., Philadelphia. Center, Joseph !1. 
Schimmel, president of the Royal Electric Supply Co. of Philadelphia. At the rizht 
is Fred Schwartz of the Albert Wahle Co., Brooklyn. Fred has something new t!\ls 
year—a handsome pedestal-like stand to carry that loud speaker that you n 
could find a place for and have it look right or sound right. Fred seems to have ‘he 
problem solved and has just been giving the Schimmels what is technically known *s 
an earful about it. . 
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We Work 
With You 


Every Dealer selling 
Presto- Junior Electric 
Vacuum Cleaners must 
buy his stock through his 
regular wholesale source of 
supply. Our co - operation 
with the Dealer is through 
the Wholesaler who sup- 
plies the merchandise. 7 «te b. , PRESTO-JR. 
. ~ | Jobbers 
are 
Always 
Given 
Full 


Protection 











More than 300 wide-awake Wholesalers have joined the money- 
making Presto-Junior Sales army since January first. The genuine 
merit of Presto-Junior, together with its manufacturer’s reputation 
for producing quality merchandise and giving every Jobber a square 
deal, have been the factors of this great success. Now strong, 
convincing advertising in national magazines is creating a rapidly 
increasing demand for Presto-Junior from the public. If you are 
not in position to supply your Dealers with Presto-Junior 


Approved by Write today for a complete outline of our advertising schedule, and 
Good Housekeeping Institute details of various sales helps we are ready to give your Dealers. 


338-352 No. Kedzie Ave., Chicago, U. S. A. 
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Strikes and Spares 
By JOE SINES 
J. E. (Ep) Myers of the Myers 

Electric Supply Co., Los Angeles, has 

recently become quite an extensive 

land owner, having secured 3000 acres 
in Black Star Canyon near Orange 

County Park in Orange and Riverside 

Counties, Calif. Ed says that this 

land covers mountains, forest, brook 

and meadow to say nothing of untold 
and unknown mineral wealth. He has 

a beautiful site for a golf course and 

the whole place is a wonderful moun- 

It is a fine place for 

Jobber to rest 


tain cabin site. 
a tired Electrical 
over the week end. 


up 





Tuomas E. (Firz) Frirzsimmons, 
formerly with Westinghouse Lamp 
Co., in Denver, Colo. and Los An- 


geles, is now an outside salesman for 
the Western Light & Fixture Co. 
Fitz plays golf and his friends say 


he is quite a fisherman. 


Van Zanpt, who has 


Kou. sect R. 
been. outside salesman for Graham- 


Rey. Ids for some time, has taken a 
pesiti m with the Service Equipment 
Co. aid will cover the states of Ore- 
gon und Washington. This firm is 
the criginator of the electrified serv- 
ice tuwer now in common use at gaso- 
line service stations. 

Harry E. THomspurGu has joined 
the sales force of Illinois Electric Co., 
Los Angeles. Harry started in the 
electrical business as office boy in the 
Los Angeles branch of Westinghouse 
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The above entry in Pacific Coast Bowling Congress at Oakland, Calif., represents 
the Electric Club Bowling League of Los Angeles. 


IN THE INDUS! 









This league comprised 28 teams 


from the different branches of the electric industry and the above five men won their 
right to represent the league in the congress, with all expenses paid, by finishing tly 


season with high individual averages. 


From left to right they are: N. A. Burch of 


L. A. department of water and power team; J. J. Emerson of So. California Tek 
phone Co. team; J. A. Sines of Chicago Fuse Mfg. Co. bowling with manufacturer's 
agents Team No 2; R. D. McCubbins of Pacific Electric Railway Co. team, and C. H 


Groshong of So. California Telephone Co. team. 


Mr. Sines is the originator and 


organizer and president of this league which has now had its third season beginning 
with a 10 team league the first season, 24 teams the second and 28 teams in th« 


season just closed. 


The above team bowled on May 20. 





company, spending 13 years with this 
company. He is well known in the 
territory and has a host of friends 
who wish him well in his new position. 


GrorGe J. Tuom, formerly Los 
Angeles salesman for the Benjamin 
Electric Mfg. Co., has become city 
salesman for the Western Light & 
Fixture Co., Los Angeles, covering the 


northeast part of the city. 


Paut SHEDRON, who has filled nu 
merous inside positions with the West 
ern Light & Fixture Co., Los Angeles, 
has been promoted to city salesman. 


Frank J. Coumas, who has been 
counter salesman with Graham-Re\ 
nolds Electric Co., Los Angeles, for 
the last four years has been promoted 
to city salesman. 





(1) Ben Cohen (left) of Glasco, 
(2) “Eddie” 
and John Gleason of Graybar, Chicago. 
sonalities (left to right) 


Graybar Electric Co., Omaha. 


St. 
Stewart, St. Louis District Manager of I. 


(4) J. B. Wilmot, Crouse-Hinds 
Co., left, and G. R. Warren, Warren Electric Co., Sioux City, 





Louis and R. A. 
A. Bennett & Co. 
Meyers of Chicago, manufacturers’ representative 
(3) Four strong per- 
S. H. Simonsen, Illinois Electric Co., 
Chicago; Frank Hagerman, Electric Appliance Co., Chicago; 
Fred Eiseman, Revere Electric Co., Chicago, and A. D. Barber, 


Ta. 


City, Mo. (6) 


Co., Chicago. 


Louis, Mo. 





seph, Mo. and G. N. 
“Art” Anixter, Englewood Electric Supp! 
(7) J. B. Terry, left, and A. E. Durin, the Terr} 
Durin combination out in Cedar Rapids, Ia. 
traeger, sales manager, McGray Electric Appliance Co., 


(5) L. E. Reid, American Electrical Supply Co., St. Jo 


Olmstead, Graybar Electric Co., Kan 


(8) C. E. Bo 


All these gentlemen were in evidence at, in and aro 
the meeting of the Missouri Valley Club at Excelsior Spri: 
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The “EKasy-to- Wire” Reflector Socket 
Speeds Up Installation 


‘TS RLM Reflector with 
the Westinghouse “Easy 
-to-Wire” Socket will create 
good-will wherever in- 
Stalled. 


_ The installation is made 
quickly and simply. Your 
customer will appreciate 
that, because there is nocon- 
tinued delay after the build- 
ing 1s completed. And the 
results—in good illumination 
and economy of mainte- — — 
nance—will build increased RLM Standard Dome 
confidence in you and your nig 
work. 


The Westinghouse I]lumi- 
nating Engineering Bureau 
will gladly help you in mak- 
ing up specifications for any , 
lighting job. Stadion Doon 


Reflector 














Westinghouse Electric & Manufacturing Company 
Merchandising Department 
South Bend, Ind 





South Bend Works 
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Above you will recognize John Duncan 
who has just been elected vice-president of 
the Illinois Electric Co., a well merited 
promotion after 15 years or more of loyal 
service. He started with them about that 
long ago as salesman, having formerly been 
manager of the Sioux City Telephone Co., 
being a good telephone engineer among 
other things. For the last eight years with 
Illinois he has been inside, acting as sales 
manager, which work he will keep up now 
that he is vice-president. He is of the 
genial type well liked by the trade 
throughout the middle west section. He 
is also a good all-around jobber with sound 
business judgment and thoroughly ac- 
quainted with his onions. He has just 
been made chairman of the Mid-West Divi- 
sion of the Electrical Supply Jobbers 
\ssociation. 





Lappin Electric Recent 
Appointments 


Harold Schwind, well known in the 
lighting equipment world, and former- 
ly with Moe-Bridges Co. has_ been 
appointed district sales manager of 
the Lappin Electric Co., with head- 
quarters at Milwaukee, and will de- 
vote his entire efforts to the sale of 
lighting fixtures. James M. Conklin 
has been appointed sales manager. 

The company has a new bungalow 
showroom, consisting of three large 
rooms, frreplace, arches, etc., which 
give an opportunity to display fixtures 
in a home-like atmosphere. Display 
rooms are now being completed for 
the showing of heating appliances, 
percolators, toasters, etc. 

* * * 


The Society Moves to New 
Headquarters 


On 
Society 


May 


for 


1, headquarters of The 
Electrical Development 
were moved from 522 Fifth Ave., to 
the Graybar Building at 420 Lexing- 
ton Ave., New York. 


This new building is a unit of the 
Grand Central Terminal group and 
the Society is particularly fortunate 
in securing premises so conveniently 
located and so well suited to the 
conduct of its operations. 

In extending a cordial invitation 
to the electrical industry to visit the 
new offices, the directors take this 
opportunity of reminding the 
dustry that the services of 
Society are at their command. 


in- 
the 


* * * 


Changes in Personnel 
S. V. Lenox and T. E. Lowe 
have been appointed treasurer and 
secretary, respectively, of the F. C. 
Teal Co., Detroit. 


C. P. SopersurG is now head of 
the Westinghouse department of the 
Illinois Electric Co., Los Angeles, 
taking the place of A. G. Orear who 
has resigned. 


G. L. Tuomas has been appointed 
store manager of the Rumsey Elec- 
tric Co., Philadelphia, succeeding R. 
L. Young who is now on the city 
sales force. 


RicHarp Krarr has been ap- 
pointed president of the Inland Elec- 
tric Co., Chicago, and Edw. J. 
Stapleton, vice-president. 


COMPARATIVE STATEMENT OF PAST DUE 


H. E. SHerMan, vice-president 
sales manager of the Illinois } 
tric Co., Los Angeles, has resig 
He will be succeeded by G. 
Veader, formerly assistant sales n 
ager. 


A. M. Breese, formerly purchas: « 
agent of the Peabody Electric ¢ 
Oklahoma City, Okla., has moved «) 
the Tulsa warehouse where he \ || 
work in the capacity of assista:t 
sales manager in charge of the wa: 
house. He is succeeded by John \. 
Gore, who was warehouse forem:1. 
Mr. Gore’s place has been taken |, 
Chas. K. Bixler. 


J. A. Buscn has been appointed 
purchasing agent and service mana- 
ger of the Melville B. Hall, Inc. 
company, St. Louis. 


*+ + 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem 
ber manufacturers and 
through its various divisions, for April, 
1927, as compared with the same 
month the previous year. Also these 
figures are shown for the first four 
months’ period of 1926 and 1927. 


jobbers 


ACCOUNTS REPORTED 


“THE ELECTRICAL CREDIT BAROMETER” 
APRIL 30, 1927 


NUMBER OF 


Division April 

1926 1927 
474 453 
Middle & Southern Atlantic.. 237 167 
New England 119 
Pacific Coast 26 
Central 1171 


TOTAL 1936 


ACCOUNTS REPORTED 


% / 
Increase Increas 
or 4 Months or 
Decrease 1926 1927. Decreas 
— 443% 1576 1567 BIG 
—29.5 % 803 669 
+35.2 % 365 554 
—44.6 % 124 74 
+13.1% 381i 4030 

+ 2.92% 


6679 6894 


TOTAL AMOUNTS REPORTED 


April 

1926 1927 
New York .............$ 72,009 §$ 71,926 
Middle & Southern 
Atlantic 
New England 
Pacific Coast 
Central 


26,621 
8,023 
11,940 
131,025 


20,296 
13,050 
4,149 
138,058 


% 
Increase 

or 
Decrease 
115% 


4 Months 
1926 1927 
— $233,075 $248,307 
—23.7 % 
+626 % 
—65.2 % 
+ 537 % 


78,710 
34,602 
23,821 
398,735 


82,443 
60,296 
10,078 
475,293 





PEAS o00n tb oeesh $249,618 $247,479 


AVERAGE 


New York 

Middle & Southern Atlantic 
New England 

Pacific Coast 

Central 


$768,943 


— 856% 
AMOUNTS 


April 


$876,417 


4, Months 
1927 1926 1927 
$158 
121 
109 
159 


118 
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KLEARTONE 
RADIO B BATTERY 


EXTRA HEAVY DUTY 


UNIFORM - DEPENDABLE - LONG LIFE 
GENERAL DRY BATTERIES INC. 


CLEVELAND, OHIO. US.A. , 











A Valuable 
Merchandising Opportunity 


Kleartone Batteries, new one year ago, are today firmly established with 
some of America's leading jobbers as a decided sales success. 


New construction ideas and exclusive manufacturing methods have, in 
Kleartone, produced a battery of unusually long service life which develops 
stronger, clearer radio reception than any other of its type. 


Strong sales co-operation to both jobber and dealer and, a-definite Guarantee 
of superior performance have made the Kleartone franchise a valuable—and 
highly profitable—merchandising opportunity. Write for the facts. 


General Dry Batteries, Incorporated 
13100 Athens Avenue Cleveland, Ohio 


KLEARTONE 


The fe 
feng Lk B' Battery 
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Water Cook, formerly with the 
Benwood-Linze Co., and T. F. 
Maher have been added to the sales 
force of the Brown & Hall Supply 
Co., St. Edward Spence is 
a new with this 


Louis. 
counter man com- 


pany. 


Tue Ivumois Exectric Co., Chi- 
cago, has just added E. F. Gegen- 
worth to their staff of city salesmen 
and will work through part of the 
Loop district of Chicago. Mr. Geg- 
enworth has been connected with this 
organization for nine years and in 
his position in the inside sales de- 
friends 


partment has made 


throughout the territory. 


many 


A. H. Mvutuatv is now traveling 
the state of Mississippi for the Mc- 
Graw Electric Appliance Co., Mem- 
phis, Tenn. 


Harpison & GaTHRIGHT of Louis- 
ville, Ky., recently employed A. E. 
cover their southern Ohio 
and S. C. Kriel as counter 


Jones to 
territory 
man. 


L. B. 


O’DoNNELL is a new city 


salesman with the Continental Elec- 
tric Co., Kansas City, Mo. 


Rozsert Swain, formerly in charge 
of counter sales and deliveries, has 
been given a territory to cover as 
a “‘jobber’s salesman” by the Hollo- 
way-Pape Co., New Brunswick, N. J. 


M. Cranston has been employed 
in the shipping department by Wm. 
Davis Hawk, Kingston, N. Y. 

C. J. Litrscuer ELectric Co., 
Grand Rapids, Mich., have taken on 
person of 


a new salesmen in the 


Fred Vos. 


E. T. Harrivy, formerly owner of 
the Forrest City Electric Co., For- 
rest City, N. C., has been employed 
by the Carolina Electric Supply Co., 
Spartanburg, S. C., to cover western 
North Carolina. 


Tue Nortu State Evectric Sup- 
pty Co., Raleigh, N. C., have em- 
ployed E. W. Ellis to represent them 
in the territory east of Raleigh. D. 
J. Linehan left the company. 


Several urged that a picture be shown 
of the editor of THe Jopper’s Satrsman 
taken at the White Sulphur meeting 
Several exposures were made for the pur 
pose and this one came out the best. 
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This is a good opportunity to run in a picture of a jobber’s salesman. 


ey 





At the 


left is G. H. Lewis, manager of the Westinghouse exhibit at Atlantic City, demon- 
strating the use of artificial light for stimulating plant growth to E. H. Brinkley, 


salesman of the H. C. Roberts Electric Supply Co., Philadelphia. 


As usual, an 


interested bystander horned into the picture—the chap with the light overcoat—and 
picked himself a nice prominent position nibbling at Brinkley’s ear, as it were. 


Geo. F. Repues has been advanced 
from the counter to chief inspector 
of the shipping room of the Colonial 
Electric Co., Inc., Philadelphia, Pa. 


Roy WitTHERELL, Wetmore-Savage 
Electric Supply Co., Providence, BR. 
I., has been transferred from the in 
side, where he worked in the radio 
department, to the outside on sup 


plies. 


W. F. Rue is a new man in the 
radio department of the Rumsey 
Electric Co., Philadelphia. 


Harry THOMBURGH is a new sales 
man on the staff of the Illinois Elec 
tric Co., Los Angeles. 


THe F. C. Treat Co., of Detroit, 
has employed Leo Reed in its cit) 
sales department. 


ArcHIE GERLACH, of the Wetmore- 
Savage Electric Supply Co., Provi- 
dence, R. I., has gone and got him 
self a bride, 1927 model, fully equip- 
ped, F. O. B. Providence. 


Dick WorrTuHINGTON, formerly °! 
the Lance Electric Co., is a new 
salesman with Melville B. Hall, I: 
St. Louis. 


(Turn to page 47) 






























onl Mitta 


seksi, 





Ea ca ee eae 

















The unobstructed cover opening 
and large wiring chamber makes 
easy work of splicing and taping. 


The NOW 


Obroundl Condulet 


SPLICING 
AND TAPING 


ot, eg REE aS. 





The Latest and Greatest Condulet Development | 


For other Distinctive and Novel features and listings of the New Obround Condulets, 


see Catalog No. 2100 


ESTABLISHED 1897 


SYRACUSE, N.Y., U.S.A. 


Sales Offices 
NEW YORK BOSTON 


OETROIT 
CINCINNATI 


CLEVELAND 
ATLANTA 


PHILADELPHIA 
PITTSBURGH 


CH 275 


CROUSE-HINDS COMPANY & 


CHICAGO 


ST. LOUIS 
SAN FRANCISCO 





MINNEAPOLIS 
MILWAUKEE 
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SyLvVANIN Lerner, formerly with 
Schimmel Electric Supply Co., of 
Philadelphia is now counter sales- 
man for the West Philadelphia Elec- 
tric Supply Co., of Philadelphia. 
Herman Ratner also formerly with 
Schimmel has taken charge of the 
fixture department of the West Phil- 
adelphia Electric Supply Co. 


H. M. SuTHeR.anp, until recently 
with the Piedmont Electric Co., will 
travel the North Carolina ter- 
ritory for the North State Electric 
Supply Co., Raleigh, N. C. His 


headquarters will be at Durham. 


now 


Co., 


La., announces that 


New 
they 
electrical 


INTERSTATE ELeEctTric 
Orleans, 
have discontinued selling 
fixtures at retail and are going into 


the jobbing of fixtures extensively. 


They have arranged a_ showroom 
where their dealers can bring in 
their customers and _ sell them, all 


the fixtures being marked in plain 


fizures. 


Harotp Brown has left the mer- 
chandising department of the West- 
inghouse Electric & Mfg. Co., to 
take charge of the merchandising end 
of the Moore-Handley Hardware 




















this is A. D. Barber, retiring secretary 
the Missouri River Club. Bert surely 
t up one dandy program for their last 
eting. During his odd moments he 
‘ses the Graybar crowd at Omaha. 
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brick 


dio. 


manager, 


They're up against a 
wall. 
Electric 
Birmingham, Ala. 
C. R. Pritchard, manager 
of the Art Lighting Stu- 
Three in center, left 
to right, M. G. Williams, 
vice-president 
H. 
thews, president and H. 
Gordon Smith, sales pro- 
motion manager. 






Matthews 
Supply Co., 
Left, 











sales 


Mat- 


and 
W. 









Right 





is Barney DeRamus, as- 
sistant manager of the Art Lighting Studio. 





Co.’s electrical department at Birm- 
ingham. He is well acquainted with 
the trade in the Alabama territory, 
having worked out of the Westing- 
house branch at this point for the 
last four or five years. 


D. J. LineEHAN, a salesman with 
the North State Electric Supply Co., 
Raleigh, N. C., walked away with 
first fan 
campaign held among this company’s 
salesmen recently. 


prize in a Westinghouse 


Foses Suppty Co., has announced 
the transfer of Roy D. Constable 
from its San Francisco branch to its 
Oakland branch where he will cover 
the East Bay district in electrical 
and radio lines. Prior to his removal 
to California Mr. Constable was con- 
nected with the company’s Seattle 
branch for eight years. 


J. L. Finnicum formerly with 
Graybar at Cleveland, O., is now 
Cleveland district manager of the 


Allen-Bradley Co., Milwaukee, Wis. 





BEGINNING with the April issue, the 
house organ of the Parr Electric Co., 
New York, Brooklyn, Newark and 
Jersey City took on a new dress and 
otherwise changed its personality. It 
is still known as “Parr-a-graphs” but 
is now a good-sized magazine of 24 
pages and cover. 


E. E. Ovson has taken a position 
as salesman for the Northwestern 


Electrical Co., Duluth, 
Minn., replacing Mr. Grimes, who is 


Equipment 


no longer with the company. 


Best Joke of the Season 


With Ernie Lindquist, of Sterling 
Electric Co., holding his head and two 
sglesmen fanning him, H. H. Cory, 
executive secretary of the N. W. Radio 
Trade Association, managed to gasp 
out this “Tale of a Hat.” 
that George Johnson, National Lamp 


It seems 


salesman in Minneapolis, and Frank 
of Whitney- 
McGregor’selectrical department, went 


Breager, manager 
out and bought themselves two expen- 
sive Derby hats. When George re- 
turned to his office the first to see the 
boss, O. F. 
Stuefer general manager. Now, “Ott” 
Stuefer loves a Derby like a credit 
man bad So he 
snatched the offending headpiece from 
the astonished Mr. Johnson, rushed to 


new “dicer’” was _ his 


loves a account. 


the window and playfully pretended 
Alas! It 


slipped from his hand and most any- 


to heave it into the street. 


one knows what chance a stiff hat has 
in the middle of Marquette avenue at 
noon. 

Of course Ott laughed right along 
with the boys and paid George for a 
new skimmer, but we noticed Johnson 
is wearing a soft hat and the 10 bucks 
are drawing interest. Fred Breager, 
knowing that even a Derby is safe on 
a good customer's head, is still wear- 


ing his. 
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“The Well 
Built Line’’ 


Autovent 


Fans 





The Four Horsemen of Profit 


Summer- Heat -Ventilation-Sales 


WO messages are contained in this advertisement, the 
first of which is directed to the sales managers of elec- 
trical jobbers. 


You are offered by us two revolutionary plans containing 
buying advantages never before available to a jobber to assist 
him in selling ventilating equipment during the fan season. 


Write us at once. It is to your utmost advantage to take 
cognizance of this unusual merchandising plan. 


The second message is directed to jobbers’ salesmen. 


Right now is your opportunity for large sales and big profits 
on Autovent fans. The summer heat makes proper ventila- 
tion in theatres, restaurants—any place the public gathers— 
absolutely necessary to secure and hold business. 





A huge market is awaiting you and your dealers. If you 
need help of an engineering or sales nature write or wire. 








You will get it at once. 





Do not let the Fan season pass without securing your share 
ot the tremendous business available. 


AUTOVENT FAN & Biower Co. 
730-738 W. Monroe Street 


CHICAGO 
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Death of L. L. Shivers 


L. L. Shivers, president of | 
Carter Electric Co., Atlanta, Ga., d 
on May 9 as the result of an ope; 
tion performed the day before. | 
had been ill for a short period 
about two weeks before the operatic 
A man with the “human touch,’ 
sportsman and lover of the great o 
doors, as well as a hard and cons 
entious worker about his business, | 
was the possessor of many friend, 
who will be deeply moved at the new 
of his death. 

Mr. Shivers was born in Milledg: 
ville, Ga., in 1876. Both his parents 
died when he was very young, and 
while yet a small boy he worked on a 
farm for his room and board. From 
that time on his education and every 
thing he had worked up to in thi 
world came through his own hard 
efforts—as section man on a railroad, 
foreman, telegraph operator, sales 
man and so on up until he helped 
reorganize the old W. E. Carter Elec 
tric Co. and formed the Carter Elec 
tric Co. in 1913, and was made vice- 
president and general manager. As 
his just reward he was able, in 1922, 
to purchase the controlling interest 
and became president. 

Through a reporter he once sent 
this message to THe Jopper’s Sa.es- 
MAN: “I have no secret of Success, 
but have kept my eye on the ball and 
followed one job through successfully 
before tackling another a little bit 


harder”. 
* * * 


Lindley Electric Leases 
Warehouse 


The Lindley Electric Supply Co., 
Philadelphia has leased a three story 
warehouse which will be occupied on 
July 15. The company has doubled 
its floor space by this arrangement. 



























After landing a few of the big jols 
| around Tampa, G. H. Wygant, manager 
of the electrical department of Knight & 
Wall Co., Tampa, Fla., bought himse't 
this snappy car. Nothing gets away frou 
Bill now, not even the cops. 
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Backing up our Boy Friend 


The jobber’s salesman is the quality standards; there is no 
boy who “goes out and gets contractor “kick-back” on 
it’ —who brings in the busi- ETTCO. 


de 


ness that keeps the wheels —hby rigidly adhering to 100 
spinning merrily along. per cent Jobber Distribution. 


We back up the jobber’s —by advertising ETTCO 
salesman, first, by making Products to the contractor. 

ETTCO Products (Armored —and by telling the contrac- 
Cable and Conduit, Non- tor where he can get them— 
metallic Sheathed Cable and at his jobbers (from the job- 
Loom) to the most exacting ber’s salesman) of course. 

















SIUC 


Armored Cable Non-Metallic Sheathed Cable 


Flexible Steel Conduit Non-Metallic Conduit (Loom) 
PRODUCTS 
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y N. A. L. E. D. Consolida:-; 















With E. L. E. A. 


In line with the policy recomm: | |, 
by Herbert Hoover, secretary, U. (.( 
States Department of Comm 
that trade organizations in the 
field of endeavor consolidate, |}, 
better to unify and simplify ir 
operations, the Artistic Lig! 
Equipment Association, compose: o/ 
manufacturers of lighting equiy 
of all kinds and manufacturer, 0) 
parts and supplies, has absorbed |), 
N.A.L.E.D. which was the dea‘ rs 
national organization. 

This is one of the most forw iri 
movements in the business and _ \|! 
increase the numerical strength of 
the A.L.E.A. to five times its) prey- 
ious size, and for the first time in 
the history of the lighting equipment 
industry will bring together into on 
national association all those inter 
ests most directly concerned witli ‘lic 
manufacture and distribution of li!it 
ing equipment and its accessories 

G. Fred Laube, Laube Electric 
Corp., Rochester, N. Y., former pres- 
ident of the N.A.L.E.D., will head 
the dealers group and the same of- 


ficers and directors will serve. 
* * * ¢ 


Ashland Makes Some Changes 

The Ashland Electric Co. at 1517 
Haddon Ave., Chicago, is staging a 
comeback after some business diffi- 
culties. Thomas Andrazyk, the own- 
er, has made Harry Serzen general 
manager. Mrs. Andrazyk has been 
installed as bookkeeper and a new 
counter man hired. Tom Andrazyk 
has taken up the duties of shipping 
clerk, stock clerk, salesman, janitor, 
etc., shaving overhead to a minimum. 
Early in June they will open a 
branch at 5424 Leland Ave., Jetier- 
son, Ill. The new house will carr) 
full stocks of construction materials 
and duplicate stocks of wiring mate- 
rials for both old and new buildines. 

The Ashland Electric Co. /:ys 
claim to being one of the oldest j«l- 
bing houses in the country, haying 
been opened by Mr. Andrazyk in 
1899. 

Earl Watts, after an absence of 
three years, is back with the cour 
pany. He will cover both city «nd 
outside territory. 

* * * 
American Electric Moves 

The American Electric Co., I. 
Joseph, Mo., will move about Jun. |. 
to 116 N. Fourth St. 












The Big 
Sales 
Opportunity 

















in the electric range 
field is for a popu- 
lar-priced, low-op- 
erating-cost, small- 








family ~ capacity 





stove. 

















Th POPULAR PRICED 


FRUGAL 


ELECTRIC STOVE 









meets this demand with a limited line of fast scllers 






in which are incorporated heating elements equal to 
the best, electrical construction which withstands break- 






down tests twice as severe as Underwriters’ require- 





ments, and structural design of such neatness, strength, 
and permanence of finish that the units literally sell 
themselves off the dealer’s floor. 


The FRUGAL line is sold under a 


Strict Jobber Policy 


Write us today for distributors’ arrangement 












The 


Frugal Electric Mfg. Co. 


2249-51-53 Beechmont Ave., Cincinnati, O. 
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In the World’s Largest Hotel 
“THE STEVENS” 














The Goodrich Standard 





The Goodrich Outlet Box 














Reflector was installed in Dome Reflector with Ad- 

basements where low head Goodrich Porcelain Enameled Ceiling Fixture was justable Socket was in- 
om required a _ close _ installed thruout the Kitchens and Service Quarters stalled in Engine and Boiler 

mounting unit. of this Huge Building. Rooms, Laundries, etc. 


Many other types were used such as Goodrich Ceiling Holder No. 596 and No. 796 
for check rooms, etc. Hundreds of Goodrich No. 16008 Deep Bowl Reflectors were 
installed in the Sample Rooms. 


DISTRIBUTED THRU JOBBERS ONLY. 


Write for catalog and information. 


Goodrich Electric Co., 1650 Ogden Ave., Chicago 


O0DRICH 








MAKERS OF PORCELAIN ENAMEL LIGHTING FIXTURES 
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Went to it With Collars Of 


On the evening of May 17, the 
Kaplan Electrical Supply Co., at :) 41 
Roosevelt Road, Chicago, heade« }y 
Sam Kaplan, gave a house warning 
party at its offices to celebrate the 



























grand reopening. It will be remom- 
bered that business was temporarily 
suspended when an explosion of t)cir 
oil burner caused a fire and heavy 
damage. A crowd of about 150 was 
present and everyone had a lively 
time. 

Charley Fink of the Mid-City FE lec- 
tric Construction Co., Chicago, was 
the “life of the party,” acting the 
roles of reception committee, waiter, 
toast master, chief entertainer, etc. 

Others who were present to help 
make the party a big success were the | 
Goodrich brothers of the Goodrich / 
Elec. Co., Adolph Albiez and Art 
Anixter (who shakes a mean game of 
African golf!), both of the Englewood 
Electric Supply Co., Chicago, Mr. 
Thomas of Thomas & Betts, Mr. 
Stackhouse of Stackhouse & Allen and 
a fellow by the name of Joe Vittory 
who started something when he ripped 
off a friend’s collar. In about 20 min- 
utes there weren’t half a dozen left 
in the place with collars on. The) 
got Sam Kaplan’s too! 

Several card games got going and 
the party didn’t break up until 2 
A. M. 




















Left is J. T. Maledon of the Southwest 
General Electric Supply Co. and L. ©. 
Butts of the Butts Electric Works, ©%!@- 
homa City. The switch shown is of |200 
amperes capacity and is the second switch 
that the Southwest has delivered lately out 
of Oklahoma City stock rated 1000 am- 
peres. or larger. 
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3-cup suction. 











apa 


Horton Electric 
Washer. 



















































Copper tub; 


The Horton Automatic Ironer. 
Complete open end. Sturdy, 
simple, service-proof. No spe- 
cial wiring required. Electric 
or gas heat. Electrically driven. 


HORTON 



















. 
The No. 34 nage 
Electric Washer. 
merged agitator ca. 
Copper tub. No. 34- 
64 gasoline; No. 34-54 





Electric Appliances —— 
Build Sales and Good Will 


WO practical types are outstanding 
among the multitude of washing 
principles offered to housewives today. 


One the agitator—the other the suction cup. 
And, only Horton successfully builds both types. 


To the dealer this is vital. It is an opportunity to 
satisfy with one trade mark a greater percentage 
of prospects with an economy in investment 
and effort. 


It means simplified selling and a minimum of 
sales resistance, through the handling of one 
known Horton brand in the two types of washers 
most generally preferred. 


With the Horton No. 34 Series every submerged, 
agitator prospect regardless of power requirements, 











HORTON MANUFACTURING CO. 
FORT WAYNE, INDIANA 


can be served. Made in electric, gaso- 
line, or power pulley models as desired. 


The Horton No. 40 is the original 3-cup 
suction electric washer, recognized for years 
as a marvel in washing efficiency. 


Combined with these two leaders, and the Horton 
hand powered models, is the new Horton Auto- 
matic Ironer—a complete-open-end ironer, either 
electric or gas heated. It irons everything — 100% 
of the ironing. 

The soundness and sureness long attached to 
everything that Horton builds is responsible for 
Horton’s friendly relationship with jobbers and 
their dealers the country over. 






May we not tell you how this relationship can 
serve you in your sales of washers and ironers? 








| HORTO!} Basher 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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MURRAY 


METER SERVICE SWITCHES 

















LIKE THE BUILDERS OF THIS 
APARTMENT REACH THE HEIGHTS IN 
ENGINEERING SKILL AND INGENUITY. 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN ~ 


PITTSBURGH 


NEW YORK 


MINNEAPOLIS 


PHILADELPHIA 




















St. Paul All-Metal Ordina ice 


No artillery, no tanks, no mac! - 


guns, no wooden crosses, no cov \s. 
no submarines. Isn’t war gr: (? 
Just the same, St. Paul, Minn. j, 


glad it’s over. 

This was indeed a battle of wo: \s. 
diagrams and _ figures, waged i) 
banquet halls and committee ro: 1) 
instead of muddy trenches. Ex) rts 
covered square miles of blackboa :d, 
with tons of chalk while their d- 
herents made the table-cloths |. 
like the walls of King Tut’s tom) 
Various factions attacked and 
treated behind vast smoke-sere: 1 
thrown out by Camel cigaret':s, 
Charley Dawes pipes and_ two jit 
cigars. Silver-tongued orators point 
with pride and viewed with alarm .) 
effectively that citizens sent te! 
grams: “Program coming in fir 
what is it, a murder trial?” 

Meaning that the St. Paul council 
finally put over an “all-metal” 
dinance requiring the use of rigid 
conduit on all new work. 

A real step forward is a second 
ordinance requiring from all con 
tractors a $50 license fee and ruling 
that every contractor must be 
licensed master electrician. This 
bars wiremen from promiscuous jo!) 
work. This same ordinance requires 
a license fee of $5 from every ele 
trician in the employ of a corpora 
tion or business establishment and 
expressly stipulates that his work !: 
restricted to alterations and repairs. 
He cannot do new work. 

Last comes a provision to the et 
fect that no contractor can operat: 
his business in a residence district. 
he must open up shop in one of tlie 
business zones. This eliminates do 
ing business from a man’s house, 
which has always been unfair com 
petition through lack of overhead. 

* * # 


Ensign Adds Stock Space. 


The Ensign Electric Co., Minneap 
olis, Minn., has a corner location 4! 
301 S. Third street that makes load- 
ing and receiving an easy matter 
However, there arose a need for more 
stock space inside on the ground floor. 
D. P. Ensign, owner of the compat, 
sulved this problem by adding another 
deck to the ship. A very high ceiling 
makes it possible to build a balcony 
with plenty of clearance above and 
below. The additional floor space will 
amount to 600 sq. ft. 




















if 
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There is a type and 
size of ® Panel- 


board for every need 





-| The Roll Call of Good Salesmen 


“4 The real difference between the jobbing house order-taker and a good electric supply salesman 
es is point of view. You can sell if you think yourself big enough! And you can be big enough 
by being well informed, especially in knowing the @ profit-producing panelboard line. 















" @ Panelboards are so crowded with good sales features that you have great material. They 
\ meet every panelboard need. They last long at low maintenance cost. They lower the installa- 
s. tion labor cost and indicate a higher quality on every job, large or small. 


Once you know @ Panelboards you will find 
many opportunities for larger profits for yourself 
and house. Get on the &@ roster of good salesmen 
—hear the roll-call and write now for the €& 


Catalog and full details. 


Frank Adam 


ELECTRIC COMPANY 


De 0 9 OE Be Se 


URVETELELZLELE 
CU RUPAEARALSESES 







é ST. LOUIS 
p- bs District Offices 
at Atlanta Cincinnati Miami Seattle 
d- Baltimore Dallas Minneapolis St. Louis 
. Boston Denver New Orleans San Francisco 
' Brooklyn Detroit Omaha Winnipeg 
re Buffalo Kansas City Philadelphia 

Chicago Los Angeles Pittsburgh 


Send for Catalog 


Here is a text book that every electri- 
cal salesman and buyer of panelboards 


mean PROFITS should have—it is the €& Catalog — 


you Send for your copy now. It’s free. 
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uestions that are 


NEVER asked. 


Follow the order-taker about his daily work, and listen 
to this little game of “question and answer’’, as it is 
played where fly-by-night products seek a foothold or 
cut-rates try to compete with honest values: 


“Will it handle the job? Will it ‘stand up’? Do your 
prices mean cheap materials and poor workmanship? 
How may we know your company is here to stay? 
What proof have you that your goods are better’’? 


These and many other questions are never asked — 
never need be asked—of a product bearing the Square 
D name, because the acid test of time has already 
answered them. The same business policies that won 
leadership for Square D in the Safety Switch industry 
have earned like confidence in all Square D equipment 
—industrial switches, power panels, current testers and 
other electrical control devices. 


Users of electricity, those who buy and sell electrical 
equipment, need neither experiment nor compromise. 
The Square D symbol is a binding guarantee of quality, 
permanence and superior value, and has been for 24 
years. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (107) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 

BRANCH OFFICES: Toronto, Montreal 
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N. E. L. A. Expects 
10,000 Delegates and Gu: sts 


The relation of the developm: 
the electric light and power ind <) 
to the remarkable economic de\ 
ment in the United States durin. |), 
last 10 years will be the main ¢) 
of the fiftieth convention of the \, 
tional Electric Light Associatio:, 4, 
Young’s Million Dollar Pier in \| 
lantic City, June 6-10, inclusive. |; 
connection with the convention w: | |) 
held one of the most remarkable «| 
trical exhibits in the history of ¢) 
industry. Many of the develop: 
of the last 12 months will be dis 
played, some of them for the first ‘im 
in public. Arrangements are | 
made to handle 10,000 member 
the association and their guests. 

The exhibition to be held in co 
nection with the convention will ope 
Saturday afternoon, with a parade o 
the Boardwalk. This is the first tinx 
an affair of this kind has been |hield 
in Atlantic City in connection with \ 
FE. L. A. conventions. 

The exhibitors’ section of the ja 
rade, led by President R. F. Pack 
and other officers of the association, 
will start from the outer end of th 
Pier at 3 o'clock sharp, marching to 
the Boardwalk, where it will join with 
the civic escort section of the parade, 
including bands and municipal and 
civic bodies of Atlantic City, includ 
ing the mayor, city commissioners, fir 
and police department representatives, 
civic clubs and hotels and convention 
bureaus. The parade will marcl) to 
the Steel Pier and back to the Million 
Dollar Pier, where Honorable An 
thony M. Ruffu, Jr., mayor of At 
lantic City, will greet the delegates 
The exhibit will then be officially pr: 
sented to the officers of the N. F. | 
A. and will be formally declared ope: 

One hundred and ninety-three ma 
ufacturers of electrical apparatus, «)) 
pliances and equipment will disp!) 
their products at an exhibition to |x 
held in conjunction with the conven 
tion. These range from microscopi 
bits of copper wire to huge electric:!!) 
operated machines. In addition 
practically all known electrical 
vices of commercial and _ laborator) 
use, all the improvements and 1 
discoveries of electrical science dir 
ing the last 12 months will be dis 
played. 

* * # 


Sands Electric In New Quarters 

The Sands Electric Co., Whee! ng: 
W. Va., moved to its new locatio! 
at 57 Eighteenth St., Wheeling. 0” 
May 1. This company calls on thi 
mines and mills in that territor) 45 
well as the contractors and dea 
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Reliability in 
Radio 
is a first 
consideration 











SUPERIOR 
WIRING DEVICES 





VERY part of every Bryant switch is designed, and the material 
selected, to best serve the particular use for which that switch is made. 
Reliability in that service which guarantees durability and practical 

operation is the Bryant manufacturing ideal. Our catalog should be on 
the desk of every designer and manufacturer of radio sets and power units. 
We will mail a copy promptly on request. 


BRYANT 


ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


CHICAGO 
SAN FRANCISCO 














NEW YORK 
PHILADELPHIA 
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A SUPERIOR WIRING DEVICE /or EVERY ELECTRICAL NEED 
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Costs More—Worth More—Profits More 


















McGraw’s New Home 


he Omaha office and warehouse 
he MeGraw Electric Co., electrical 
radio distributors of Omaha and 
Sioux City, has just recently moved 
nto its new and permanent home lo- 
| at Thirteenth St. and Capitol 
\ve., Omaha. The building itself, as 
fly described in the May issue, is 
<-story and basement, reinforced 
rete structure containing more 
70,000 sq. ft. of floor space and 
ugh only a few years old, has 
completely remodeled to meet 
exact requirements of the electri- 

cal and radio jobbing business since 
purchase by the McGraw company 





six months ago. 

(he city sales department is locat- 
ed on the first floor with entrances 
from both the front and the Capitol 
\ve. side of the building. A 60-foot 
counter, With approximately 8000 sq. 
if floor space devoted to steel 
ving for broken package stock lo- 
d immediately behind it and sup- 
plemented by a system of chutes, car- 
ricrs and elevators for delivery of 

lard package or bulky stock, pro 
les a prompt and efficient means of 
supplying the pickup demand of the 


} 


trace 


Sales engineers and various other 
mbers of the sales department are 
Iso loeated on the first floor where 
special information they have is 
nore easily accessible to such of the 


] 


trade as desire or require it. 


lhe shipping and receiving depart- 
uents are located at the rear of the 


floor where all packing and 
cking of outgoing shipments is also 


No broken packages of supplies of 
kind are kept any place in the 
ling except on the first floor, 
they are easily accessible to 

the city sales counter and the 

and shipping departments. 
aratus or material coming to the 

‘ing department from any other 
in the building is, therefore, in 
original package ready for ad- 

ng, checking and shipment while 

rroken package material is ob- 

d from the first floor and packed, 

ked and shipped with the stand- 


\ re 


king 


l 
i 


! 
packages. 


t the front of the second floor is 
ted a spacious and comfortable re 
on room for the convenience of 


trade. 


nmediately behind the reception 
n is located a merchandise display 
u, containing approximately 2500 
ft. of floor space. Here the elec- 
il and radio dealers of the central 
may view the many and varied 
trical “‘servants’’ as well as the 


















finest to be had in radio equipment at 
all times. 


Private offices for the various off- 
cials of the company are located along 
the side of the reception and display 
the floor the 
general offices of the company, where 
the purchasing, accounting and many 


rooms on second and 


other departments necessary to the 
efficient operation of the business of 
this scope and character are located 
at the of the third 
floors. 


rear second and 


Just between the reception and dis 
play rooms on the second floor is lo- 
‘ated the telephone operator and in 
formation desk. It is here that the 


autocall system, with one or more bells 
on each floor, in the basement and on 


. Sees 8 A git, = 
+ hel bad 











a 


f 


he’ 





Exterior of the modern building of the 
McGraw Electric Co. Beginning with top 
view—General Offices, Reception Room, 
Display Room, City Sales Department. 
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the loading dock, is controlled. The 
Western and Postal 
boxes are located here as are the sp 
cial leased wire, telephone switchboard 
as well as the regular P. B. X. 


} 
Silvhal 


Union 


b ard, 
providing the most efficient and com 
communication both 
within and outside the building. 

The radio 
which are probably the most complete 
and comprehensive in this part of the 
the front of 
“Universal 


plete means of 


service laboratories. 


located at 
the third floor, where the 


country, are 


cooler installation and service depart 
ment and other 
repair features are combined with it 


various service and 
The advertising and printing d 
third 
might al 


partment is also located on the 


floor and constitutes what 


most be termed a model for handling 
this class of work. 

The entire 
fourth, fifth, and sixth 


and all of the 
floors are (d¢ 


basement 


voted to stock. 
A 20 foot 
entire Capitol Ave. side of the build 


loading dock alone the 


ing, a large size and high speed 
freight elevator, a system of smallet 
carriers or elevators and a laree spiral 


chute, combined with the wondert 
efficient 
within the 


system of communik 
building and the effici 
arrangement of the 


stocks, all help to make McGraw sery 


building 


ice more prompt and more efficient 


A personnel of more than 100 
trained and 


women, all 


experienced men and 
devoted to the electrical 
and radio industries of the cenira 
west, and provided with every facility 
the and etheient 


to assist in prompt 


handling of this enormous busin 
are here ready to serve the wholesal 
buyers of electrical and radio mer 
chandise and supplies. 


* 


Melville Hall Adds Fixture 


Room 
Melville B. Hall, Ine., St. Louis 
has added a new fixture room to dis 
play the new line of fixtures 


cently taken on by the company 


* * * 


West Philadelphia Company 


Enlarges Quarters 
West Philadelphia |! 
Co., Philadelphia, has en 
larged its present quarters at 
Market St., Philadelphia. 


The 
Supply 


rd bed 


* * * 


Leber Changes Name 
The Leber Supply Co., 245 New 
Ave., ( ity ; N 5) has 


its name to Lescolier Co 


ark Jersey 
changed 


Inc. 
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Magic City 


All- 


For Startling 





No. 74 Announcement 


The most popular and 


practical all purpose 


lamp on the market. 

asx. Soon to be Made 
evar ini 
siento An announcement of unusual interest to the 
Trade will soon be made in this space. It 
will pay you to wait for this before placing 
any further orders for flexible arm lamps 
and to move your present stock. “A word 


sie to the wise is sufficient.” 
Display Suite 210 


American Furniture 


sae hans Aladdin Manufacturing Company 
714 E. 18th Street Muncie (The Magic City), Ind. 


OL ADDIN 


ELECTRIC PORTABLE 


=. LAMPS ww. 7 


ALADDIN MFG. COMPANY, Muncie (The Magic City), Ind. 


Gentlemen: Please list our name for advance information on startling new announcement as soon as released 


NAME ...... ee I REST E er MEUM ERT ee ne ee nee: eee eet es 
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1927-28 Radio Market 


(SECOND ANNUAL) 


t.» $145. 200 ft., $1.90. List, No. 
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Condensed Information on New and Improved Radio Products 
Available to Jobbers During the 1927-28 Season 


The Abox Co. 


Chicago 


The “Abox” filter is designed 
to eliminate “A” storage bat- 
teries. It takes the current 
from the charger, filters out the 
“hum” and passes along to the 
set the right amount of current 
at proper voltage for the best 


11x7x4¥%, in. List, $19.50. 


The Acme Wire Co. 


New: Haven, Conn. 


The loop antenna wire consists of 60 strands of 


green cotton wrap and finished with an outer wrap- 
ping of green silk. Also supplied with brown cov- 
erings. 125 ft. on a metal spool. List, $1.50 per 
spool. 


The Acme spaghetti tubing has high 
dielectric strength. Long life and flexi- 
bility. An insulating tube for radio and 
other electrical uses. Glossy _ finish. 
Bright clear colors. Length, 30 in. Sizes 
to fit No. 12 to 18 round wires. Colors, 
black, yellow, red, green, brown. List, 
$.04 per ft. $.10 per length. 


The Acme “Celatsite” wire, single 
strand is a radio bus-bar made of No. 14 
tinned copper wire with a non-inflamma- 
ble spaghetti insulation. Is moisture proof 
| and has high insulation value. Size, No. 
14, but may be had in No. 16. Colors, 
same as above. Length, 30 in. List, 
same as above. 











ing is made of fine strands of tinned 
copper twisted together and covered 
with non-inflammable ‘“Celatsite” 
compound. Will stand high voltage. 
Colors, same as above. Length, 25 
ft. Coils in individual boxes. List, 
Nos. 18, 20, 22—$1.00 per coil. Nos. 
14, 16—$1.10 per coil. 


nded enameled antenna wire con- 
f seven strands of copper wire, 
trand enameled. Length, 100, 150, 
ft. coils. Sizes 14, 16 (equivalent 
led). List, No. 14, 100 ft., $.95. 


0 ft. $.70. 150 ft. $1.05. 200 ft., 








operation of the tubes. Size, | 


No. 38 copper wire and five strands of phosphor | 
bronze twisted together and covered first with a | 


“Celatsite” wire for sub-panel wir- | 








“Celatsite” battery cable is an 
insulated cable for connecting 
“A” and “B” batteries to the 
set. Five or six different col- 
ored flexible “Celatsite” wires 
enclosed in brown Rayon silk 
braid. With or without A. M. 
E. S. terminals. Lists, RC-3, 5 
ft. long 5 wires $1.00. RC-42, 
6 wires, $1.20. RC-45, 7 wires, 
$1.40. Terminals, $.02 each. 





The Acme Elec. & Mfg. Co. 


1444 Hamilton Ave., Cleveland, O. 





The Acme two rate trickle control switch radio battery charg- 
er consists of a bulb type charger capable of delivering two 
charging rates, and these two rates are controlled by a toggle 
switch mounted on the outside of case. When switch is thrown 
to the low position, a charging current of 1% amp. is delivered 
by charger, and when placed in high position delivers a charging 
rate of 11% amperes. There is an automatic relay switch con- 
structed within the design of this charger, and also a “B” power 
supply attachment plug mounted within the case. This arrange- 
ment enables the radio receiver to be automatic in its operation, 
that is when the filament switch is turned to the “on” position 
on receiver, then by action of the relay, the trickle charger is 
disconnected from charging battery, and the “B” Power Supply 
is connected to the set. When the switch on receiver is turned 
to the “off” position, the vice versa operation takes place. 


Alden Mfg. Co. 
Springfield, Mass. 


The No. 304, ““Na-ald” 
complete Truphonic 
power amplifier which 
may be attached to any 
set is designed to im- 
prove amplification and 
increase power. It in- 
cludes three Truphonic 
couplers and _ output 
unit in lacquered steel 
catacomb; polished 
Bakelite socket — strip 
for the three tubes; connecting adapter for attaching to set; 
battery cables, and rheostat. List, $25. (Turn to page 64.) 
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_ 


Again 


Balkite 


has it 


The radio trade has always expected that 
when any very spectacular advance was made 
in the radio power field, Balkite—the leader 
—would make it. First noiseless battery charg- 





ing. Then successful light socket “B” power. 
| Then trickle charging. Balkite has always had 
what the trade needed at the right time. And 


now Balkite has it again. 


Balkite 


Radio Power Units 















— 
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cAt the 
R. M.A. 


TRADE SHOW | 
Stevens Hotel, Chicago 
June 13th to 17th 


Balkite will show the greatest development 


ever announced by a radio power unit man- 
ufacturer. Booth 2B. Fansteel Products Co. 
Inc., North Chicago, Illinois. 


Balkite 


Radio ‘Power Units 
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UTAH “No. 100” Cabinet Speaker $70.00 


| IMENSIONS—36 in. high, 27!/, in. wide, 17 in. deep. Finished in 
walnut. Equipped with 7 ft. air column and Utah DeLuxe Unit. 
Weight, 100 Ibs. Packed 1 to a crate. 





Utah “Philco” Special $75.00 


Same as No. 100 except 2!/2 in. wider and deeper to 
accommodate Philco Unit 
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New 1927 Model 


Equipped with Utah 
DeLuxe Unit. Walnut 
Finish 


Makes a radio reproducer 
out of any piano 
















UTAH JUNIOR 
$12.50 















CONE SPEAKER 





sio= 


_JERE is the new sensational Utah Line—the pace setter for 1927. The fastest 
selling and most complete line of radio loud speakers in the world. 








UTAH RADIO PRODUCTS CO. 


1615 S. Michigan Ave., Chicago 


See complete line at our booth No. 6] Radio 


STEVENS HOTEL, Chicago, Junel3-17, 1927 


Show 
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The “Na-ald” local- 
ized control tuning unit 
can be used in any set. 
It is single control, with 
the condensers separate 
with individual control- 
lers. All move together 
in swinging from station 
to station, then each 
condenser is adjusted 
separately for maximum 
volume. It is supplied with two, three and four .000375 micro 
farad condensers, and with two condensers with an auxiliary 





controller for tickler coil. Individual controllers are of the 
corrected frequency type. List, $8 to $15. 
The “Na-ald” “Universal” socket No. 


481X has dual side scraping contacts which 
give sure, quiet connection with both UX 


and UV 201 A tubes. Genuine Bakelite 
assures low losses and high mechanical 
strength. Socket being round and compact 


can be mounted in any convenient direction. 
List, $ .35. 





Algonquin Elec. Co., Inc. 
New York 





Semi-floating cone, adjustable. Impregnated fabric, imper- 
vious to moisture-charged atmosphere. Edge of cone bound 
with felt protecting unit from dust and moisture. Electro-mag- 
netic unit, direct drive. Design, circular frame of wood on oc- 
tagonal, wrought-iron base of symmetrical design. Finish, 
mottled gold. List, east of Rockies, $15. West of Rockies, $17. 


Audiola Radio Co. 


Chicago 








The chassis is furnished in both a six and eight tube model. 
It is of the single control type with all tuned circuits individ- 
ually shielded. Two knobs on the front panel comprise all 
the controls, a steering wheel and throttle. The former is 
to select the station, the latter to control volume. 





entire 
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Illustrated is the cab- 
inet type which may be 
had in either the six or 
eight circuit type. 








Here is) show: 
the console 
which may als 
had in the si, 
eight circuit t\ 


Apex Electrical Mfg. Co. 


Chicago 



















The seven tube table 
model one dial con- 
trol, receiver has the 
chassis housed 
in an aluminum cast- 
ing, totally enclosing 
all parts. This set 
may also be had in 
the console type. 

A model six receiver is also made. 
dial control set, table model. 


The nine tube co: 
sole model is a 
dial control recei\: 
with built-in speaker 
Operates with a loop 
The chassis is hous: 
in an aluminum cas! 
ing totally enclosing 
all parts. This « 
inet and other mod: 
have been special! 
created for Apex 
ceivers by Plymout 
Radio & Phonograp! 
Co., Plymouth, Wis 
A “De Luxe” con 
has also been designed 
to house the nine t 
chassis. 












This is a six tube, 
(Turn to Page 68). 
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An exquisite Spanish 
creation at a surprisingly 


moderate price. See the 
complete Adler-Royal 


line on display at the 
Radio Exhibit, Stevens 


June 


Hotel, Chicago, 
\\ 13th to 17th. 


IFTY-SEVEN years’ ex- 
perience in the designing 
and fashioning of fine 
pianos, organs and phono- 
graphs enable us to put 
into Adler-Royal Radio 
Cabinets a distinction and 
visible value that becomes 
a noticeable sales-advan- 
tage for you. A new line 
of beautiful stock models 
now available to distribu- 


tors. Write today for 
photographs. 

Special 

to Radio 


Manufacturers 


We specialize in 
designing and ex- 
ecuting exclusive 


DLER 










Manyfietusing Co 
: LOUISVILLE | ,junrowm | KENTUCKY 


iner 


cabinets 


for 


Radio Set Manu- 
facturers. Write 
us about your 
needs. 
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Greatest of All 
Radio Achievements 


Majestic “A 


The FIRST really successful “A” Battery 


Eliminator. 


Absolutely fool-proof. No liquids what- 
ever. Entirely dry—no hum. 


Majestic “A” Majestic “B” and the radio 
receiver ALL controlled by the switch 
on your set. 


AMAZING in simplicity of design— 


efficiency of operation—and in price. 


SEE IT at 


R.M.A. Trade Show 


Stevens Hotel, Chicago 
June 13-18 + Booth 85 


{ Write for catalog sheets} 
GRIGSBY ~ GRUNOW~ HINDS~ CO. 4546 ARMITAGE AVE, CHICAGO-ILL 





— 
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Majestic 
Standard-B 
Capacity nine 201-A tubes 
or equivalent. 45 milliam- 

peres at 135 volts. 
$26.50 
Raytheon Tube $4.50 extra 











Majestic Super-B 
Capacity 1 to 12 tubes, in- 
cluding the use of power 
tubes. 4§ mils.at 150 volts. 

$29.00 


(as illustrated) 
Raytheon Tube $4.50 extra 








4546 Armitage Avenue 


MAJESTIC-“B” 


The acknowledged leader, in 
SALES-POPULARITY and EFFICIENCY 
will also be a Trade Show feature 





Majestic 
Master-B 
Positive control of all output 
voltage taps. For sets having high 
current draw or heavy biasing 
batteries. 60 mils. at 150 volts. 


$31.50 
Raytheon Tube $4.50 extra 


GRIGSBY-GRUNOW-HINDS CO. 


Chicago, Illinois 
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Boudette Mfg Co handled without danger of damage—a vitally impc .); 
y ‘ feature. An entirely new method of matching gives = ;e. 
Chelsea, Mass. dial accuracy with one dial convenience. Special mag, »+;, 






- shielding gives unusual freedom from static. 

. The basis of the one profit plan is their thought ja; 
the set manufacturer should not exact a profit on cab: «ts. 
speakers and other material which he does not m ny 
facture. The Buckingham Corporation have formed a | |\es 
connection with several of the country’s leading ca} ine: 
manufacturers whereby a complete and extensive lin of 








































“Sonochorde” speakers for 
1927-28 include four models: 
two table designs; a_ wall 
type, and a floor standard 


type, ranging in price from cthinaté ati sities, Gio : ; 

2 . Bec g with the new chassis. 7} «se 
25.00 port ieee Fee —_" cabinets are to be purchased direct from the cabinet mony 
ers are oO e€ pertected cone facturer while the chassis comes from the Buckingham | 0; 
type. The supporting frame poration. 


of each model is finished in 
semi-gloss mahogany with 
base to match and is un- 
breakable. The cone itself is | -——OOM —————— 
covered with a deep wine- 


colored silk front neatly fes- : . 
tooned from the center. The Central Radio Laboratories 
Milwaukee, Wis. 








three higher priced designs 
are octagonal in outline while 
the popular Sonochorde Jr. is 
round with a base to har- 
monize. Each base is pro- 
vided with heavy felt pads 
making it impossible to mar 
the finest surfaces. All mod- 
els incorporate the actuating 
unit which is of the balanced 
armature type. At the top 
is illustrated the Junior model 
J-28. List $15. The Senior 
model A-2 is also shown, list 
$25. 


The “Centralab” tone 
amplifier is a power 
amplifier giving an ex- 
tra stage of audio am- 
plification. It is de- 
signed for the UX 171 
tube. Encased in wal- 
nut finished cabinet. 
Made in two models, 
one for a battery, one 
for dry cells. List, $16. \ 














The “Centralab” Radiohm is 4 
smooth, non-inductive variable re- 
sistance. Resistance is of graphite 
impregnated strip. Contact‘) 
means of tilting meta! disc forced 
into variable engagement with tli 
strip by a sliding shoe which docs 
not rub on the graphite. Six mode!s 
including ranges from 0 to 200,(00) 
ohms. Bakelite. List, $2. 


C. E. Manufacturing Co., Inc. 


Providence, R. L 


Lani Feeaunecr The “Ceco” type “K” tube is the company’s 
\ TYPE latest development. It is a special purpose 
KJ} tube for use in radio frequency stages of 
. receivers. Its characteristics are: If. .250 
Ip., 2.6; Mu., 12.0; Rp., 13,000; GM., 924; 
Mu., 2/RP., 11.1. With an amplification 





factor of 12, this increased efficiency has The “Centralab” heavy duty Radiohm 
been secured without the sacrifice of any | has greater current carrying capacity 
desirable quality in the tube. than their standard type. Will carry 


continuous current up to three watts. 
Panel can marked to provide settings 
for various voltages. Bakelite. Four 
models. List, $2. 





Buckingham Radio Corp. 
Chicago, Ill. 





The “Centralab” switch ty} 
radiohms and modulators comin 
a positive quick acting “A” | 
tery switch with oscillation or \0! 
ume control. Provides two « 
trols,—turning knob to right lights 
tubes, to left, decreases volusi 
Two models. List, $2.30. 



















This company announces to the trade their new one 
profit plan of radio merchandising. The basis of this plan 
is the new six tube, one dial control Buckingham chassis, 
which can also be furnished under private trade names. 
The circuit is the three stages of T. R. F. (transformer The “Centralab” station selector is 
coupled), detector and two stages of audio and is non- | a small, compact, non-adjustable device 
oscillating. The new illuminated dial control, together | to increase selectivity. A knob is pro- 
with all wiring, coils and important parts are completely | vided to cut selector in and out of 
shielded. Special attention has been given in the con- | circuit at will. List, $1. (7'urnto page 72) 
struction of the chassis so that it can be shipped and —_ 
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OMPETITION 
C will be stiff 
next season 

and we radio distrib- 
utors shouldn't be 
asked to pay the set 
maker a profit 
on cabinets, 
units, speak 
ers or other 
equipment he 
does not make. 


{ we * 
“That is why 


ur ‘One-Profit® Merchandising Plan 
will enable us, as distributors, to do a 
real job. 
“Buckingham will be extensively ad- 
vertised to dealers and the public. You 
llus the guaranteed Buckingham 
hassis. We buy—direct from. their makers 
whatever kinds of cabinets, units, 
-akers,etc.,we prefer.Wecan buy these 
m manufacturers cooperating with 
su in the plan, or from any other 
urces we wish. 


BUCKINGHAM RADIO CORPORATION 


- = 


~ 


Le 
+ 


gf 
S 


OPOSIIONI We want Jor 


“We can put out the particular kinds 
of complete Buckingham Radios that 
will best appeal to our customers. We 
can price the line according to our ideas, 
cash in on the Buckingham name and 
advertising and make good money be- 
cause we aren’t paying you a profit on 
the cabinets, units, speakers, etc. 


“That sounds like a sane, up-to-date 
merchandising plan to me. 

“You are absolutely right that the big 
sellers next season will be high-grade, 
beautiful radios at medium low prices. 


“Your demonstrations proved that, for 
performance, the Buckingham chassis is 
all that could be asked. 

“You have the cleverest new single 
control and illuminated dial arrangement 
I've seen. Your auxiliary vernier com- 
pensation for long distance is great. 


“Your etched metal panel is beauti- 
fully new. You have a rigid metal chas- 
sis and shielding. Six tubes, with three 
stages of radio frequency and two of 





Se ee ee em ee ee ee ee ee ee ee eee eH} 


audio, are the right ticket. Your chassis 
is certain to go big. 

“I know it’s quality-built. I saw that 
when I went through your large modern 
chassis-building plant. Your broad guar- 
antee satisfies me. 

“I know you area responsible and 
experienced organization, from the repu- 
tation, success and growth you've en- 
joyed in previous years. I know you will 
cooperate with and protect your distrib- 
utors the year around. 

“You have the radio merchandising 
proposition we want. Let’s get down 
to territory.” 


* *f * 


This is the way the Buckingham 
“One-Profit” Merchandising Plan ap- 
pealed to the numerous distributors al- 
ready signed up. Let us present it, in 
full detail to you. 

Tear off coupon as a reminder to 


CHICAGO 


REMINDER 


Write BUCKINGHAM RADIO CORPORATION 
Dept. 1106 

General Offices: 25 East Austin Avenue -« Chicago 

OC Without obligation, you may submit full details of 


the Buckingham “‘One-Profit’’ Merchandising Plan for 
Radio Distributors. 


O) You may ship us a Buckingham Single Dial chassis 
for 10 days test, with privilege of return without obliga 
tion if we so desire. 


Firm 
Individual 
Address 


City... 
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--and Now! 


Sentin el, 


—_—= Completely yds Saray , 


SS B-C Power Un 


































The day of the automatically operated radio set is here. Dependable, automatic Sentinel 
Power Units are rapidly supplanting all former types of radio electrical energy. 


Sentinel units allow the set owner extraordinary elasticity in his installation of acom § 
pletely automatic current supply. He can, if he owns a good “A” battery and charger # 
(other than the trickle type) make his equipment a completely automatic “A” power 
unit by using the Sentinel Automatic 
Control. The Sentinel Automatic Con- 











— — trol and Charger Unit makes any good gE 
See Us At The “A” battery a completely automatic “A” | 
power unit. The Sentinel Completely — | 

R. M. A. Show Automatic “A” unit provides control. 

= charger and a 4-volt or 6-volt “A” bat- 

Booth l 54 tery, all in one handsome, compact case. 

All of these units are equipped to make 

Stevens Hotel the Sentinel “B-C” power unit com 

. _ pletely automatic also. 
— Chicago J une 13-18 _ The Sentinel “B-C” Unit furnishes both “B 





and “C” voltage for any set regardless ot 
number of tubes, with ample reserve current 
—80 mil. at 180 volts. Going a step further. 
our engineers have scientifically combined all 
the Sentinel products into one compact, effi 
cient master unit for all radio power purposes 

—the Sentinel A. B. C. 






















450 
PR nn Neg ee gtd $ 50 $15 $29: 
utomatic nit supplies every 9 Sonten a a Control 
Power Requirement of Radio 7 Makes ae Battery and Seiakes Your tA" yo A’ = 








Seber’ *Co y pletely Automatic Power Unit 
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The First and Only-- 
Completely Automatic 
Radio Power Units 









The whole radio world has been looking for just such a solution of f¢ ”Y 
radio power problems as Sentinel Units offer. There is nothing on 

the market to compare with Sentinel Products—they are absolutely every 
unique—and their perfect performance is guaranteed. D1: 
Every Radio Dealer knows that much of his “service” expense is di- shenoeene 
rectly traceable to the battery troubles of his customers. Every “cut” Power 
in service costs is an added profit. When Sentinel units are installed Naas 


power troubles cease—the Dealer who sells the unit reaps two profits 
his margin on the Sentinel sale—and the saving in servicing. 


Strong, truthful advertising and an intensive marketing campaign are 
building a tremendous demand for Sentinel—so great, in fact, that we 
have been obliged to more than double our manufacturing facilities. 





You want to know all the facts—write us today or, still better, see us 


at the R. M. A. Show in Chicago. 


Sentinel Units are sold only through jobber channels. Our eighteen branches 
throughout the country are assurance of prompt attention to your orders and 


immediate delivery of merchandise. 





SENTINEL MANUFACTURING COMPANY a ee, 


9705 Cottage Grove Ave., Chicago, U. S. A. ™,3,meter tite atsctute son. 
lelephone, Chesterfield 0166, All Depts 








itinel Co’ Sentinel B-C Unit 
ompletely Automatic Furnishes ‘‘B’’ and ‘‘C’’ voltages 


mpletsty ones “ee A-B-C p. nit— $ 50 
on a for ANY Set with ample reserve e meters give absolute 98 
ot a Trickle Charger current: @@ all, of "80 pon control of all plate voltages 
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The Chaslyn Co. 


Chicago 


The “SOS” hydrometer tells 
the condition of the battery 
by means of three balls which 
are made of a very strong 
composition not affected by 
acid and their specific gravi- 
ties correspond to the critical 
points of a storage battery. 
If the three balls float, bat- 
tery is charged fully; if white 
ball sinks, charge is right; if 
green sinks, charge is lean, 
and if red sinks, charge is 
dead. List, $.75. 





THE 


OMET 


Om PANYS 


“UALIT Y LIN 


-OMET COMPA 


TVELAND OU 





The Comet Co. 
Cleveland, Ohio 








The “Comco” radio “A” battery, 
left, is a certified No. 6 dry cell. 
The No. 564 “Comet” is a “B” 
battery made especially for radio 
service—standard 45-v., vertical. 
Variable taps 22% and 45-v., 
packed in standard packages of 
six, length 8 3/16 in., width 314 
in., height 71% in.—9 Ibs. List 
$3.75. These “B” batteries come in 
seven other numbers: No. 566, 
super duty, 45-v., vertical, list 
$5.00. No. 563 large standard 45- 
v., horizontal, list $3.75. No. 560, 
Junior size, horizontal, 2214-v., 


list $1.75. No. 562 large standard 2214-v., horizontal, list $2.00. 
No. 567, large standard, 2214-v., vertical, list $2.00. No. 570 
“B” and “C,” V. P. sizes 2214-v. horizontal, list $1.75. No. 
559 “Midget” 2214-v., horizontal, list $1.50. There is also the 
No. 565 “C” large standard 414-v., list $0.60. 














Cutler-Hammer Mfg. Co. 
Milwaukee, Wis. 


The heavy duty switch has a long 
life mechanism. Only one hole needs to 
be drilled for mounting. The switch 
mechanism is enclosed in a dust proof 
case. C-H patented floating contactor 
construction insures contact at ail times. 
Jarring the set or touching the button 
does not affect the contact nor intro- 
duce microphonic noises even in the 
most sensitive circuits. Large, self 

C-H 8008 cleaning brass contacts assure positive 
Heavy Duty Switch connections over a long period. Lugs 
are included for making soldered con- 

nections. 








— 











The “UX” style low-loss socket is 
designed to fit the UX style tube. It 
is polarized by two large holes to fit 
the two large prongs of the UX style 
tube. Three important radio require- 
ments are fulfilled by this new socket, 
—one piece silver plated contacts, 
low-loss construction and small size. 
The contact clips are so designed that 















perfect contact is obtained at all CH 8018 
times. 






UX Style Sock« 







The low-loss “standard” socket }jas 
one piece, silver-plated contacts which 
reduce losses and prevent corro:ion 
losses. ‘The contacts are firmly eld 
in place by spring washers to assure 
unchanging operation of the tube and 
make connections on both sides of «ach 
tube prong. Silver-plated contacts in- 
sure good electrical connections. Ox di- 
zing does not affect the efficiency o/ 
the socket since silver oxide is as good 
a conductor as silver itself. The beat 
proof thermoplax base is unaffected by 

C-H 8009 heat when soldering. Contacts cannot 
Standard Socket loosen. The shell is made of thin 

orange bakelite. All current carr) ing 
parts are widely spaced, both in air 
and in the insulation base. 



































The radio toggle switch combines in 
an easy mounting, one hole switch, the 
convenience of toggle switch operation. 
It requires very little space back of the 
panel. Metal parts are finished in nickel. 
The large fan shaped contact, operated 
by the toggle lever, insures smooth and 
quiet operation. An indicating plate 
tells whether the switch is “on” or “off.” 
The switch is installed by drilling one 





hole. A _ single nut makes the switch C-H 7135 
adjustable for any panel thickness. A Toggle Clutch 
knurled nut holds the switch tightly to 

the panel. 








De Jur Products Co. 
New York 


Low - Loss Straight 
Line Variable Conden 
ser. Moulded Bakelite 
insulation on _ outside 
electrostatic field sus- 
pends stator plates 
which bear only on on 
point. Condenser frame 
4 grounded to rotor, eliin 
inates all hand capac- 
ity. End tie bar of 
rotor plates keeps spac 
ing uniform. End plates 
of brass, finished in 
highly polished nice! 













Power Rheostat. For socket 
power sets. Designed for a 
large current carrying capacity. 
Bakelite base 23, in. in diam. 
and is a single-hole mounting. 
The resistance element ranges 
from 1%, to 5000 ohms. The con- 
tact arm rides smoothly over 
the surface of the resistance. 
Soldering lugs are supplied for 
convenient connections. Made 
in any ohmage. 

(Turn to Page 74) 
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§ at the Show 


Call at Booth No. 20 and we'll 

take you thru the plant and show 

you HOW CeCo Tubes are made 

and WHY they make a good re- 
ceiver better. This is our 
personal invitation to you— 
Come! 








See these New and Important 
Members of the CeCo Family 











Type DY 

““CeCo’” type “‘D- 
Y,’’ corresponds to 
UX-216B and is a 
half wave rectifier of 
high emission and 
long life for use in 
A, B or C Elimi- 
nators or Power- 
Packs. 

Fil. Volts 7.5 
Fil. Amps. 1.25 
A.C.Volts 550 
D.C.M/A 65 


List Price $7.5C 











’ corresponds to 
and is 4 
power tube for volt- 
ages up to 425 used 
in special power- 
packs and sets de- 
signed for high volt- 
ages and currents. 
Fil. Volts 7.5 
Fil. Amps. 1.25 
Plate Volts 
UX Base— 
Long Prongs 


List Price $9.00 








Type D-1 
Pan type ‘‘D- 
: corresponds to 
Ux. 213 and is a full 
wave rectifier of 
high emission and 
long life. For use 
in A, B oT Ye 
Eliminators or power 
packs. 

Fil. Volts 5 

Fil. e. Z. 

A.C.Volts 220 


D.C.M/A 65 
List Price $5.00 











Do You Know That— 


| CeCo Tubes are evacuated by an exclusive process that insures 
' longer life? 

CeCo brought out the FIRST HIGH-MU Tube for Resistance 
» Coupling? 

CeCo made the first special hard detector tube? | 
CeCo is the largest plant in the world making radio tubes ex: ; 
clusively? 
1.CeCo Tubes are endorsed by competent radio authorities? 





RADIO TUBES 


15 Types - A Need for Every Type 
C.E. Mfg. Co. Inc, Providence R.LUSA. 


Largest Exclusive Tube Manufacturers in the World 
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The motor-generator 
designed for radio may 
also be installed in the 
basement, closet, or 
storage room and is the 
source of supply for 
operation of the set, 
without batteries or 
eliminators. 
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Day-Fan Electric Co. 
Dayton, O. 


The Day-Fan motor- 
generator receiver has a 
six tube R. F. circuit 
in which the _ tubes 
operate in series and 
the “A”, “B” and “C” 
power is supplied by 
means of a motor-gen- 
erator set. This set is 
said to produce con- 
stant voltage and out- 
put regardless of varia- 
tions in voltage in the 
power line. Servicing 
is confined to oiling at 
two points yearly. II- 
lustration shows set in- 
stalled in one of the 
company’s new cab- 
inets. The chassis is at 
the top, with the speak- 
er at the bottom. 





The company offers, in addition to the above, five and six 
tube A. C. socket power sets; six tube D. C. house lighting 
socket operated sets, as well as six and seven tube battery 


operated sets. 








Lamp socket antenna screws 
in any light socket and thus 
does away with the need of 
indoor or outdoor aerials. 
is neat, simple, safe, consumes 
no current, and is approved 
by the National Board 
Fire Underwriters. List 


$1.00. 


It 


of 
is 


Electrad, Inc. 
New York 


“Royalty” variable high resist- 
ances are recommended for use in 
circuits where an accurate and de- 
pendable control of volume and 
tone is desired. Points in their 
favor are (1) resistance always 
the same at the same point. (2) 
Contact made positive by metallic 
arm on wire wound strip. (3) 
Whole range of resistance covered 
by one turn of knob. There is a 
range for every purpose, designat- 
ed A to L. 





WIRE FROM HERE TO 
AERIAL TERMINAL ON RECEIVER 














“Phasatrol” is a balancing device fy, . 
radio frequency amplifiers. It fur tipy. 
to check the oscillations and hen:« the 
disturbing noises, squeals and how). the, 
cause in the radio frequency an: \if¢; 
circuit. (1) it is very easy to ins: || jy 
any tuned, untuned, or reflex set. (9 
Once installed and adjusted, it i. pe; 
manent. No additional adjustmen . ar, 
necessary. One instrument is re: ired 
for each stage of radio frequency 4 \)))j 
fication. List is $2.75. , 














hee SAR. 


no ee ge 


META 
fc 






LLIC 





“Electrad” metallic grid leaks are accurate under any 
weather or working conditions. They are non-hygroscopic and 
have great current capacity without overheating or change of 
resistance. In their construction, no paper, varnish or fiber js 
used and the resistance element is fused on the glass. Capaci- 
ties from 5,000 ohms to 10 megs. List 50c, Canada 75c. 








Dongan Electric Mfg. Co. 


Detroit, Mich. 


The introduction of the new Ray- 
theon BA 350 MA tube has caused a 
wide-spread demand for this type of 
eliminator. This company has brought 
out a transformer No. 3591 and double 
choke No. 3584 for use with the new 
Raytheon tube. Dongan builds power 
transformers in two types both for 





201-A Tubes, one having 700 volts cen- 
ter tap 300-400 mils, and 5 volt % 
amperes center tap, and the other 750 
volts center tap 300-400 mils with 5 
volts 14 amperes center tap and 4 volts 
5 amperes. The double chokes, in- 
closed in a metal case, are designed 
for 300-400 mils. The transformer also 
is built into an attractive metal case. 











Grigsby-Grunow-Hinds Co. 
Chicago, Ill. 





The “Standard-B” current sup- 
ply has a rating of 45 mils. at 
135 v. A lower priced mode! for 
not more than 9 type 201-A tubes 
or equivalent. Similar in ap- 
pearance and output rating to 
“Super-B.” List, $26.50. West 
of Rockies, $29.00. 









The “Super-B” current supply 
has a rating of 45 mils. at 135 v. 
Will deliver current up to 12 
type 201-A tubes or equivalent. 
Gives 180 v. for the new type 
171 power tubes. Two variable 
output voltage controls make a 
simple adjustment. Has 4 ter- 
minals. Affords wide range of 
adjustment. List, (less tube) 
$29. West of Rockies, $31.50. 

(Turn to page 76) 
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Borkman Velvet Radio Speakers 
4 | The Last Word in Sound Reproduction 


: 





































The spell of radio magic is 
unbroken when carried to the : 
ears by Velvet speakers. | 


Not merely rare beauty, but 
new acoustic principles distin- 
guish this startling departure. 


, ; The Jewel ont 
y~ No. 21 is _ prob- 
When the “‘Jewel 


a q speaker ever pro- é 
of ; ' duced — certain- Case” top is lifted 
ably the finest the volume is be- 
ht : ly it is the best yond belief. There 
le ever placed on the is the feeling that 
2 market for public the artist who is t 
; acceptance. Radio singing or playing 3 
er ’ is transformed in- 3 is very near. 


When the lid is 
closed the music 
comes through as 
though the orches- 
tras of Fairyland 
were playing. 


to living breath- 
ing reproduction 
satisfying to the 
keenest musical 
critic, and_ soul 
delighting to the 
layman. 


























The Jewel Case No. 21. 


List Price, $40. 00 











Electrical Jobbers are at this time preparing 
their catalogs for the coming season. No line of 
speakers can be included in their books which 
will produce such a volume and profit as the 
Borkman Velvet speakers, and there will be no 
“service” comebacks. 

Dealers everywhere know the Borkman Vel- 
vet speaker. The jobbers’ salesmen handling 
them will find a large field awaiting them. 

No. 9 Reflex Lantern No. 18 Coniform Speaker 

List Price $12.5 List Price $25.00 











Manufactured by 


Sales Representative to the Radio department mana- 
Jobbing Trade gers should write the Zinke The aa 


Company at once for territo- ‘ 
The ZINKE CO. rial arrangements. Write Salt Lake City, Utah 
bees mies Gar cies ie)- aie GENERAL SALES OFFICE 
1828 S. Michigan Ave. y> Ss 8 g 


230 E. Ohio Street 
Chicago short. Chicago 
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Model 584. Made 
same as above. Due 
to patented process 
can be mounted wood 
to wood without vibra- 
tion. Designed for 
small console cabinet. 
Front area, 12x63, in. 
Depth, 8 in. Tone 
travel, 26 in. Draw- 
ings and prices on re- 
quest. 









Molded Wood Products, Inc. 


Chicago 














The “Master-B” current sup- 
ply has a rating of 60 mils. at 
150 v. The maximum voltage 
will operate UV-112 and UV-120 
power tubes (135-150 v.) but 
also the super-power tube type 
UV-171 (180-v.). Very satis- 
factory for 10 tube sets. Also 
on sets using heavy biasing “C” 
batteries. List, $31.50. West of 
Rockies, $34. 


Fore Electrical Mfg. Co., Inc. 
5255 Wabada Ave., St. Louis, Mo. 


The type “T” Fore 
combination charger 
will handle any 6 volt 
“A” battery at a 2% 
amp. rate, or by throw- 
ing a toggle switch may 
be converted into a 
trickle charger deliver- 
ing % to % of an amp. 
May be had with or 
without ammeter and 
bulb. Height, 714 in. 
Width, 6% in. Length, 
8%, in. Weight, 10% 
Ibs. List with ammeter 
and bulb, $16. 





“Fairfax Master” 
cabinet horn model 
595. Made of mold- 
ed wood only. 
Long tone travel. 
No distortion. No 
vibration. No spe- 
cial mountings 
needed. Bell, 20x 
18 in. Depth, 14 
in. Tone travel, 8 
ft. Drawings and 
prices on request. 





Model 540. Made 
same as model 595. For 
the console or where 
space will _ permit. 
Front area 61/,x16 in. 
Tone travel, 40 in. 
Depth, 101% in. Draw- 
ings and prices on re- 
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N. & M. Mfg. Co. 
Chicago, Ill. 


(The Zinke Co., Chicago, Distributors) 


The No. 333, “Three-In-One” storage battery 
and filter has three gravity tubes which give i: 
condition of battery and indicate necessary 
For testing “B” batteries, a small, live-rubber 
inserts in the regular nozzle. 
rubber bulb and_ nozzle. 
rubber inserts. 


List, $1. 








Mueller Electric Co. 


Cleveland, O. 


nished with screw 


for polarity. 
heavy springs. 











Polymet Mfg. Corp. 


New York 


Finest glass tube, 
Bakelite ends with 


No. 24—A universal clip. 
connections 
Shipped in pairs, properly marked 
Made with 
Clips for storag 
battery use have coating of pu 
lead. A size for every purpos 







ster 


tant 


ion 

ube 
ve- 
ird 






k ur- 


extra 


rt 






A complete line of “Wire 
Wound” resistors are specially 














10 to 20 watts. 





designed for use in “B” Elin 
inators and Power Amplifiers 
or anywhere that a fixed re- 
sistance of high current carr) 
ing capacity is called for. 
cover a wide range of values, 
from 750 to 100,000 ohms and 
are designed to carry high cur- 
rent with a dissipation of from 
These resis- 


They 


tors are compact and easily in- 


The “Polytrol” is a 


tube 


ballast or automatic rheostat. 
It employs a nickel resistance 
element and is made in various 
values for use with any of the 


numerous types of 


vacuum 


tubes on the market. They are 
furnished with genuine bakelite 
bases with specially designed 


spring phosphor bronze 
tact clips. 


con- 




















stalled in anv circuit. 














The company is making 
new line of Rheostats 
Potentiometers. 


brass. This type construct 
allows heat absorption 
more readily than does 
usual type. 


A specially designed cont 


arm of spring phosphor bro) 


assures positive even cont 
over the entire range fr 
zero to maximum. 





quest. 





The bases « 
these are made of the highvs 
quality, ball polished, nickelc 


The wire elemc 
is firmly held in place due | 
the groove method of windin 
the resistance; no glue is used. 





m 
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Absolutely New 
No Other Radio Like It 


Apex Radio for 1927 is the result of a four- 
year development. It is entirely different— 
the circuit has nothing in common with any 
other circuit in the present 
day field ofradio, while the 
cabinet design and work- 
manship are unquestion- 
ably the finest values ever 
offered the buying public. 


APEX means radio at its very best 
— easy to sell and stays sold. 
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The APEX 
Consoles 


are masterpieces of cab- 
inet craftsmanship. They 
are products of the 
Plymouth Radio& Pho- 
nograph Company, of 
Plymouth, Wisconsin. 


Specially designed for1927- 
4. «1928 Apex Radio Receivers. 


See Us at the R. M. A. Show 


The Complete line of Apex Radio Receivers, both 

® inthetable and console types, will be shown there. 

| During the Show Apex plans for 1927-28, also 

“ price range and other interesting details will be 

» announced. Regardless of present line-up see the 

Apex showing if you would keep abreast of Radio 
development. 




















BOOTH 94 
Stevens Hotel 
Chicago—June 13-18 












G 





Prices and complete data on Apex Sets adapted for 
socket power operation will be available shortly. 


APEX ELECTRIC MFG. COMPANY 
| |4'0 West 59th Street (Radio Division) Chicago, U.S.A. 
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4 DEALER FRANCHIS 


Backed by a Allie 
pA RADIO STANDARD | ieee Chassis 


SST DS OL ST OS LD ee DS 


——ee 





a 


O OUR jobbers and 
dealers, the Amrad 
Franchise represents a 
highly profitable con- 
nection. There will be 
only a limited number, 
however, because the Amrad policy 
is to restrict jobbing territory to 
exclusive distributors—and appoint : Amrad 7-tube Chassis, Pure single dial con- 


exclusive dealers only. trol. Fully shielded—shown above with two 
shields removed. Micrometer precision and 


This means close co-operation moowrigy mel d construction has given to every 
. : art, from c s . a 

with our jobbers and dealers—and ’ alias anlar "eal — ver, 

in back of it all a radio set unique ; nese that, means once install- 

c Si ed the mrad set may e 

in the industry. forgotten. It. won't need 

For we have created, as a result ee 

of four years of engineering prog- POR 

ress, a heavy-duty, 6, 7 and 8 tube | 6-Tube 

chassis, pure single dial, solid cop- ‘sade ae ya ee ‘ aneoie 
. * »ix-tube chassis anc uilt-in one peaker, in 

per shielded, so selective, SO ex- cabinet of dark selected walnut, simple and grace- 

quisite in tone, so rugged in con- ful in design. Drop door in front. Loop or an- 

struction that it fully deserves the ag Be 

praise it has met with wherever it 7-Tube Compact 


Pure one dial 
has been shown. control, 


Complete line of Royal Series Am- 


eee 





fully 
shielded, loop or 


rad Receivers on exhibition at the 
Chicago Radio Trade Show, also 
full outline of Amrad National Ad- 
vertising in Saturday Evening Post 
and daily papers. Stevens Hotel— 
539-A. 

For full ye tantecra soneanene open 


The Amrad Corporation 
Medford Hillside, Mass. 


(Manufacturers of Amrad Sets under 
R.C.A. and Neutrodyne licenses, for 
the Crosley Corporation.) 


antenna operat- 
ed. Artistic 
cabinet of 

hand pol- 

ished wal- 
nut. Ex- | 
tremely selective 
—with mellow 
tone character. 


=> Pe Pee PRS s 


NEU TRODYNE 


TST SoS So OLS SS SS, SS ~~ 


A sign of utmost 
quality! 





< 
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Oe Standard 


Since 1915" 


\ for all 


= 


Nf y 
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Since {95 Since /9f5 Since /9/§ 
Standard Standard a Standard 
\ for all for all for all 
\ Sets ets 


‘ Sets 


Ve 
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. 
RADIO Z TUBES 


Now more than ever= 


Since /9/5 | 


Standard —— 


fe 


Yets 






Standard for all sets 


Since (915. 
Sta ndard 


for all 
Sets 





Twelve years of concentrated 
effort on a single product has 
brought such uniform perfec- 
tion that confidence in these 
tubes and in the name they bear 
is almost universal among radio 
enthusiasts. 


The vigilance that has won for 
Cunningham Radio Tubes such 
national demand serves as a 
trade stimulant and justifies the 
jobber and dealer confidence 


placed in this nationally adver- 


tised product. 
E. T. CUNNINGHAM, Inc. 


New York San Francisco Chicago 
Since 9/5 Jince {9/5 Since {9/5 Sin e/§ 
Standard eet Sta rect Ir f ‘anaemia Sti IT lard a Stan | 
for ali i rall jot all for i 
\ Set Sc rs Yet Sers 


Ee 
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J. H. Parker-Aeolus, Inc. 


The No. 8815 Air-Gap radio lightning arrester is a 
product of this company. It also makes a No. 8816 
non-air-gap, and a No. 8817 condenser. 





Radio Corp. of America 
New York 


About July 1, this company will introduce two AC types of 
Radiotrons having operating characteristics similar to those of 
the 201-A type and which insofar as performance is concerned 
give the same results obtainable from the 201-A or 199 types 
of tubes but in which unrectified current obtained from a step 
down transformer eliminates the usual “A” battery. These 
new types of tubes will be known as the UX-226 and UY-227. 

On about June 1, it is planned to introduce two new and 
improved Radiotron rectifiers of the filament type for use in 
“B” battery eliminators, or, in special circuits for “A” battery 
elimination employing series filament drive. These tubes will 
be known as types UX-280 and UX-281. 

The new AC Radiotrons will not be immediately applicable 
to the present types of receivers, according to the company, and 
they are not to be considered as taking the place of any of 
the present types of standard vacuum tubes produced and 
marketed by the RCA. To accommodate the new AC tubes in 
the prevalent types of broadcast receivers, it would be necessary 
to make radical changes in design, and in many cases it would 
be entirely impracticable. The new Radiotron rectifiers, on 
the other hand, are applicable to many existing radio rectifying 
devices without further adaptation. They will give outstanding 
performance in battery eliminators especially designed for their 
characteristics. 








Raytheon Manufacturing Co. 
Cambridge, Mass. 


This company has announced a highly efficient, non-breakable, 
and foolproof rectifier known as the Raytheon “A.” This 
device is in the form of a stout metal cartridge about the 
size of a man’s thumb, quite free from delicate filaments, 
chemicals or moving parts. It is merely snapped into a clip 
holder and forgotten, whereupon it goes to work supplying a 
current of 214, amperes or less, at 6 volts. Suitable step-down 
transformers have been designed by several leading manufac- 
turers, and complete units using this remarkable rectifier are 
now on the market. Raytheon “A” is ideal for storage-bat- 
tery charging. List, $4.50. 








Sentinel Manufacturing Co. 
Chicago 


The _ Sentinel com- 
pletely automatic “A” 
unit consists of a stor- 
age battery, 60 amp. 
capacity, seven plate, to- 
gether with a heavy 
duty two amp. “Tungar” 
type charger and_ the 
Sentinel completely auto- 
matic control. List, in- 
cluding two amp. “Tun- 
gar” or “Rectagon” bulbs 


$40. 








~~ 


The “B-C” power 
unit employs two recti- 
fier tubes, and delivers 
80 milliamperes at 180 ( 
volts. Intermediate volt- y j 7 ( 
age is 0 to 100. De- | 
tector, 0 to 75. Out- 
put for last radio 
stage is variable to 200 
volts. Provides two 
negative “C” bias volt- 
ages; fixed 41/4 volts, 
variable, 4144 to 465 
volts. List complete 
with tubes, $44.50. 





The “A-B-C” combina- 
tion unit is a combina- 
tion of the “A” = and 
“B-C” units, forming a 
complete supply for all 
radio needs. When the 
receiver is turned off it 
automatically charges 
the “A” battery. List, 
complete, $79.50. 


The automatic con- 
trol connects to any 
storage battery and 
any type charger ex- 
cept a “trickle,” also 
connects to any “B” 
power unit, making 
power equipment auto- 
matic. The operation 
of the filament switch 
completely controls the 
turning off and on of 
a: Sh oO Oe 
power. Cuts off 
charger when the bat- 
tery is fully charged. 
List, $15. 








Stewart Battery Co. 
Chicago 


The “Electric \° 
socket power unit is an 
“A” eliminator, contain- 
ing no liquids, acids, 
tubes or moving parts 
and is noiseless in 0p 
eration. A_ Raytheon 
“A” rectifier tube. 
specially desig: 
transformer, and 
Stewart “Flintox” 
capacity condensers * 
choke coils are | 
Automatically 
trolled from the r 
set switch. List, 
volt, 50-60 cycle moe!) 
$37.50 east of Roch i 

(Turn to page 
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eAnnouncement 














‘Abox 





COMPLETE 


‘A Battery Eliminato: 


Now Available 


NOTHING ELSE TO BUY 


Licensed by the ANDREWS-HAMMOND CORP., 
under Andrews’ condenser and other Andrews 
and Hammond Patents and Patent applications 


The Best and Cheapest “A” Power 


The Abox ‘‘A’”’ Eliminator is a rectifier and 
an Abox Filter circuit in one compact 
unit. It changes the alternating current 
from the light socket to hum-free direct 
current for operating eight or less large 
tubes at 6 volts. Simply connect to any radio 
set without changing the wiring and turn 
the switch at the light socket. 


It contains no batteries in paste form or 
otherwise. The same condensers that proved 
their efficacy in the Abox Filter are used 
in the Abox ‘‘A’”’ Eliminator and supply 
the enormous capacities needed for a low 
voltage filter. These condensers cannot be 
punctured or broken down—they do not 
need replacing and their characteristics do 
not change with use or disuse. 


The ADOx 


The Abox will give the same long life 
and the same 100% customer satisfaction 
that the many thousands of Abox Filters 
now in use throughout the country have 
given in the past. It is fully guaranteed for 
one year from the date purchased by the 
customer. 

Each part of the Abox ‘‘A’’ Eliminator 
is carefully designed and has been tested 
over long periods. Together they form a 
perfectly co-ordinated unit which is not 
only the dest but the cheapest source of ‘‘A” 
Power for radio sets. 

We will be pleased to furnish detailed 
information. Send for circulars or see us at 
the Abox booth and demonstration rooms 


at the RMA Trade Show, Chicago. 


mpany 











215 NORTH MICHIGAN AVENUE CHICAGO, ILLINOIS 
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/ PRODUCTs \ 


EE \ 


0., was decorated by E. E. McKimm—window specialist—through 
the co-operation of Mr. J. G. Engler, Hemco Missionary Man. 


Modern Electrical Conveniences | ag window of the Kansas City Power & Light Co., Kansas City, 


Keep Hemco Display 
2 yt Boards Working 


EE 
The quality, convenience and beauty of Hemco Plural Plug 

are apparent on sight. By keeping samples of Hemco Plugs 

out where the customer can examine them, sell himself one, 

the Hemco Display Board has proved itself a builder of sales 





Hot weather is coming, bringing fan sales, a heavier « 
mand for all appliances—and each sale means a new pro 
pect for a Hemco Plug. Now—more than ever—it will pa) 
you to remind dealers of Hemco Display Boards. Get thos: 
who have a board to keep it constantly in view. Sell a board 
to every dealer who hasn’t one. He pays for the plugs only 
and at 40% discount—making the price $2.40 net. 


So comn SET CE 
EATALOe HO.2SS 





ree 
a 


— 4) 
\ HEMCO | 


fa PRODUCTS 


It is our aim to keep Hemco Jobber Co-operation so cit 
it shall be forever established as a standard of compq@ * 


PRINT IN BL 
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Hor weather is here in some localities—coming every- 
where. Fan sales—with your annual dividends from 
“Old Sol” are on the way—and you can boost them—if you 
work things right. 

Every fan—sold now or already in use—means a pros’ 
pect for a Hemco Plural Plug—because there never seems 
to be enough outlets in the home, in the right places. Your 
chance for profit lies in seeing that your dealers have a com- 
plete stock—the right model to suit every fan customer— 
or every buyer of a toaster, iron or percolator, for that 
matter. Many electrical appliances sell better in hot 
weather. 

Hemco Sales Co-operation will be concentrated on 
boosting your Plural Plug Sales during June and the follow- 
ing hot weather months. This decorated window of the 
Kansas City Power and Light Co. is an example of the 
work Hemco Missionary Men will do. Think what such 
displays in the windows of your best retailers will mean 
to your sales. 

Chosen for their merchandising knowledge—the ability 
of Hemco Men to aid you in educating dealers to the profit 
making advantages of Hemco is proved by letters of appre- 
ciation written by jobbers everywhere. 

Are you taking advantage of the help the Hemco Mis- 
sionary Man working in your territory can give? You get 
the credit for his initial orders—the repeat business which 
always follows the introduction of Hemco. By putting 
sales helps in your dealers’ stores—getting them used to 
best advantage—the Hemco Missionary Man can give your 
work a better tie-up with Hemco National Advertising— 
which tells the story of Hemco quality and conveniences 
to the public. 

Shall we arrange to have a Hemco Man work 
with you? Write your sales manager today. 





George Richards & Company 
557 WEST MONROE STREET, CHICAGO 
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ies in with Fan Sales 








The First Permanently 
Beautiful Bakelite 
Wall Plate 


The finish—that’s the big difference in 
Bakelite Wall Plates. The new Hemco 
Process (protected) improves the natural 
lustre and beauty of Bakelite—creates!a 
satin finish which will never finger-mark 
or mar from any reasonable use. 


The rich brown color does not vary or 
fade. Hemco plates will be uniformly 
beautiful years hence. Hemco Plates 
harmonize with all fixtures, all schemes 
of decoration and fit every standard 
switch or receptacle exactly. 


Hemco Wall Plates are thick for excep- 
tional strength. They are practically 
unbreakable—have heavily ribbed backs 
to preserve their shape. 


Introduced but a few months ago, Hemco 
Wall Plates already enjoy an unparalleled 
demand — your guarantee of profits from 
pushing Hemco. 
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The Stewart “B” 
uses any type of gas- 
filled rectifying tube 
and is equipped with 
taps for 45, 6714, 90 


and power voltage. All 
binding posts and con- 
trols are inside’ the 
case for protection. The 
current is controlled by 
the primary circuit of 
the transformer, this 
giving more _ perfect 
voltage regulation than 


in older designs. It is 
noiseless in operation 
and has no _ liquids, 


acids or moving parts. 
The 50-60 cycle model 
is priced at 
without tube, 
the Rockies. 


$29 list, 
east of 









The “Tu-Rate” “A” 
charger is a_ trickle 
charger which can be 
converted into a 214- 
ampere charger when 
the battery needs boost- 
ing. It uses the Ray- 
theon “A” _ rectifier. 
The 50-60 cycle model 
lists at $12.00 east of 
the Rockies. 
















Stewart “A” storage bat- 
teries are the heavy duty 
type with improved radio 
terminals, heavy connectors 
and an extra strong compo- 
sition case equipped with 
bail handle. Plates are 
uniform, machine _ pasted, 
formed hard for long life 
and porous for maximum 
capacity and constant flow 
of current. Prices are mod- 
erate. 








The electric “A-B” is a combination of the Electric “A” and 
the Stewart “B” into one compact unit in such a way that 
there is no electrical interference between the two units. The 
6 volt, 50-60 cycle model is priced at $63.50 list, without tube 
for the “B,” east of the Rockies. 

The “Super A” is a combination of the heavy-duty “A” Bat- 
tery, a Stewart Hi-Rate Charger and a Power Controller into 
one unit controlled automatically from the radio set switch. 
The Super “A,” 6 volt 50-60 cycle model, is priced at $34.50 
list, east of the Rockies. 


The “Duo-Rate A” unit is a combination of a 40-ampere 
hour heavy-duty “A” Battery, the “Tu-Rate” charger and an 
automatic relay. It has a trickle rate for normal use and a 
214 ampere rate for a boosting charge when necessary. It also 
has the “B” eliminator plug for controlling “B” power from the 
radio set switch. The 6 volt, 50-60 cycle model is priced at 
$27.50 list, east of the Rockies. 


The automatic “Hi-Rate A” charger is a dry solid rectifier, 
using the Raytheon “A.” It is the charging unit used in the 
Super “A” and is automatic in that it stops charging the 
moment the battery is fully charged. The 50-60 cycle model 
lists at $19.00, east of the Rockies. 

The power controller controls both “A” and “B” power from 
the radio set switch when used in connection with any good high 
rate charger, storage “A” battery and “B” eliminator. It lists 
at $7.50 east of the Rockies. 
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The Sterling Mfg. Co. 


Cleveland, Ohio. 


The R-96, six volt “A” 
power is for sets from th 
ten tubes. No tubes—us 
amp. “A” Raytheon re 
Employes two stages filt 
large capacity. Indicator 
point of highest operatin, 
ciency. Internal auto 
switch gives instant contr 





The R-107 is an automatic relay 
switch which this company has an- 
nounced. 










The R-94 is a 21%, amp. “A” bat- 
tery charger using a Raytheon recti- 
fier. It takes the place of a 4 volt 
“A” battery or equivalent dry cells 
Operates from 115 volt, 60 cycle cir- 
cuit and delivers ample filament cur- 
rent for sets having as many as 1() 
type 199 tubes. May be used when 
“B” batteries are retained or with 
a “B” eliminator in which case the 
two units are connected by means 
of an eliminator plug and socket in 
front of the “A” unit. 





















The company is also bringing out a new B-C eliminator, R-95, 
capacity 180 volts, at 35 mils, and is combining the R-98 and 
the R-96 as a complete “A-B-C” socket power unit No. 100 















Timing Gears Corp. 
Chicago 















The model A ball and socket aerial! 
is full adjustable. Consists of spear- 
head top, guy-wire collar and gable 
roof ball and socket base. One in 
pipe size. An one-half in. model D 
is also made. Lists model A, $3: 
model D, $1. 

Models B and C are also made of 
the same general design but with base 
adjustable to any angle from ver- 
tical to horizontal. Lists, mode! B 
(1 ” pipe size) $3, model C (14” pipe 
size) $1. 





The guy-wire anchor is 

a permanent and secure 

fitting to anchor guy 

wires. It will take guy- 

wire strain at any angle. 
List, $.15. 

(Turn to page 88) 
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Needed! 








decorative 


2” Fie Bis vc vecesnceckecnees Price each $3.00 
Sets consist of spear-head top, guy-wire collar 
and full adjustable Gable-roof Ball and Socket 
Base. 
MODEL D 

Sh SOs DANE oo 6 ole <o-o.0 ea ele since Price each $1.00 
Sets consist of spear-head top and full adjustable 
Ball and Socket Base. 

These Bases are adjustable to all the various 
pitches of Gable-roofs. 





GUY-WIRE ANCHOR 
Pbice CRON S seiiicas ost oeeee cus 15¢ GUY-WIRE COLLAR 
1° Pipe Size..... 
Is a permanent and secure fitting 1%” Pipe Size.... 


to anchor guy wires. Will take 
Guy-Wire strain satisfactorily at 
any angle. 


Presents attractive and 
appearance 
and permanently supports 
an efficient outside Aerial. 


..-Price each 15e 


Is set-screwed and can be posi- 
tione? anywhere along the Mast. 














Fe iia oss 5e n0es anus Price each $3.00 


Sets consist of spear-head top, guy-wire collar 
and full adjustable Ball and Socket Base. 


MODEL C 
ee ING DIE s cdc cs acceccavdes Price each $1.00 


Sets consist of spear-head top and full adjustable 
Ball and Socket Base. 

These Bases are adjustable to any angle from 
the vertical to the horizontal. 


OUTRIGGER 

PRICe COO a cccccndenedaecss OO 
Is 1” Pipe size to fit Model A and 
Price each 25e Model B Masts. When used as 
lead-in wire outrigger, use 
wooden extension long enough so 
that lead-in wire will clear. 
When used as Guy-wire Outrig- 
ger use %” Common Pipe. 





Tine GEARS DoReeRATian 


2801-2815 FULTON ST. 


CHICAGO, ILLINOIS 
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Easy Seller! 
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Quality Line 


COMCO 


GUARANTEED 
RADIO A, B and C BATTERIES 


FLASHLIGHT BATTERIES OF MERIT! 


Complete Line All Sizes Guaranteed 


JOBBERS WRITE for attractive proposition on Comet Batteries 
Attractive territories available to Manufacturers’ Agents 


THE COMET COMPANY 5100 Superior Ave. Cleveland, Ohio 
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By simply detaching base, 
this cone is changed from a 
console type to a wall model. 





cone speaker makes it a remarkably fast seller. Carry one under your Bank Wound Loop i 
rr ; : = " a ee = . made of solid walnut 
arm. Show dealers its beauty—its double decorative use—its repro ee 


ducing perfection. Explain to them that this speaker is built on the 
same principle as the famous “Majestic” 


Send in more speaker orders than you ever have before 


more “repeat” orders. 


Our fair jobber policy assures you of a wide profit on each “Fiat” 
sale. We want you to make money. 
Push the new 
with your trade. Your dealers will thank you for selling them this tivity. The Fiat Loop 


Get in on these profits now! 


‘moving speaker. 


Send Sample Order Today—and 
Watch this New Cone Sell! 


“FOUNDED ON THE BELIEF THAT THE 


NEw 2 Use:FiAk(one 


a Distinctive Art Speake 





and low price. 


SALESMAN OF 





THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


1 


at “7 
ONLY 


—New Beauty 


Beautifully finished in blue and gold with neat walnut frame, the 
**Fiat’’ Cone harmonizes with the finest furniture. 


—New Tone Quality 


The tone quality of the “‘Fiat’’ is equal to that of the highest 
priced speakers. This cone is built on the principle of the famous 
**Majestic’’ Horn Reproducer. 


—New Volume 


The deep resonance of its tone also matches the higher priced 
speakers. 


—with this Guarantee 


We guarantee the ‘‘Fiat’’ Cone will give complete satisfaction, if 
not tampered with. 


ERE is the speaker that radio users have been waiting for—a cone 
speaker that combines distinctive beauty—wonderful tone quality— 


Its double decorative value appeals strongly. By simply 


detaching the base, the new “Fiat” is easily converted from a console 


type to a wall model. 


sired. 
tone quality is excellent—as finely tempered as that in the highest priced 


speakers. 


[ [ 7 


» & 


obbers’ Salesmen 
xs PROFITS wit 


The low price for the high quality offered in the new “Fiat” 


j 
: 


Horn Reproducer. 


and get 





Set it on the table—hang it on the wall, as de- 
Its powerful volume is adjustable and free from buzzing. The 


Fully guaranteed. 





This new 1927 model 





finish, hand-rubbed. |; 
Its beauty of design is 
an adornment to any 
radio set. This loop ff) | j 
turns on a 77-inch ' i 
radius. The patented 
Bank Winding makes 
the small size possible 
—and secures a high 
ratio of inductance to 
distributed capacity, 
insuring unusual sensi- 








Antenna meets com- 
pletely the require- 
ments of the _ ideal 
loop antenna 


We have just ac- 
quired the sole right 


for the manufacture . 
and sale of this loop ; 








rAT WE ‘ES 
LAL DI] V LCE 


2540 N. Fiala ieee 








Chicago, IIl. 


Every Fiat Loop is guaranteed against 
any mechanical or electrical defects 
Send sample order today. Specify Type 
**C’* Console Fiat Loop 








List price only................ $12.50 
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Sunlight Lamp Co. 


Newton Falls, O. 


This company is introducing, at the 
Radio Manufacturers Association 
Trade Show in June, its new line of 
radio tubes—Sunlight ‘“Crusaders”— 
which are of special reinforced con- 
struction. They carry an uncondi- 
tional guarantee for one year, made 
possible by the solid reinforcement 
standard in all types. 


The filament cannot be jarred out 
of position, nor can it come in con- 
tact with the grid and burn out. 
Better reception is claimed, as the 

rigid construction tends to eliminate microphonic noises; made 
in all types so that the line is complete. 





Signal Elec. Mfg. Co. 


Menominee, Mich. 














The “Signola” console receiver is of the T. R. F, type, having 
three stages of tuned R. F., two audio, completely shielded, 
and will accommodate the new power tube or new detector tube, 
although the maximum volume can be obtained by the use of 
the regular 201-A tube. One dial control. Cabinet of burled 
walnut equipped with cone type speaker. 








Swan-Haverstick, Inc. 


Trenton, N. J. 

The “Aero” com- 
ps plete aerial kit No. 
270 consists of 100 ft. 

No. 7/22 wire; 50 ft. 

No. 14 lead-in wire; 

25 ft. No. 18 fixture 
one lightning 
two insula- 
tors; two ground 
clamps; one lead-in 
strip (brass); one 8 
in. porcelain tube; 12 
staples; four knobs; 
two eyes, and one in- 
struction sheet. List, 
$5. 


> 
AERO 


wire; 
arrester; 


“A” battery connectors may be had in 
standard packages of 250 pair. List, 
$0.10 per pair. 














United Radio & Elec. Corp. 


Irvington, N. J. 





Eight tubes comprise the “Ureco” line. Above is illust: 
the DX200 detector tube for storage battery sets, the No 
special tube for last audio frequency position, and the No. » 
standard storage battery detector and amplifier. Other {) ).; 
are: No. 120 for last audio; No. 199 three volt dry cell; \ 
210 power amplifier; No. 171 for last stage audio; X213 r 
fier for “B” eliminators for full wave, and X216 ditto 
half wave. 





Universal Battery Co. 


Chicago 


The “A” socket power unit 
provides dependable “A” sock 
et power at all times as it is 
permanently connected to tli 


A.C. line; the dry plate rectifier 


being controlled by automati 
switch which will also contro 
a “5” 
one is plugged into the recep 
tacle provided for it. A switc! 
on the front of the unit en 
ables the user to 
without removing the plug from the A.C. line. 


The “B-C” socket power unit 
has seven taps, two of which 
are for “C” voltages and all 
are variable due to the use of 
wire wound resistances through- 
out. This permits a very close 
adjustment of each tap and 
after varying them to the prop- 
er place, they may be set per- 
manently with the assurance 
that there will be no change, 
such as is sometimes caused by 
carbon resistance. The ample plate supply and the “C” | 


Socket Power Unit it 


turn it off 


of 0 to 45 volts permit the use of any type of power tube. \ 


three-way switch is the only instrument on the outside of ‘!i 
unit. This switch controls the line voltages with high, low 
off positions. It delivers 40 mils at 180 volts and is Raythveo 
equipped. 


The “A-B-C” so 
power unit is a « 
bination of the “A” 
“B-C” units, all « 
tained in one case. 
cases of all units 
very attractive. 
finish is a bro 
crackled lacquer. 

(Turn to page 0- 
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DISTRIBUTED THRU JOBBERS 


Sell the Chassis! 


Profit from set sales depends on the 
performance and _ stability of the set 
chassis. Correct design and super-sturdy 
mechanical construction of Audiola 
Chasses insure long and _ satisfactory 
service. 




















Stage Shielded Six—$75.00 
Stage Shielded Eight—$125.00 





The Complete Line 


Audiola sets, both six and eight tube models, are of the 
single control type with all tuned circuits individually 
shielded. Two knobs on the front panel comprise all the 
controls—a Steering Wheel and a Throttle—the Steering 
Wheel to select the station you want and the Throttle to 
control the volume. Thordarson transformer audio amplifi- 
cation is used in all models. 

The popular price Audiola Stage Shielded Six, combined 
with the ultra-quality Audiola Stage Shielded Eight, afford 
any jobber handling the Audiola line a complete range in 
type and price to meet every purse. 





Examination of our various models illustrated and listed 
on this page confirms this. 


The Stage Shielded Six in the table model at $75.00 will 
be readily recognized as an unusual value, and the Stage Stage Shielded Six Console—$175.00 
- Shielded Eight containing a licensed balanced circuit and Stage Shielded Eight Console—$225.00 
Thordarson model 200 transformers will be instantly recog- 
nized as being ultra-quality in every detail and essential. 





Jobbers can more readily interest dealers in a line that is 
complete in every essential, such as the Audiola, both in the 
matter of chassis and furniture. 

The Baby Grand proved a very good seller during its 
initial introduction last season and is sure to prove increas- 
ingly popular during the coming season. 


In addition to giving our jobbers and dealers a complete 
line to sell, we will afford them complete co-operation in 
sales through our advertising program. 


Jobber Policy 


] | ‘ 
Audiola sets are distributed through Og! 1 1 


AUDIOLA RADIO Co. 


430 So. Green St. 
Stage Shielded Six Baby Grand—$225 
sii dahaeaia SS ee Sess 
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Belden Radio Accessories ~ 
Ring the Cash Re 





iste?’ 


Z 


a 


\ 


The BELDEN LINE of popular radio acces- 
sories is even more attractive this year than . 
ever before. 

The merchandising policy which has proved 
so profitable for Belden dealers during the 
past several years will be continued. 

The Belden line has been enlarged by the 
addition of the Belden Lightning Arrester and 
a better Aerial Kit assortment. 

A powerful advertising campaign, larger and 
more extensive than in the past, will popular- 
ize Belden radio accessories with users. 

Push the Belden line! It moves from dealers’ 


shelves and creates repeat orders. Ask your 
dealers to order their Belden stock early. 


SEE THE BIG BELDEN EXHIBIT 
At the R. M. A. Trade Show 


STEVENS HOTEL, CHICAGO 


Belden Manufacturing Company 
2324-A S. Western Ave. Chicago, IIl. 
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CRUSADER 
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RADIO 


SEE the PROOF 
back of the tube 
**GUARANTEE”’ 
at our EXHIBIT 
Booth No. 123-B 
R.M.A. Convention 
and Trade Show 











As members of the 
R. M. A., an old 


established man wu- 





facturer and a 
June 13-18. “100% for the job- | 
Hotel Stevens. ber” organization, | 
you can rely on 
Chicago | Sunlight. 





























The Dawn of a New Era in | 
Merchandising Radio Tubes 


Sell Radio Tubes Without The “Ifs” and Arguments. 
NYONE can sell radio tubes but how about selling uninterrupted performance 
for 12 solid months? 
Can you not see the possibilities—the vast sales potentialities—back of a high class 
radio tube sold with an Unconditional One-Year Guarantee? 
This is not a meaningless guarantee, not a catch-phrase, but a definite promise to 
replace a defective tube without formality or red tape. 


a 


OMe 
Waltiats 
a 





Pisinast 


Dette ROR arrose tt 8 
: $B ee 


Standard Prices 
Liberal Discounts 
Because of manu- 
facturing economy, 
we are able to sell 
Sunlight Crusader 
Radio Tubes at 
standard prices and 
4 a still give the trade 

. } better discounts. 
.RAN TEED » This means profit 


grid and plate of FOR ONE YEAR 


Based on Concrete 
Evidence of Reinforced 
Construction 


Sunlight Crusader 
Radio Tubes base 
their claim of supe- 
rior strength and 
improved tone qual- 
ity on tangible 
evidence — special 
design and so built 
that the filaments, 









ie as well as good-will i 
every tube are sol- fal We HAVE FAITH IN OUR ‘TUBE AND FaiTH IN YOU ; d g 
idly anchored and S| A DEFECTIVE. TUBE WE WILL GLADLY in trade. 2 
i 4 REPLACE IMMEDIATELY Sunlight Crusader ’ 
reinforced at the | §6THE SONLIGHT LAMP co. &§ : 
point of _ stress. BL Suncn ace we ie FALLS, OHIO [Pa Tubes are made in 
They’re built to LP LFEPLIPDPIPU PLP all standard types. ; 
stand the gaff of Write or wire for j 
traffic and usual complete informa- 
handling abuse. q tion and prices. 





' The Sunlight Lamp Co. 


Established 1922 


Newton Falls, Ohio 


egy 
ic ome 


Ta ct ce TT alii ad 





« agabets 
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Utah Radio Products Co. 


Chicago 





The “Piano” 
speaker makes a 
radio reproducer 
out of a piano. It 
uses the full musi- 
cal resonance of 
the sounding board 
of the piano. No 
horn or other 
speaker is needed. 
Easily installed. 
List, (including 25 
feet of cord) $10. 











Valley Elec. Co., Radio Division 


St. Louis, Mo. 


The automatic charger uses the 
Raytheon element. It charges at 
either 144 or 214 amps., and is 
equipped with automatic “B” 
power relay switch and battery 
charger control. It is small, com- 
pact, has black enameled case, 
satin finish. Complete with cord, 
plug, leads and clips. List, $16.50. 


‘The model 50, “B” power 
unit is designed for all re- 
ceivers up to 12-tube sets. 
It also supplies plate volt- 
age necessary for a power 
unit or power tubes. It 
uses the Raytheon tube. 
‘loggle switch on panel con- 
trols current from lighting 
circuit Mounted in black 
metal case. List, $50. 


The model 40, “B” power unit is 
designed for use with receivers of 
five and six tubes or less. Supplies 
all “B” current including extra ‘B” 
voltage and “C” voltage required 
when a VX-171 power tube is used. 
A Raytheon type BH tube is used. 
Black enameled case. List, $37.50. 





The model 71 receiver is a seven tube set built on the \ 
principle of potential balance. List, without accessories, 
A model 52, five tube, two-dial control receiver is also ;, 
List, without accessories, $90. 





Westinghouse Elec. & 
Mfg. Co. 


East Pittsburgh, Pa. 


The “Cabinet” portable  volt- 
meter is supplied in two ranges, 
5 and 50 volts, and 5 and 150 
volts. It is provided with stand- 
ard terminals and adjustable pin 
jacks so that it may be plugged 
into any set provided with instru- 
ment jacks. The face plate is of 
beautiful art-bronze and will har- 
monize with any cabinet finish. 
Fine for measuring filament or 
“A”, “B” and “C” voltages. List, 
$6.50. 


The type of BT instruments ar 
made in a number of models ai! 
of the moving vane principle. The 
voltmeter is particularly good for 
testing “B” batteries. The ammeter 
may be used for checking dry cells 
or “A” power units. Scale 50 volts 
or 50 amps. For testing all A, | 
and C voltages or filament bolts, 
the double range, 5 and 50 scale 
voltmeter is ideal. These instru 
ments all have acid proof molde« 
cases and will stand a great deal 
of knocking about without losing 
their accuracy. 


The PT vest pocket ammeter 
is a handy little instrument for 
ordinary use. It is a sturdy in- 
strument and will not be damaged 
by heavy overloads. List, $2. 


The PX-3 and PX-4 voltmeters 
are high grade laboratory mod¢! 
for “B” Eliminator testing. The) 
have a resistance of 750 and 100) 
ohms per volt respectively and ar 
accurate within one-half of one p 
cent. The scales are unusually lo: 
and are designed for easy readin: 
with red lines at the valves use« 
as “B” voltages. They will also |) 
useful in checking filament voltag-. 
“B” battery voltage of dry or we! 
cells, and direct-current voltag:> 
supplied by rectifiers. Lists, PX} 
$30; PX-4 $35. 


Micarta panels are made in four different finishes, blac’. 


mahogany, walnut grain and walnut burl. Their machinin- 
qualities, appearance, high insulating qualities, and streng' 
make them ideal for radio use. Micarta can be engraved wi 
facility, giving sharp, clear-cut characters, “ Oil, water or dilu'e 
acid will not destroy the deep glossy finish of Micarta. It 
used for front panels, sub panels, terminal strips, or other 
insulating purposes. (Turn to page 9 
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Give Matchless Service 
Known from Coast to Coast for their ex- 
treme reliability and efficiency. Designed 


and built by Engineers of the highest standing 
in Radio. 

















Visit our Display at Booth No. 
122, “R. M. A.” Exhibit, Stevens 
Hotel, Chicago, June 13th to 18th 







Acme “A” Power Ut 
































Type APU-6 
Purni i ix vol t and ites 
hives = oarre ee st 4 he B’’ Power Supply capacity 40 milliamperes at 150 volts 
Switch, the Acme Two Rate Trickle Charger Type AB-1 
ar d a ol a geen age B Eowss Recommended for six to eight tube sets and Radiolas. 
uppty let aa rama and‘ 5.00 Consists of a standard high grade six volt storage battery, 
Lists complete y capacity 40 ampere hours, also an Acme BE-40 ‘‘B” 


ectifying tube at only 
May be purchased without the A battery and 
rectifying tube for only $19.00 


Power Supply Unit, the Acme Two Rate Trickle Charger 
and the Acme Automatic Control Switch enclosed in an 
attractive lacquered case. Bulbs, cord and sockets included 
Automatic in operation, controlled by switch at set. This 
unit is made with one external control placed in primary 
side with fixed internal resistors. 

List price complete ready to operate. 


Type AB-2 
‘**B’’ Power Supply capacity 60 mills at 180 volts 
Recommended for any number of tubes. Includes same 
equipment as the AB-1 except the BE-60 eliminator is 
used and is supplied with 3 controls, one external and tw 
internal. 
List price complete ready to operate, 

















Type ATCSR 
Consists of a standard Acme 
BE-40 Type AT-2 Trickle Charger 
Recommended for six and with Acme Automatic Control 
eight tube sets with power Switch with special socket plug 
tubes. Two variable con- for connecting with B Eliminator 
trols. Capacity 40 m.a. at Lists complete with tube 
’ re 150 volts. QRS, 85 mill at 
Sean a4 ey tube furnished as_ standard only 
* yt receiving o and ama gap on equipment. Wistheos ll 
1e charging and operation of any u cake cae teased Cine 
uld on every set. Compact, guaranteed to ee enimataty 
erate satisfactorily. Made for both @ 2 age only ¢ 
r and six volts and lists at only reJ\ » \ 
BE-60 


Recommended for sets with 
any number of tubes, in- 
cluding power tubes. Two 
veriable controls. Capacity 
60 m.a. at 180 volts. 
QRS, 85 mill tube furnish- 
ed as standard equipment 
Raytheon BH tube can be 
used. Complete with tube 
at 

only ~ 








Acme Radio Products are 
nationally advertised and 
sold by leading Jobbers in 
every section of the country. 
Ask your Jobber or write us 
at once for our special 





















a proposition. Type AU-2 

Designed to efficiently charge either four or six volt bat- 

Type AT-2 FACTORY REPRESENTA- teries also forty-eight cells of radio B battery. Two in 
signed to serve any radio receiving set. Two TIVES in Boston, New dependent windings. Batteries may be charged with radio 
urging rates may be obtained by simply throwing York City, Cleveland, Chi- set in operation. , 
Toggle Switch on the outside of the charger, cago, Milwaukee, St. Louis, List price complete with two 






ving Yo or 14% amperes as desiredp va’ Des Moines, San Francisco, ampere bulb 
sts complete with two ampere AAPA Los Angeles, Dallas; To- Prices given are for East of the Rockies 
ilb at only ronto, Canada. and 60 Cycle 110 V. Operation 
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Utah Radio Products Co. 


Chicago 





The “Piane 
speaker makes a 
radio reproducer 
out of a piano. It The model 71 receiver is a seven tube set built on the \ 
uses the full musi- | Principle of potential balance. List, without accessories, 
cal resonance of | A model 52, five tube, two-dial control receiver is also 1 
the sounding board | List, without accessories, $90. 
of the piano. No 
horn or other 
speaker is needed. 


Easily installed. : 

List, (including 25 Westinghouse Elec. & 
feet of cord) $10. Mfg. Co. 

East Pittsburgh, Pa. 


The “Cabinet” portable volt- 
meter is supplied in two ranges, 
5 and 50 volts, and 5 and 150 
volts. It is provided with stand- 
ard terminals and adjustable pin 
Valley Elec. Co., Radio Division oghodin sched Por ram 

: into any set provided with instru- 
St. Louis, Mo. ment jacks. The face plate is of 
beautiful art-bronze and will har- 
monize with any cabinet finish. 
Fine for measuring filament or 
“A”, “B” and “C” voltages. List, 
$6.50. 











The automatic charger uses the 
Raytheon element. It charges at The type of BT instruments ar: 


itl 1 I " i 8 1 
either 1% or 2% amps. and is made in a number of models ai! 


equipped with automatic “B” s Pipes a 

scar relay switch and battery of the moving = —. ” ‘ 

charger control. It is small, com- voltmeter is particularly good for 

: Sn testing “B” batteries. The ammeter 

AUTOMATIC pact, has black enameled case, cae Rmeell tae Geel dey cells 

CHARGE ® satin finish. Complete with cord, pong A ower units Seale 50 volts 

, plug, leads and clips. List, $16.50. — oaenai For testing all A, 1 

and C voltages or filament bolts, 

the double range, 5 and 50 scale 

voltmeter is ideal. These instru 

ments all have acid proof molde« 

cases and will stand a great dea! 

of knocking about without losing 
their accuracy. 


‘The model 50, “B” power 
unit is designed for all re- 


ceivers up to 12-tube sets. The PT vest pocket ammeter 


It also supplies plate volt- is a handy little instrument for 
age necessary for a power ordinary use. It is a sturdy in- 
aalt ae power tubes. It strument and will not be damaged 
uses the Raytheon tube. by heavy overloads. List, $2. 


‘loggle switch on panel con- 
trols current from lighting 
circuit Mounted in black 


metal case. List, $50. 
The PX-3 and PX-4 voltmeters 


are high grade laboratory mode! 
for “B” Eliminator testing. ‘Th 
have a resistance of 750 and 100! 
ohms per volt respectively and ar 
accurate within one-half of one p: 
cent. The scales are unusually lone 
and are designed for easy readin: 
with red lines at the valves use‘ 
as “B” voltages. They will also |) 
The model 40, “B” power unit is useful in checking filament voltag:. 
designed for use with receivers of “B” battery voltage of dry or w«' 
five and six tubes or less. Supplies > cells, and direct-current voltag:> 
all “B” current including extra ‘B” supplied by rectifiers. Lists, PX 
voltage and “C” voltage required $30; PX-4 $35. 
when a VX-171 power tube is used. 
A Raytheon type BH tube is used. 
Black enameled case. List, $37.50. 


Micarta panels are made in four different finishes, blac, 
mahogany, walnut grain and walnut burl. Their machini:- 
qualities, appearance, high insulating qualities, and streng' 
make them ideal for radio use. Micarta can be engraved wi’! 
facility, giving sharp, clear-cut characters, “ Oil, water or dilu‘« 
acid will not destroy the deep glossy finish of Micarta. It 
used for front panels, sub panels, terminal strips, or other 
insulating purposes. (Turn to page 9 
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Give Matchless Service 
Known from Coast to Coast for their ex- 


treme reliability and efficiency. Designed 
and built by Engineers of the highest standing 



















































in Radio. 

j 

Visit our Display at Booth No. 

122, “R. M. A.” Exhibit, Stevens 

Fae iene my , Hotel, Chicago, June 13th to 18th , 

Type APU-6 jl 

Furnished complete with six volt A battery and Pe ; : 

rectifying berg the Acme Automatic Control B’’ Power Supply capacity 40 milliamperes at 150 volts 

Switch, the Acme Two Rate Trickle Charger Type AB-1 

3 d a. ig mgm with nes oe Recommended for six to eight tube sets and Radiolas 
Supply Unit. ery attractive. © 535 OO Consists of a standard high grade six volt storage battery, 


Lists complete with battery and 
rectifying tube at only 

May be purchased without the A battery and 
rectifying tube for only $19.00 


capacity 40 ampere hours, also an Acme BE-40 “‘B” 
Power Supply Unit, the Acme Two Rate Trickle Charger 
and the Acme Automatic Control Switch enclosed in an 
attractive lacquered case. Bulbs, cord and sockets included 
Automatic in operation, controlled by switch at set. This 
unit is made with one external control placed in primary 
side with fixed internal resistors. 

List price complete ready to operate. 


Type AB-2 
“*B’’ Power Supply capacity 60 mills at 180 volts 
Recommended for any number of tubes. Includes same 
equipment as the AB-1 except the BE-60 eliminator is 
used and is supplied with 3 controls, one external and tw: 
internal. 
List price complete ready to operate, 





Type ATCSR 
Consists of a standard Acme 
BE-40 Type AT-2 Trickle Charger 
Recommended for six and with Acme Automatic Control 
eight tube sets with power Switch with special socket plug 
tubes. Two variable con- for connecting with B Eliminator 
trols. Capacity 40 m.a. at Lists complete with tube 
’ 150 volts. QRS, 85 mill at - 
nects to receiving set and aut tically simpli- tube furnished as standard only 
. 8 ee eee equipment. Raytheon BH 
the charging and operation of any unit ‘ 


tube can be used. Com- 





ould on every set. Compact, guaranteed to ee 
: > plete with 
erate satisfactorily. Made for both , : 
s - , SMa 5I tube at onlyS 3° 
r and six volts and lists at only reJ\ 


BE-60 
Recommended for sets with 
any number of tubes, in- 
cluding power tubes. Two 
variable controls. Capacity 
60 m.a. at 180 volts. 
QRS, 85 mill tube furnish- 
ed as standard equipment 
Raytheon BH tube can be 
used. Complete with tube 
at 
only ray 


Acme Radio Products are 
nationally advertised and 
sold by leading Jobbers in 
every section of the country 
Ask your Jobber or write us 
at once for our special 










= proposition. Type AU-2 
Nate Designed to efficiently charge either four or six volt bat- 
Type AT-2 FACTORY REPRESENTA- teries also forty-eight cells of radio B battery. Two in- 
esigned to serve any radio receiving set. Two TIVES in Boston, New dependent windings. Batteries may be charged with radio 
arging rates may be obtained by simply throwing York City, Cleveland, Chi- set in operation. 
Toggle Switch on the outside of the charger, cago, Milwaukee, St. Louis, List price complete with two 
ing Y. or 1% amperes as desiredy va’ Des Moines, San Francisco, ampere bulb 
sts complete with two ampere TeV Los Angeles, Dallas; To- Prices given are for East of the Rockies 













ilb at only ronto, Canada. and 60 Cycle 110 V. Operation 
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LINE Up WITH 


Manufacturers 


The 
of 


RADIO TUBE LINE 


Offer 


A Profitable Proposition 


To Live Jobber 


Or ganizations 


Sponsored by an organization which has be- 
hind it five years of steady growth, the Sona- 
tron Proposition holds rich possibilities for 
jobbers—and a more than living profit for both 
dealer and jobber! 


Sonatron’s leadership is your assurance of suc- 
cess. Not only is the Sonatron line the world’s 
largest, but among its 30 distinct tubes are 
many types which were pioneered by Sonatron 


SONATRON 


108 West Lake Street 
CHICAGO 
NEWARK, N. J. 








Standard Quality 





SONATRON 


THE WORLD’S LARGEST 


IN 


27 





Announcing 
The Sonatron 


A-C Tube 


The Sonatron Tube Company an- 
nounces the presentation at the June 
R. M. A. Show of its newest labora- 
tory development—the Sonatron 
A-C Tube... Together with the 
Sonatron SH-85, Sonatron Tubes 
are now available for complete elec- 
trical operation of receivers .. . In- 
quiry is invited. 


At the R. M. A. SHOW 


June 13-17 Inclusive 


The Sonatron Tube Company will occupy 
Booth 110-B at the R.M.A. Show. You 
are cordially invited to visit us at this 
space. 


menmee 


REM Ai 











—placed on the market months before any 
other organization followed suit! 

The Sonatron Proposition this year has struck 
home with many representative jobbers. It 
has behind it these three remarkable features 
—greater profits, real permanence, and the 
solid assurance of the Sonatron Guarantee. 
Write—today—for a Sonatron Representative. 
He will bring you the Sonatron Proposition. 


TUBE COMPANY 


16 Hudson Street 
NEW YORK 


DETROIT 
WINDSOR, ONT., CAN. 


Based On Nation-Wide Jobber Distribution! 


320 Lafayette Bldg. 








THE WORLD’S LARGEST ()NAI RON RADIO TUBE LINE 
Ca 


SONATRON ; Nationally Advertised 
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For 110-120V 





Dependable 







Uniform 60 Cycle A. C. 
Constant Use UX 213 
Power or CX 313 Tube 






















There Is Reliability Behind the 
Muter B Power Unit 9 


ND that is what a jobber wants! 

When he can confidently send his salesmen to his dealers with the knowledge that a product 

will not only render the most satisfactory results, but will, at the same time, “stand up” then 
he is satisfied he is not only handling, but is also recommending to his dealers, the proper mer- 
chandise. 
The Muter Power Unit has the following outstanding characteristics: 
Fixed Controls—Fixed controls are used with separate fixed voltage taps, giving ample range as well 
as enabling the consumer to definitely know the voltage he is getting. 

Capacity—The capacity is ample to handle sets of ten tubes, or seven tubes with a power tube. 
Rating—40 mils at 150 volts. Will deliver 180 volts for the new type 171 power tube. 
Resistance Unit—A wire wound fixed resistance unit supplies ample taps to meet all conditions giving 
a definite,. permanent constant voltage at each tap. 
Rectifying Tube—The full wave vacuum rectifying tube was adopted in view of its stability, long 
life and uniform output. 
Condensers—The heart of the Unit. Muter filter condensers of ample capacity, which are acknowl- 
edged to be the highest grade obtainable, in view of the modern equipment and methods under 
which they are made. 
Transformers and Chokes—Are made and assembled in our own factory under the high standard 
of Muter workmanship insuring exactness in every stage of the unit. 
UII” PINION i tts asa ieee a ahd $24.50 





Quality With A Popular Price 


Other new products in the Muter Line are: Radio Jobbers handling the Muter Line are well content 


Frequency Choke; Wire Wound Resistances; Soldering 
Lugs; Tuned Double Impedance Units; Moulded Bake- 
lite Base Resistance Amplifier; Tubestat; Flexible 
Lead-in Insulator; Cable Markers; Supreme A. F. 
Transformer; Clarifier and Tone Filter; B Power Unit 
Transformer; Power Unit Choke; Bakelite Fixed Con- 
densers; Heavy Duty Grid Leaks and Special Re- 
sistances. 


with our policy of keeping pace with the industry. 
Step by step we have met the growing demands of 
this exacting business. Yesterday we offered a com- 
plete line; today we do the same. And our jobbers 
know that they can count on us to supply tomorrow's 
demand. 

At this time of the year we are making additional 
appointments. Write us for territory assignment today. 


See Us at Booth 63, R. M. A. Show, Chicago 


LESLIE F. MUTER COMPANY 


76th and Greenwood Ave. 








Chicago, Ill. 
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Be sure to visit our Booth No. 97 at the R. M. A. Trade Show, Stevens Hotel, Chicago, week of June '3 


: : 
. 


we 


Thousands of prosperous dealers 
last season shared in the unprece- 
dented success of Gold Seal Radio 
Tubes. 


What about this season? Will you 
still be on the outside looking in, or 
will you beamong 
those who are 
profiting by the 
popularity of this 
fast selling line? 





Gold Seal 


Radio Tubes 


p . ALL STANDARD TYPES 


PROFITS, 


Are you headed the right way? * 


This season Gold Seal will push the 
“Special Purpose” types for larger 
unit sales, quicker turnover, bigger 
profits for you. 

Take advantage of this profit oppor- 
tunity opening before you-write for 
full details of Gold 
Seal, “Square 
Deal” policy, 
dealer helps and 
attractive terms. 


GOLD SEAL ELECTRICAL CO., Inc. 


250 PARK AVENUE - NEW YORK CITY 





June 
—_ 
“FOL 
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TERLING’S new “A” Power Unit is the headliner 
of the light-socket field. Tested for mechanical 
excellence, proved out for power and tone quality 

in use, it is certain to be the season’s big seller. 





Compact for the console, attractive to the eye, this Sterling 
Power Unit combines everything that your dealers and their 
customers look for in an “A” Power Unit. Meter equipped 
to insure adjustment to exactly the power needed — economical 
—permanent. 


Its Raytheon “A” Rectifier, the tubeless rectifier that never 
heats up and cannot break, completely does away with after- 
sales servicing. In short, this is the light socket power unit 
that all Radiodom has been waiting for. 


THE STERLING MANUFACTURING COMPANY 
2831 Prospect Avenue : Cleveland, Ohio 


Sterling 


“A” Power Unit 




















At the R. M.A. Show— 

don’t miss this com- 

plete new range of 

Sterling Light Socket 
Units 


“B” Eliminators, in 4 models, 
priced from $27.00 to $55.00. 
All in step with the power 
requirements, conveniences 
and price demands of the 


1927-28 season. 


Also new “A” BatteryCharger 
with Raytheon Rectifier and 
complete A-B-C Power Unit. 


Complete Sterling 
Power for Radiolas 
(Illustrated below) 
Thousands of Radiola owners 
want this simple Power Team. 
Fits right into cabinets of 


Radiolas 25 and 28. 























See the full range of Sterling “A” Power Units, “B” Eliminators, 
Battery Chargers and other Radio Devices at the R.M.A. Show. Booth 68. 
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The PX-2 voltmeter has unusual 
accuracy. With its two ranges, 71, 
and 150 volts, it may be used to 
measure “A,” “B” and “C” battery 
bolts and filament volts. It is 
especially easy to read because of 
its up-tilted face and mirrored dial. 
For easy testing, two special 3-foot 
leads are supplied. List, $10. 


Albert Wahle Co. 

Brooklyn, N. Y. 

The “Standard” No. 100 is especially 
designed and constructed to accomodate 
the Radiola loud speaker, model No. 100. 
It is made in bronze and gold finish 
(electroplated). The Radiola loud speak- 
er is so constructed that it may be readily 
mounted on the standard. 


The “Universal” standard is designed to 
fit almost every make of cone speaker. 
The illustration on the right shows the 
“Universal” with the speaker mounted on 
it, and depicts the ease with which it can 
be done. All that is necessary is to tighten 
the clamps provided to hold the speaker in 
place. List (both types) $10.50. 


Wirt Company 
Philadelphia, Pa. 


The Wirt cone speaker 
is of the enclosed, free- 
edge type. It is said to 
provide exceptional vol- 
ume without blast or dis- 
tortion. One to a carton. 
Weight (packed) 9 Ibs. 
List, $20. 








Radio lightning arrester. 
Made of brown Bakelite and 
brass parts. Provided with 
petticoat to insure ample 
insulation. Bracket provid- 
ed for rigid fastening. Ex- 
tra heavy terminals. Heavy 
brass screws included. 10 
to carton. List, $1.25 each. 


Radio wall insulator.  \{aq, 
of brown glazed porcelain 
Bracket provided for rigid 
fastening. Insulator provides 
ample insulation for the lead. 
in wire. Heavy brass screws 
included. 10 to carton. List. 
$.40. 








Zetka Laboratories, Inc. 


Newark, N. J. 


The Z-P-201-A clear glass power tube is 
a high vacuum tube of rugged construction 
designed as an all-socket power tube for use 
as a detector, audio, or radio frequency am- 
plifier. It consumes 1%4 amp. The filament is 
oxide coated. Characteristics: Fil. voltage, 
8 to 6 v.; Fil. current, .22 to .26 amp.; Plate 
voltage, 45 to 135 v.; amplification constant, 
7.5 to 8.5; output impedance, 6,500-7,500 
ohms, and mutual conductance,  100-115( 
micromhos. List price, $2.50. ‘ 





X-L Radio Laboratory 
2424 Lincoln Ave., Chicago 


The X-L Vario-Denser 

designed _ primarily 

where accurate values or 

adjustments are required 

It has a variable capacity, 

adjustable from 1.8 to 20 

The casing is of Bakelite, with all metal 

Imported India mica is 
List, $1. 








micro-microfarads. 
parts phosphor bronze nickel plated. 
used. The casing is dust and moisture proof. 

The model G Vario- 

Denser is made in three 
variable capacity ranges. 
Model G-l, .00002 to 
.0001 mfd.; model G-5, 
.0001 to .0005 mfd.; mod- 
el G-10, .0003 to .001 
mfd. Complete with grid 
leak clips. List $1.50. 

Polished pane! 
with seven mounted 
push posts and the 
uv : : S 3 5 following white en- 
gravings: aerial, ground, A—, A+, B—, B+ Det., and 
B+ Amp. Packed in one box, ten to package. Complete 
with soldering lugs, raising bushings, screws for mounting, «t' 
List, $1.50. 


The XL “Push Post” is novel in its func- 
tioning. Push it down with the thumb, insert 
wire, remove pressure and wire is firmly held. 
Releases instantly. No screwing, no shearing of 
wires, no jarring loose. List, $0.15. 
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AT LAST—THE LOUD SPEAKER 
FINDS ITS PLACE IN THE HOME 


F VER since the inception of radio the loud speaker has been an orphan. 


It 


resting 


Wahle 
signed 
Loud 





conducive to good reproduction. 
loud speaker?” is answered now by the new, attractive and useful— 


has been bounced from pillar to post and never has had a suitable 
place. Its usual location on top of the set is both unsightly and not 
The question, “Where shall we put the 


Wahle Loud Speaker Standards 





‘‘Universal’’ Standard is de- 
almost every make of cone 


The Wahle 

to fit 
speaker. The illustrations to the left and 
right show the ‘‘Universal’’ both with and 


Standard No. 100 has been de- 
expressly to accommodate the Radiola 


Model 100. Authorized 


signed 


Speaker, 





RCA dealers everywhere are your prospects 


without the speaker mounted on it and de- 


Is for No. 100 Standards, for they have sold 
e, several hundred thousand of these speakers pict the ease with which it can be done 
te to the public. Each one of these loud All that is necessary to mount the loud 
rf speakers constitutes a replacement prospect speaker on the standard is the tightening of 
W) for the dealer All that is necessary to clamps provided to hold the speaker in 
i replace the loud speaker base with a Wahle place. Wahle Loud Speaker Standards en 
' Loud Speaker Standard, No. 100, is the re- able the radio set owner to place his loud 
moval of four screws which are used again speaker in any spot in the room desired 
to attach the standard. No holes to be All standards packed in individual cartons 
bored—no mechanical work of any kind—a 
child can make the change 
| 
i | 
ly i 
or | Universal Standard 
: Height, 36 inches 
d i List Price $10.50 
y, 


al | No. 100 Standard 
is Height, 36 inches 
List Price $10.50 


ALBERT WAHLE COMPANY 








Metropolitan and Morgan Avenues 





Universal Standard 
showing appearance 
with speaker 
mounted 


All Wahle Loud Speaker Standards are made of metal and attractively 
finished in a bronze and gold finish (electro plated) which will har 
monize well with the furnishings and appointments of any room. 
Sold only through recognized jobbers by specialists in the manufac: 
ture of loud speaker standards of every type and description. 


Unusually profitable items for the jobber. Write for detailed information. 


Eleventh Hour News ! ! 


We just caught this advertisement in time to add this 
announcement of our latest development—a standard 
for the new RCA model, 100-A, speaker. Samples 
sent on request to any RCA authorized distributor. 


Incorporated 






































ER nn a 


meranens. 








Brooklyn, N. Y. 
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Startling Development 







in 
Radio Socket Devices 


will be shown 
for the first time 










At the 


Tower Exhibit Booth 55 
Chiiago RMA Trade Show | 


v 























Tower Mfg. Corp. 


Boston, Mass. 
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Valley 


Automatic Charger 


Combines the desirable features of all other 
types of chargers. Thanks to the Raytheon 
Element and Valley engineering ingenuity, 
this automatic charger has in its favor every 
factor for making it one of the biggest and 
most popular selling items on the radio 
market in 1927. 


Charges at either 1% or 2% amperes. 
Equipped with automatic B power relay 
switch and battery charger control. We rec- 
ommend it as far superior to trickle chargers. 


Small, Compact. Black enameled case, satin finish. 
Comes complete with cord, plug, leads and clips. 


THE INDUSTRY.” 


List Price 











$16.50 
f.o.b. St. Louis 


List Price 


$37.50 


(including Raytheon Tube) 


f. o. b. St. Louis 


Model 52. List Price $90.00 


Without Accessories 


Valley B Power Unit 


Model 40 Designed for 


use with radio receivers of 


5 and 6 tubes or less. Sup- 
plies all Bcurrent necessary 
including extra B voltage 
and C voltage required 
when a UX-171 power 
tube is used. 

The tube supplied with this unit 


is the standard Raytheon type BH 
tube which is ideal for this service. 


Built compactly in black enam- 
eled case with C tap, detector and 
intermediate controls, and bind- 
ing posts on front panel. 


Charges Your 
Battery Overnight 


The Valley ABC Charger operates at 
a 6-ampere rate with 6-volt batteries 
and is capable of re-charging a storage 
battery between signing-off time to- 
night and listening-intime tomorrow. 
Only two working parts—the contacts, which 
can be replaced cheaply and quickly by any- 
one. Safe, dependable, economical. Comes 
complete with cord, plug, leads and clips. 


List Price $19.50 
f. o. b. St. Louis 


Model 50 The big Val- 
ley B Power Unit. Designed 
for all radio receivers up to 
12-tube sets. Also supplies 
plate voltage necessaryfora 
power unit or power tubes. 
The Raytheon Tube is used 
with this unit also, because 
of its long life and satisfac- 
tory performance. 


Toggle switch on the panel con- 
trols current from lighting circuit. 
Mounted in handsome black 
metal case. 


This Two-Bulb 


Charger is Noiseless 


This Valley Charger is a bulb type 
rectifier. May be used with one 
bulb or two, to charge at either 
214 amperes or 5 amperes. 

Where a quiet charger is desired, the Valley 
Two-Bulb Charger will meet every require- 
ment. No adjustments. Nothing to get out 
of order. Comes complete with cord, plug, 
leads and clips. Equipped with handle. 
List Price (without tubes) $15.00 


Rectigon Tubes, each ... 4.00 


Valleytone Radio Receiver 


Made on the exclusive Valley principal of 
potential balance, the Valleytone Radio 
Receiver has built among thousands of 
satisfied users a reputation for selectivity, 
tone quality, volume and range. 


On the left is shown the Valleytone No. 52, 
a two-dial control 5 tube receiver, and 
on the right is shown Valleytone No. 71, 
an advanced one-dial 7 tube receiving set. 


Model 71. 


Without Accessories 


List Price 


$50.00 


(including Raytheon Tube) 


f. o. b. St. Louis 


List Price $95.00 


Valley Electric 


Write the factory or the nearest office for further details, discounts, dealer helps, etc. 
VALLEY ELECTRIC CO., Radio Division, 4515 Shaw Avenue, St. Louis, Mo. 


District Offices: Boston, Chicago, Cleveland, Indianapolis, Kansas City, Minneapolis, New York, Philadelphia, San Francisco 


| Visit the Valley Exhibit at R. M. A. Show ’’ Booth 131. Ask to see the New Valley A Power Unit 
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HE name Howard has 
T come to. stand for 


“Distinction” in the radio 














field. Since the inception of 
this vast industry, the Howard 
Radio Company has served its 
jobbers, its dealers, its public in 
that conscientious fashion which 
it has felt so necessary to se- 
cure the confidence of all con- 
cerned in a line of endeavor 
new to all. 


The basis of this service has 
been stability of policy, quality 
in merchandising, fair dealing to 
all, and proper profit to those 
interested. This policy has 





Distinction 





All Jobbers are invited to call at our booth and learn of the 






a 


never been depreciated but 
rather has been made the 
foundation on which Howard 
achievements have rested. 


You are assured that in the 
forthcoming radio season, the 
same distinctive merchandising 
methods will be promoted as in 
the past. 


At the Chicago Show of the 
Radio Manufacturers Associa- 
tion to be held the week of 
June 13 at the Stevens Hotel, 
new models will be displayed 
for your inspection and ap- 
proval. 


Howard merchandise designed for them for the 1927-28 season. 


Howard Radio Co. 


451-469 E. Ohio Street 


Chicago, Ill. 

























‘* 
* 
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Gives to Radio Reception a Realism 


and Fidelity of Tone Never Before Achieved 


Wholly new in design, built on an absolutely original princi- 
ple, the Eckophonic Resonator puts radio reception on a 
higher plane. 

Attached to any good receiving set in place of the loud 
speaker, the Eckophonic renders every tone and every shading 
of tone exactly as they originate before the microphone. 
Eckophonic reception is not merely a mechanical reproduction 
of sound, it is the living tone itself. 

Impartial critics and some of the shrewdest buyers in America 
have predicted for the Eckophonic Resonator instant and en- 


thusiastic approval of the radio public. 


Although the most costly speaker to build, Ecko- 
phonic lists at only $35.00. Its appearance and results 
unquestionably justify a far higher price. Sold exclu- 
sively through representative jobbers and dealers. 

Territory is now being allocated. 
Write for full particulars. 


ECKHARDT CORPORATION 


213-215 South Broad St., Philadelphia. 
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The Radio Triple Header in June 


Radio Manufacturers’ Association, Federated Radio Trades Association and 
the First Annual Radio Trade Show. All to be held in the New Stevens Ho- 
tel, Chicago. The week of June 13 to 17 to be a Milestone in Radio History 


wi LL THAT IS” and “Who are” 

in radio will be found in Chi- 
cago during the week of June 13 to 
17 for the annual conventions of the 
Radio Manufacturers Association, the 
Federated Radio Trades Association 
and the first annual Radio Trade 
Show. All three events will be staged 
simultaneously at the new Hotel 
Stevens. 


Without undue optimism, the facts 





have been granted by the Western «nd 
Central Passenger Associations, and 
several special trains have been sold 
out on the various railroads which 
were first to organize such services 


The vanguard of luminaries wlio 
will take part in the two conventions 
is headed by the Honorable Herbcrt 
H. Hoover, Secretary of Commerce, 
who will be the guest of honor and 
principal speaker at the R. M. A 


at hand at this time indicate that still banquet on Thursday evening, June 


another important milestone in the = 16. Paul B. Klugh of the National 


Association of Broadcasters will oflici- 
ate as toastmaster, and in addition to 
Secretary Hoover will introduce thi 


history of the radio industry will be 
reached at this time. Reduced fares 
on a fare and a half certificate plan 





Meet Them At the Stevens 


These are a few among the many prominent men who 
will take part in the activities during the great radio 
week in Chicago. At the left, Hon. Herbert H. Hoover, 
secretary of commerce, one of the speakers. Right, W. 
H. Aylesworth, managing director of the National 
Broadcasting Co. Below, in order left to right: Arthur 
T. Haugh, president of the Radio Manufacturers Asso- 
ciation, Chicago; Harold J. Wrape, president of the St. 
Louis Radio Trades Association; Paul B. Klugh, execu- 
tive chairman, National Association of Broadcasters, 
New York; L. S. Baker, assistant to Mr. Klugh of the 
National Association of Broadcasters. 
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AMERICA’S FINEST 
PORTABLE SEARCHLIGHT 


Everywhere Jobbers are pushing the sale of the Harvard 
POWERLITE, displaying the greatest enthusiasm. 


FIRST Because it is a fine line of real searchlights containing four models, 


well built, engineered with utmost electrical precision. 


SECOND THIRD 


Because Harvard Powerlites 


Because of our cooperative represent BIG VALUE to 
policies, national advertising the consumer and therefore 
and liberal discounts. are easy for the dealer to 


sell. 


The Harvard Powerlite is a 
Dry Cell or Storage Battery 
Searchlight, (3 models of each) 
equipped with special handle 
and lamp, throwing a powerful 
beam from an eighth of a mile 
toa mile. Very light in weight; 
easy to adjust ray to any posi- 
tion or angle; carried by hand 
or shoulder strap. Absolutely 
correct in electrical engineering. 


Our consumer advertising is now . — 
creating demand. Prices from 
$4.95 (list) up. 





For 
Automobilists 
Campers 
Yachts and Launches 
Watchmen 
Police Departments 
Fire Departments 
Railroad Yards 
Truckmen 
etc. 


Let us send you full details, prices, 
discounts, etc. 





Address 


AMERICAN BATTERY COMPANY 


312 A Street, Boston, Mass. 






Makers of Established 
the twenty 
famous 
years 

eee OWERIITE 

Radio and = 
Automobile . < Boston, 

Batteries " Makes Light of Night/- Mass. 
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| newly elected officers of the R. M. A. 
/and Merlin H. Aylesworth of the 
| National Broadcasting Co., who will 
_ also address the banquet meeting. 
On Thursday morning there will be 
| the open technical meeting of the 
newly organized engineering division 
| under the direction of H. B. Rich- 
| mond of the General Radio Corp. of 
| Cambridge, Mass. This will consti- 
tute the first time that the engineers 
| of the industry and the dealers and 
| jobbers have been brought together. 
| The standards which the R. M. A. 
| has been working on for more than a 
| year, the majority of which are in 
practice at the present time by its 
| members, will come before this meet- 
| ing for a final revision and adoption. 
In the general open meeting of both 
the R. M. A. and the dealers and 
| jobbers organization, which, in addi- 





TOE 


(aia featured by discussion of new and 


Rosin Core further merchandising plans, Fred 


Sure is Safe and Simple 


Easy to Sell 


BECAUSE /T'S 
Easy toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


acknowledged authority on market 
analysis. 

The R. M. A., comprising as_ it 
does virtually all of the outstanding 
manufacturers mM the radio industry, 
expects a full attendance of its mem- 
| bers, which number close to 500, while 
the Federated Radio Trades Associa- 
tion, of which Harold J. Wrape of St. 
| Louis is president, anticipates an at- 
| tendance of over 2000 jobbers and 


Hee 




















the problem is now to find additional 












bition space in the Trade Show has 







The detailed program follows: 
Monpay—10:00 a. m. 
Registration of delegates and alter- 







nates. 
Registration of visiting dealers and 
jobbers. 
(Committee chairmen will ar- 
range their meetings at this time.) 
Monpay—2:00 p. m. 
Opening of the Trade Show. 
First showing of new 1928 lines. 
APPROVED BY | Monpay—10:00 p. m. 
RADIO ENGINEERS Closing of the Trade Show. 
— ez i" | Tuespay—10:00 a. m. 
R. M. A. general open meeting. 
President’s address 
Haugh. 
Addresses by Fred Woods and Maj. 
H. H. Frost. 


(dealers and jobbers invited.) 
























o Woods, head of the statistical depart- | 
Radio8Q.. cE. ment of the Hearst organization, will | 


lead the program. Mr. Woods is an | 


_ dealers. The entire Stevens Hotel has | 
been taken over by the R. M. A., and | 


tion to the president’s address will be | 


facilities for the overflow. All exhi- | 


been reserved for nearly three months. | 





Arthur T. | 


| 
| 
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Allen-Bradley Co 


Bradleyohm |, 


PERFECT VARIABLE RESISTO;: 


This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Brad!eyohm-E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 


This package contains 
5 Bradleyunits 


Ne 100 8 
400.000 Ohms or § Megohmns 





This solid, molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


ELECTRIC CONTROLLING APPARATUS 


ee Seles Offices: 
Saoe Se (AB) Sc. == 
pad Qeveland New York Saint Pou! 
Denver oS Philedetphie | Sen Fron ° 
492 Clinton Street Milwaukee, Wis. 





—_ 
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\DIO CORPORATION OF AMERICA ~ 


method of light socket operation | 


THE MOST IMPORTANT MAN IN THE INDUSTRY 


___The present RCA A.C. drive 


is the only perfected method 


on the market today 


UBLIC opinion is demanding light socket 
operation. You are hearing many claims 
and rumors about this or that method. Your 
customers are asking you many questions 
about them. Now is the time to look before 
you leap. The only perfected and finished 
method of A.C. Drive on the market today 
for high quality radio reproduction is that 
embodied in RCA Radiola 28 with RCA 
Loudspeaker 104.“ RCA engineers, after 
exhaustive laboratory research and experiment 
have come to the conclusion that the prin- 
ciples employed in this combination are 


basically sound and cannot be improved upon. 





RADIOLA 20 


“More radio entertainment per dollar 
than any other set ever made”’ 


This is the practically unanimous opinion of owners, dealers, 
engineers and musicians who know the Radiola 20 —the 1927 
radio market’s outstanding value. Many times as selective as the 
ordinary antenna set. Can be adapted for complete lighting 


socket operation.The fastest and easiest selling set available today. 


Radiola 20, less equipment $78 list 





MADE BY THE MAKERS 


OF 


NEW YORK 

















Radiola 28 with RCA Loudspeaker 104 
universally acknowledged as the master 
stroke of modern radio 


This combination wrote a new chapter of musi- 
cal realism into radio history when it was intro- 
duced. The radio found in the finest homes, 
where nothing but the very best could® find 
entrance. It is still recognized by all as the highest 
development of broadcast receiving. Its leader- 
ship in “Class A” is not even disputed, much 
less threatened by any competing set, combi- 
nation or prospective development. 


Radiola 28, with 8 Radiotrons $260 list 


RCA Loudspeaker 104, complete . $275 list 


A. C. Package for adapting Radiola 28 

for use with RCA Loudspeaker 104 on 

50-60 cycle,110-volt A.C. lightingcircuit $35 list 

Antenna coupler, for adapting 

Radiola 28 with outdoorantenna. . $4.25 list 

RCA Distributors will furnish an A. C. Drive 
Radiola 28, ready for connection to the RCA 

Loudspeaker 104, which reduces cost and time 
in installation 


4 authori ed 
Dealer \ 


-Radiola 


THE RADIOTRON 





seoecemen recess — ewses»-amamanasaneece 5 Smeets magpmagte a oma 





CHICAGO : SAN FRANCISCO | 
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Radio’s most revolutionary development! Run this radio s ; 
Ordinary 110 volt 60 Radio Energy Unit 


direct from house current outlet. 
Crosley Radio Energy Unit weig! 


cycle domestic electricity transformed mechanically into pe ag iggy ages gp alge 


smooth, quiet radio A, B and C power as you use it. of an o:dinary “A” storage ba! 
tery—operates without interferin: 


Radio power supply annoyances ended for all time. A hum and with the certainty of an 
electric motor, 


snap of the switch is the only demand radio will make 
upon you from NOW ON. ‘HO 


No more batteries to fuss with. 
No more trickle chargers to watch. 6-tube AC Receivers 


No more keeping something filled with water. for use with Crosley Radio 
Energy Unit 


No batteries to renew or recharge. Crosley radios designed for 
with this marvelous power supp 


No upsetting the home to have the radio are the AC-7, a 6-tube table mode 
at $70, and the AC-7-C, a 6tub: 


console at $95. 

















serviced. 





Write Dept. 64 for descriptive literature. Crosley sets are licensed under Arn 
strong U. S. Patent No. 1,113,149 


e . 
[The Crosley Radio Corporation unter patent applications’ of Radio 
quency Laboratories, Inc., and oth 
a Crosley, Jr. Cincinnati, patents issued and pending. 
Prices slightly higher west oi 


Pres. * Ohio the Rocky Mountains 


CROSLEY 
ULTRA 
MUSICONI 
$9.75 
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the P&S 


Tvurspay—2:00 p. m. to 10:00 p.m. | 
Trade Show open. 
TvespAy—8:00 p. m. | 
Meeting of all jobber and dealer 
associations, Harold J. Wrape, 
president of the Federated Radio 
Trades Association, presiding. 
Address by Maj. H. H. Frost on 
merchandising. 
\VepNESDAY—10:00 a. m. 
Closed R. M. A. meeting; election 
of officers and transaction of gen- 
eral business. 


Open meeting, Federated Radio | 
Trades Association. 
(dealers and jobbers invited.) 

WeDNESDAY—12:30 M. 
Luncheon 4th Annual Radio Indus- 





tries Banquet Committee, Paul B. 
Klugh, general chairman. 
WEDNESDAY—2 :00 p. m. to 10:00 p. m. 


Chicago Trade Day. 
[HursDAY—10:00 a. m. 

Open technical meeting, engineering 
divisions, H. B. Richmond, di- | 
recting. 
(dealers and jobbers invited.) | 

luurspAY—10:00 a. m. to 6:00 p. m. | 

Trade Show open. 

luursDAY—7 :30 p. m. 

Annual R. M. A. banquet, Paul B. | 

Klugh, toastmaster. | 


| 
| 
| 
Trade Show open. | 
| 
| 
| 
| 


Introduction of new officers. | 
Address by Hon. Herbert H. 
Hoover. 
Address by M. H. Aylesworth of | 
the National Broadcasting Co. 
lkipay—10:00 a. m. 
R. M. A. closed meeting. Com- 


| 


mittee reports. 
Appointments of new committees. 
Completion of unfinished business. 
Closed meeting of the Federated 
Radio Trades Association. 
'ripay—2:00 p. m. to 10:00 p. m. 
Trade Show Open. 

















lhe way everybody is holding onto the | 
‘'r vou can’t tell who it belongs to— 
iether can the three gentlemen from 
Srayvar Electric Co., Jacksonville, Fla., 
lt was just there. Left to right:—P. 
J. M-Cabe, salesman, formerly of Texas, 
I he gun; W. R. Philips, local mana- 
nd J. R. Perreault. 














ALABA X 


LINE 






54 Genuine P&S Porce- 
lain Devices—for Side , 


Wall and Ceiling Outlets. ; 


5 Colors 


4 Decorations 


P&S ALABAX 
Stripe Decoration 


Manufactured by the most modern 
methods known today. 


P&S Quality is inherent in every 
piece. 


Fast Moving—Popular Devices. 


Specify P&S 
ALABAX 
devices when 
ordering. 





Write us for oe 


prices and P&S 875 ALABAX 
information. Glass is not included 


PASS & SEYMOUR, Inc. 
Solvay Station Syracuse, N. Y. 


West Coast Representatives 
Cc. R. BACH CO. 
NEW YORK 252 Fifth St. CHICAGO 
71-73 Murray St. SAN FRANCISCO 730-32 W. Monroe St. 
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“HANK” 
— 24 fe Vers 
QUOTAS STANDING 
Hank $30,000.00 per month 98% 
Jed $25,000000 “ " 84%, 
Al $20,000.00 " " 18% 


Well, Hank's ahead in this-here sales contest. The 
boss wants me to tell how he did it. 

He figured that to be a successful salesman, dif- 
ferent from lots of these here fellows, he'd have 
to do more than start out in the morning with a 
pencil that aint sharpened and one order blanke 
Know what he did? Stuck "77", that smallest TV - 
Safety Switch in his pocket, and for the best TV 
Safety Switch-the Current Breaker, he fixed uv a 
handle to carry it and show it up goode Well, he 
swapped a good many miles for nothing, but oh boy 
the lest week of the month he sold $10,000 worth to 
a steel mill. Say aint it a grand and gorgeous 
feeling? And then that little "77" got in some 
good work. Tied up two Refrigerator Co's and an oil 
burner outfit for a year. That's all there is to 
it; but sure its worke 

I see Jed, who's a bug on meter switches sold 10 
apartment jobs besides his regular stuff. You got- 
ta hand it to him. 

Well, whats the use of having a complete line of 


Safety Switches better'n anybody else's if you don't 


let people see em. Sure, a safety switch for every 
use. Im not saying what I did, but you wait. 





Trumbull-Vanderpoel Elec. Mfg. Co. 


Bantam, Conn. 


\V SAFETY SWITCHES 9 





New Officers for the C. R. | 


At the last meeting of the C| 
Radio Representatives Associ 
Tuesday, April 19, the followi: 
ficers were elected for a period | 
year: 

Royal A. Stemm, president; 

W. Ruzicka, first vice-president; |) 
Smith, second vice-president; | 
E. Mills, secretary; S. B. Darn 
er, treasurer. 

The Association has 
headquarters room at the Sti o), 
Hotel for June 13 to June 17, | 
commodate and give service to )\01 
bers of the trade from out of (\) 
This will be in charge of a com) 
person who will be able at all times ty 
give satisfactory and authoritatiy, i) 
formation to visitors at the bk adi 


Trade Show. 











reser\ 












* e 


New York Radio Show in 
September 


From the standpoint of everything 
pertaining to wireless communication, 
the fourth Radio World’s Fair in Ni 
York is expected to set new standards 
of international interest, according | 
the elaborate program now being ar 
ranged by General Manager G. (|:\ 
ton Irwin, Jr. 

The exposition will be held in New 
Madison Square Garden, New York. 
September 19 to 24, inclusive. 

First of all, it will be a great in 
dustrial display held under a sing: 
roof, with every leading manufacturer 
of radio apparatus exhibiting the !at 
est products, all of them being «1 
vital concern to the broadcast listene s 
of not only the United States b 
every country to which they are «) 
ported. 

In the second place, the foremos 
scientists, engineers, professors, ant 
other acknowledged experts, many 0! 
international fame, will deliver ad 
dresses on up to the minute deve! 
ments in the radio art, and demon-tra 
tions of the new wonders in this field 
will be given for the first tim: ! 
public. 






















* + 








Hopkins to Open New House 
in Detroit 

H. M. Hopkins, formerly 
manager of the Victor Electric ‘ 
Detroit, is opening a jobbing 
of his own to be called the H 
Hopkins Electric Supply Co 
Beaubein and Woodridge Sts.. |!) 
troit, Mich. 
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Show your customers how 


NO-THREAD UNILETS 


save time and money! 





Jobs can be done easily which would be impossible with Type “NIGNT” 
threaded fittings. The most difficult connections become 
simple to make and can be completed in jig time. 


Type “NTA” 





Look at the cutaway view. No loose parts; no change in 
diameter of threaded parts; male and female threads always Type “NTFS” 
parallel; positive metal-to-metal contact because the triple- 
beading on the inner ring bites clear through conduit 
enamel and into the conduit itself. 





Type ““NTB” 


No-Thread Unilets have been made with Appleton 
quality and precision for more than 18 years. Recently 
they have been improved in several details. Today they 
are universally preferred by contractors who know that it 
pays to work with time-saving materials. 





Type “NTC” 





Made in all sizes and types. Latest catalog gladly sent 
Type “NTLB” on request without the slightest obligation. Drop us a 
line today. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago, U.S. A. 





No-Thread Coupling 





0 


Type “NTT” No-Thread Connector 


New York—150 Varick Street Los Angeles—340 Azusa Street 


APPLETON ELECTRIC CO. 
1734 Wellington Ave., Chicago 








| Gentlemen: 
Please send us a copy of your new Bulle- 
| tin 9-Am. This obligates me in no way. 














APPLETON 
QNILEGTS 


Registered U. S. Patent Office 







Name. 











Address 
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| Not AN But THE © 
| Association 
(Continued From Page 7) 


unless this independent element is ac- 
tive. It is doubtful if it could exist 
| legally, without this element. “Since 
| there are going to be independents in 
| it, let us be active and let us take up 
our part of association work and in- 
crease the membership of the associa- 
tion among the smaller jobbers par- 
ticularly, who are most in need of its 
benefits.” This is in effect the feeling 
of the independents. It was voiced at 
Atlantic City, and was again in evi- 
| dence at White Sulphur where two 
well attended and enthusiastic meet- 
ings of the Free Lance Jobbers Club 


Your Contractors’ 
Wiring Problems 


> 
Kon ° 
Solved -- 
with the me 


Hykon Double Unit Reel 





| were held. 

That the independents are really 
| “getting into the game” is evidenced 
in the new executive committee. There 
were not very many members to be 
| elected at this meeting, since each di- 
rector holds office for two years and 
they go out of office intermittently. A 
glance at the new executive committee 
on page six shows that of the five new 
members two are independent, and 
three are General Electric distributors. 
On the complete executive committee 
of 15 the independent element is now 
represented by five members, while W. 
E. Robertson, Atlantic Division chair- 
man, is independent. 






Price 
$10.00 Net 


If you could sell your contractor a device 
of such a time and labor saving nature as to 
release part of his ‘‘tied-up’’ capital for other 


purchases which he would make from you, you 


would be glad to do so 


The Hykon Double Unit Reel is such a time | 
saver. It pulls wires No. 8 and smaller from | 
the reel—off top or bottom—into conduit or in 
knob and tool work, without tangles or snarls. 


—And the— 
New Hykon Boring Machine 


Active steps are now being taken to 
increase the membership of the asso- 
ciation. Since the meeting last fall, 
17 new members have been added and 
As shown below, the 


In the Hykon boring 
one reinstated. 
| independents predominate. 


device you are offered 


a tool, profitable in it- 
Worcester, 


Coghlin Electric Co., 
Mass. (Independent). 
East Coast Electrical Supply Co., 
| New York, N. Y. (Independent). 
Silk City Electrical Supply Co., 
Paterson, N. J. (Independent). 
Southern Tier Electrical Supply 
Co., Binghamton, N. Y. (General 
| Electric Distributor). 
|  Baldwin-Hall Co., Syracuse, N. Y. 
| (Independent). _ 
“Ask the Men that use them” Royal Electric Supply Co., Phila- 


delphia, Pa. (Independent). 
The Hykon Mfg.Co. ““Gotoriat Blectrie 


Colonial Electric Co., Philadelphia, 


Ohio) P: (Independent). ; 
Monroe Lamp & Equipment Co., 


| New York, N. Y. (Independent). 
Hy | Franklin Electric Co., Philadelphia, 
— Kon— Pa. (Independent). 


Baitinger Electric Co., New York, 
PRODUCTS 


| N. Y. (Independent). 


self to handle, and at 


the same time so de- 


signed as to bore holes 
five times faster than a 
twice 


brace and bit; 


as fast as any chain 








driven machine, and 











easier operated. , 


Price $25.00 Net 


Alliance 














Toggle Switches 


Have Come 


So Why Not 


Toggle Surface 
Switches 


Instead of Rotary 


Indicating Switches 
At the Price 
of Non-Indicating 


‘When WEBER Makes 


It’s A Switch!”’ 


Send for a Sample 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 


Boston 








SINCE 1895 





To Stay 








A Switch 








MASSACHUSETTS 





~~ |: ON 


NY 











\Viewe pom al 
IRING L/EVICES 
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CoLT’s PATENT FIRE ARMS MFcG.Co. 


Electrical Division 


a — 

. 2 A 

PARK HARTFORD, CONN. U.S.A. 
NEW YORK~BOSTON~+CHICAGO ~SAN FRANCISCO 
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Boost Your June Sales With Fans/ 


Keep right on selling fans this month, even 
if you have signed up a lot of contracts with 
your dealers. There are plenty of chances to 
get added fan business with little effort. 


Check up the stocks of your contract holders 
--there are almost Sure to be some items short. 
See that their advertising matter is being used 
effectively. 


It is likely you can help each dealer with 
some hard=-to-sell prospect by calling with him. 


And the man you failed to get under contract 
in the spring, may be open to conviction now-- 
if only for a line of Emerson Junior popular- 
priced fans for a special sale. 


Be a fan salesman first--all through the 
month and the results will surprise you. 


MERSON FANS 


with the 5 year guarantee 














The Emerson Company Sells No Apparatus at Retail. 

































& FEW USEST J FOR MOTOR 





Fh ueieinonren ty, * 
a: 


OO ead 





Good from Every Angle 


* net 
“CONSTRUCTION: PERFORM” 


A Splendid reception 


: 2 s15 





The Master Super-Wick Motor, announced 
last month, has had a splendid reception. Its 


unsurpassed performance, its genuinely at- , 
tractive appearance and its strong, durable a ae =, 
construction are making swift headway into s' 
the favor of motor buyers everywhere. Bakninel 


To try one is to be convinced. 


THE MASTER ELECTRIC COMPANY tor 
‘ * Grain Elev 
DAYTON, OHIO Equipment 


STOCKS CARRIED IN PRINCIPAL CITIES Vas 
MASTER™\"=>MOTORS [Fares 
MASTER MSSR OTTO 

VS Cy Aes ~ 
; Buffing and Grinding £. 3 Garages ~Varied Uses 





370 
uN 
LEN 
.% 3 














City Electric Co., Syracuse, \_ y. 
(Independent). 

Tidewater Electric Co., Inc., Vey 
York, N. Y. (Independent). 

Krich Light & Electric Co., \ w- 
ark, N. J. (Independent). 

Schimmel Electric Supply 
Philadelphia, Pa. (Independent 

Sprague Electrical Supply 
Waterbury, Conn. (Independent 

South Bend Electric Co., South 
Bend, Ind. (General Electric Dist rib- 
utor). 

Swords Electric Co., Rockford, ||], 
(General Electric Distributor). 

Carroll Electric Co., (Re-instated) 
Washington, D. C. (Independent 

As far as the meeting at White Sul- 
phur Springs was concerned, the fore- 
going outstanding things were ac- 
complished, and in the face of an 
unusually small attendance on the part 
of the jobbers, making it probably the 
most important from the standpoint 
of the association of any held in re- 
cent years. As a convention pure and 
simple it was somewhat marred by in- 
different facilities, service and atten- 
tion on the part of the hotel. The 
reason for going there this year was 
on account of the advanced date. 
Next year, however, the annual meet- 
ing will be held again at Hot Springs, 
the week of June 6, 1928, where the 
old Homestead makes everybody truly 
at home. The fall meeting will be 
held in Detroit early in October, in 
all probability at the Book-Cadillac 
Hotel. 

Two good speakers were obtained 
for the open meeting—E. W. Lloyd, 
vice-president in charge of sales of 
electric light and power, Common- 
wealth Edison Co., Chicago, who 
spoke upon the relation of electric 
light and power companies to the elec- 
trical supply jobbers, and Frank F. 
Watts, manager of “Electrical Goods’ 
who discussed the subject of “Making 
the Distribution Dollar Have More 
Sense.” 

At the banquet, which was well at- 
tended, Strickland Gillilan the noted 
humorist was the speaker. He talked 
as only he can talk and captivated his 
audience from the start. 


Thoughts From Mr. Lloyd's 
Address 

Continuity of demand, which will 
bring about continuity of production 
in electrical lines, is lacking. ‘That 
makes it difficult to reduce prices and 
is the manufacturers’ big problem. 
Why could not a plan be developed 





eee hn Aa oe ae, C.. ~~ — - Um 












June, 1927 THE JOBBER’S[J]SALESMAN 113 


UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





CORA CASED GLASS 
CLG NUITE GLASS 








Jobbers who are making the greatest success and most profit 
from Commercial Lighting now sell their own EXCLUSIVE 
units of Cora Cased and Nuite Glass, supplied by 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
The CLG Exclusive Proposition 


gives you a Commercial Lighting Unit of distinctive appearance, 
high quality, high efficiency and right price which 


You Absolutely Control in Your Territory 


Under the CLG exclusive proposition you also receive practical 
sales and engineering co-operation, with our specialists helping 
you on the big jobs and working with your men in the territory 
to aid them in becoming more productive and more profitable 
lighting salesmen for your house. 


Be Guided by Those Who Have Tried 
Let us tell you what other jobbers have ac- 
/ / complished under the CLG Exclusive Plan. 


CORA CASED GLASS 
“LG NUITE GLASS 
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Not new fancy ideas for 
you to sell—but necessities 
that your customers want 
and know about througk 
our national advertising. 


THE CRESCENT HOLE CUTTER 


For cutting conduit holes in outlet boxes, 
cabinets, pull boxes and all sheet metal work. 
It cuts holes for Y. inch to 4 inch conduit. 
Illustrations show method of using. List 
*rice, $5.00 


THE CRESCENT FISH TAPE 
PULLER 


This is the greatest time saving tool de- 
veloped in recent years fog electrical workers. 
The fish tape is placed in groove and when 
pulled toward you it grips the tape and 
under no condition will it slip. The harder 
you pull the tighter it grips. When pushing 
from you it will release and slide along tape 
as far as you can reach. It fits your hand. 
List Price, $4.00. 


THE CRESCENT REDUCING 
LOCK-NUT 





known as the promotional lines. 
| far can the jobber go? 
| is constantly looking for new devices 


| them? 
| wish to do this. 


| central 

| not wish 
| station had to go to the manufacturer 
| and induce him to sell it direct. 
| is now done at high cost to the manu- 


facturer, and the jobber gets nothing 


ample. 


' and the | 
cities where they do not practice free | 


| made 

















These reducing nuts replace the standard 
lock-nut where the conduit hole is lurger than 
the conduit used and is made in three sizes 
for reducing 344 knock-out to 1 inch, 1 inch 
to ¥% and 1 inch to Y% inch. The lock-nuts 
are packed 100 in a cartun and in assorted 
sizes, carton consisting of 100 % to %y, 30 
1 inch to % and 20 1 inch to YY.  Iilus- 
tration shows 14 inch conduit held in 1 inch 
nole. Assorted size carton, List Price, $6.00. 


Manufactured By 
THE CRESCENT SHOPS, Inc. 
1116 E. 16th Street, 
Los Angeles, Calif. 

















| whereby groups of jobbers, aside from 


the present groups, be formed, who, 


through a_ suitable clearing house 


could insure normalcy of demand to 
| certain manufacturers? 


Some one must develop what are 
How 


The American 


labor. Who will promote 
The central station does not 
Take for instance 
pumping equipment. ~ The 
station wanted this to be 
pushed. The jobber could not or did 
to handle it. The central 


to save 


electric 


This 


out of it. Motors are another ex- 
The general contractor gets 


the bulk of this business—the electri- 


| cal jobber and even the electrical con- 


tractor being largely out of it. 


Giving the dealer the opportunity 


| to sell lamps as against free lamp re- 
'newals does not help to put out the 


larger sizes of lamps: 


| where they have free lamp renewals, | 
| about 71% are 60-watt, 5% 100-watt | 


rest of various sizes. In 


| renewals the average size of lamps is 
; much smaller, the preponderance be- 
was | 


Best Possible 


The 


that manufacturers 


ing 25-watt. suggestion 


price all 


| lamps from 25 to 100 watts the same. 


Jobbers develop your service and in 
that way hold the business of central 
stations in line that you see leaving 
you as a result of the formation of 
holding companies. The day is past 
when you can confine that service to 
the staple lines. 


Important Points in Watts’ 
Address 
Three factors will eventually bring 
us back to where our goods are nor- 
mally distributed through wholesaler 


and retailer. (1) Increase in popula- 
tion and purchasing power to a point 
more nearly paralleling our produc- 
tion capacity. (2) The fact that di- 
rect-to-consumer selling gets more and 
more expensive as the market ap- 
proaches a certain degree of satura- 
tion of a given commodity. (3) The 
retailer is fast learning how to meet 
the direct selling of the manufacturer. 





In Chicago | 








Protection 


Bull Dog Assembled Split Knobs are 
made of hard, white, vitreous porce 
lain, white glazed and assembled with 
leather washer under head of the 
cement coated nail and frictional «s 
sembling washer under base. These, 
together with other Illinois split knobs, 
tubes, and cleats, form a most complete 


line of material for the safe and 
approved wiring of residences. 


Write for Complete Catalog 


Illinois Electric Porcelain Co. 
Macomb, Illinois. 


ILLINOIS 


INSULATORS 
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Cash non 
Instant Acceptance 






































‘TCHE past few weeks have demonstrated that the live distributor 
and jobber salesman with a sample PORT-O-VAC finds instant 
cceptance with practically every dealer he shows it to. 
PORT-O-VAC fills every need in the modern home. It weighs 
''4 pounds, yet it is powered with a 4% H.P. General Electric uni- 
ersal motor the same as a regular household machine. It is light 
ind perfectly balanced so as to be easily operated with one hand. 
(he telescoping tube extends to 32 inches and is supplied with an 
xtra wide nozzle for floor cleaning. The flexible tube and brush 
ire excellent for long napped material. 


iarages, filling stations, wash racks and car dealers are adopting 
‘(ORT-O-VAC as regular shop equipment. Hotels are installing 
them. The market is unlimited. 


sk your Sales Manager x3 1 
ont’ dae ae PORT-O-VAC retails at 
nd have him write for $4°7°50 

ull details, A remarkably low price. 
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553 West Monroe St. Chicago, III. 








Feature 


# _, The New Swivel Stem Pendant 


—for Profitable Sales 


Here is an opportunity for sales and profit be- 

cause the Quad Pendant fills a long felt de- 

mand in hospitals, hotels, dairies, creameries, 

bakeries, restaurants, laboratories, beauty par- 

lors, barber shops, packing plants and many 

other places. This is the fixture without an 
equal. 

Quad fixtures are made of Armco Iron Num- 

ber 24 U. S. standard gauge finished in Vit- 

reous (Porcelain) Enamel consisting of a 

oer ground coat and two coats of white. Provided 

with a knock-out for canopy switch, the Quad 

2 Swivel Hanger costs no more than _ stud, 

hickey and canopy—three parts which are re- 
placed. 





Write now for prices, 
descriptive folder and 
selling information, 





QUADRANGLE MFG. CO. 
BRACKET 


Permanent white porce- 
lain enamel on _¥ steel. 
Shade turns to any angle 
at the touch of hand. 
Finished in Ivory and 
other tints if specified. 
Complete with convenient 
outlet switch and glass. 














Sell Sea Breeze This Summer 


OMEBODY has to stay on the job and keep the 
wheels turning even though it /s hot. 


But the discomfort of hot sultry weather can be tem- 
pered by bringing a bit of sea breeze to the sultry 
spots with Johnson Fans. 


Soon the season will open for rush orders on fans. Be 
in position to fill the rush calls with Johnsons. They 
are ready to put to work at once and they never take 
a vacation. 


















Johnson 
‘4 Fan & Blower Co. 
"1327 W. Lake St., Chicago 














The effect of declining prices 





mounting costs is a problem. is 
just as necessary for the jobb. |) 
secure a volume of business as is 
for the retailer. Where and ho: j, 
he to get this larger volume? it 
urally, if his trade is securing a lay; 
volume he will secure from the: 4 


part of his necessary larger s;\+s 
Fundamentally there are but two wvys 
to secure a greater volume. The (rst 
is by the addition of new lines 0 
merchandise whereby he can se}! 4 
greater diversity to his present trade 
The second is to sell a greater diver- 
sity of trade. The hardware jobbing 
business is one of the oldest and }y:st 
established. To show what the hard 
ware jobber has done in respect to tli 
first, a man who was 40 years in tli 
hardware business said recently that 
many of the hardware jobbers today 
were doing only 25 per cent of their 
business in hardware lines. The other 
75 per cent were lines which were not 


| regarded as strictly hardware. As to 


what he has done in respect to selling 
a diversity of trade there are in the 
United States 35,000 hardware dealers 
—though 50% of them do about 90° 
of the business—yet the hardwar 
jobbers have established over 300,000 
sales contacts in various lines of trade 
It has been very easy for the hard 
ware jobber to add this greater diver- 
sity to lines, but it presents a mor 
difficult problem for the electrical job- 
ber. For instance, the hardwar 
jobber can add an electrical line, but 
it is exceedingly difficult for the elec- 
trical jobber to add a hardware line. 
To illustrate the stability whic! 
diversity gives, there have been in tli 
past 30 years but five failures of 
hardware jobbers recorded in_ tli 
United States. Of these, three hay: 
paid 100 cents on the dollar. 
However, with the electrical supp!) 
jobber facing as he does the necessit) 
of getting a larger volume in a nar 
rowing area there seems to be onl) 
one way open to him, with the excep 
tion of new devices, and that is to s«!! 
a wider diversity of trade. 






Flashes from the Convention 
Floor 
The growing disinclination of ¢!) 





manufacturers to permit the jobber to 
participate in the large order busines» 
of unquestioned credit leaves only tli 
skimmed milk for the jobber nd 
often that has soured. This app!ics 
not only to appliances but to many 
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YME WIRE CO., 
me, N. Y. 


Please send me a copy of your 
























Because rubber is a vege- 
table product, pure rubber 
alone, as an_ insulation, 
would quickly deteriorate, 
causing short circuits and 
costly replacements. 


That is why in Rome insula- 
tion, rubber is compounded 
with other materials that 
add life and mechanical 
strength to the insulating 
wall on Rome Code Wires 
and Cables. 


With such attention to 
manufacturing details, and 


complete knowledge of field 
requirements, is there any 
wonder that there is a 
growing preference for 
Rome Wires and Cables, 
whether they be Code— 
Lead Encased—Bare—or 
Magnet? 


All processes are carried on 


in Rome Mills—f rom 
copper bar to finished 
copper wire—which enables 





us to make prompt ship- 
ments and quote attractive 
prices. 


ROME WIRE CoO., 
Rome, N. Y. 


Insulated Electrical Wire and 


Cable Catalog, which contains 


valuable charts and tables con- 


cerning Insulated Wires. 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 







ROME WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 
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A Tool for Every 
Pole Line Problem 


For over 50 years Osh- 
kosh engineers have kept 
in step with a tool partic- 
ularly adapted for the 
work at hand. These years 
of experience have pre- 
pared the way for the 
complete line of Oshkosh 
Pole Line Construction | 
Tools offered today. 


Made right and priced 
right, they have built for 
themselves a reputation in 
their field which is the 
standard by which the 
merits of line construction 
tools are judged. 





The Electrical Jobbers 
throughout the country who 
are the distributors of Osh- 
kosh Pole Line Construction 
Tools, are satisfied complete- 


ly in handling this line 
which has behind it the 


fullest realization of a prop- 
er policy embodying fair 
margin of profit, sales help 
and advice of every charac- 
ter, and a recognition of 
their rights as distributors of 
these products. 











LEACH COMPANY 
OSHKOSH, WISCONSIN | 


OSHKOSH 


CONSTRUCTION TOOLS 





other things. The profit on these 
things is often less than the irreduc- 
ible cost of doing business. 


Investigate refrigeration very care- 


fully. There are now approximately 
262 manufacturers. Look into them 
very carefully before tying up. 


Nevertheless, the time is approaching 
when the jobber may look with less 
fear upon this field if he picks his 
manufacturer from among the reliable 


ones. 


The dry battery committee has suc- 
ceeded in eliminating seven styles and 
types among the manufacturers and 
has recommended four, besides having 
standardized on black finish, It is be- 
lieved that more definite information 


| should be given to the user—the size 


to use with a given number of tubes 
also printed notice on the battery that 
it is not to be used after a given date. 


The pole line hardware committee 
has induced manufacturers to put guy 
rods, guy wires, bolts, etc. in standard 
packages. Wooden boxes are now 
used for bolts and a large number of 
bolt sizes, pole steps, eye bolts, wash- 
ers, etc. have been eliminated. 


What happened to a Philadelphia 
central station that thought it could 
make money on warehousing was that 
in three years its investment increased 
from $140,000 to $300,000 and 75% 
of Utilities 
find that they cannot profitably sell 
their subsidiaries on a 15% margin. 


its stock was obsolete. 


The radio business is too hazardous 
for the spread. The dealer must have 
40%. Therefore, for the jobber to 
try to do business on 10 and 5 or 12 
and 5, considering the hazards is not 
sound. Every individual jobber should 
keep continually bringing this up with 
his manufacturers. The counsel sug- 
gested that the radio committee make 
a real study of radio distribution and 
the facts ascertained then be given to 
the individual jobbers to enable them 
to back up their plea with the manu- 
facturers. 


Subscriptions have now been re- 
ceived for 2076 copies of the sales- 


| manship course compiled under the 


direction of Mr. Rost; 57% are sales- 
men; 16% counter clerks; 91% % stock 


clerks; 17'4% bookkeepers and un- 
classed. There are now seven lessons 


instead of 15 in the course. 








IT’S “TIME” 
TO SELL— 


THE ‘‘RELIANCE’ 
AND “RACINE”? 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off wi 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries 
year’s guarantee and is made largely 0! 
“Reliance” parts, 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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STIPPLE 


Point the Way to 
Increased Sales 


SINCE satisfactory, profitable lighting instal- 
lations are almost wholly amatter of efficiency, 
Sterling Reflectors offer, by long odds, the 
greatest possibilities to step-up sales. 


THE development of interior and exterior 
illumination, to its present degree of perfection, 
has also developed a more critical clientele of 
users. And fortunately to satisfy these users 
—and to help your sales—Sterling Reflectors 
are available. 


SEVERAL types for SHOW WINDOWS. 
Others for COVE and GENERAL INTE- 
RIOR Lighting. Units for interior and ex- 
terior FLOOD and SPOT Lighting, as well as 
for DISPLAY CASES. 





Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1411 Jackson Blvd., Chicago, U.S. A. 
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N and 


The Key to 
Larger Sales 


L 


LAMP ia GUARD 


THE KEY §m§ TO SAFETY 










Loxons guard against breakage 
and theft. They do this double 
duty at a single cost—prevent- 
ing theft as well as breakage 
and at the same time lessen 
danger of fires and personal in- 
juries from hot or broken 
lamps. Loxon Lamp Guards 
are made for all types of soc- 
kets and for both the new and 
old-style lamps. They are quick- 
ly and conveniently attached to 
the socket and locked with a 
key, one of which is furnished 
with each dozen guards. 





Send for catalog No. 21, 
or for descriptive bulletin 
describing Loxon Lamp 


Guards. 


ESTABLISHED 1904 


VALPARAISO - INDIANA. 








K LF N TOL 





SZZZCC 






LES7 









& Sons 








Mathias ae 


Chicage USA 






The catalog committee reported | |\,; 
end of the association work is a 
better than breaking even. 


Mr. Canada’s report of the wor: 0; 
the National Fire Protection Ass. ., 
tion, given by Mr. Kirkland, wa, {, 
the effect that the rapidity with \ jc), 


ordinances effecting electrical \, ork 
are springing up is startling. ‘T) nr 
is urgent need for the jobber to ©: ter 


into the local phases of this situa(:on, 
Every jobber will soon receive a re 
port showing the need of a uniform 
electrical ordinance. He should stid\ 
this carefully. 


W. J. Jockers 


(Continued from Page 25) 





ing of the trip through Florida and 
the south, on which he was to embark 
in a few hours. Alas! Just as his 
anticipation had reached the point 
where he could taste the oranges and 
smell the magnolias, he received « 
message from Mr. Gibson. The gist 
of it was that Jockers should turn his 
back on the sugar-cane and bathing 
beaches and set sail for the land of 
winter wheat and champion ski-jum)p 
ers, viz., St. Paul, Minn. He was 
further advised to trade his tennis kit 
and Panama hat for ear-muffs and 
snow-shoes. 

In addition to his being a good sv! 
dier and having a real sense of 
humor, there was another reason for 
his willingness to go West. He had 
not been in the business all those 
years without arriving at some very 
definite conclusions as to its merits 
Down East he had often felt that |iis 
branch of the business was “not so 
good,” and that it would be best to 
forsake it for some other work. Grad 
ually he had come to think that. 
somewhere “out West,” there was 
great opportunity. Therefore he we! 
comed the chance to go to St. Pau! 
and look things over. Evidently ti 
trial trip sold him on the Northwest. 
for he soon re-entered the jobbing 
business with the St. Paul Electric 
Co. The scope of his activities ls 
widened considerably since Mr. Laird 
became president of the company, + 
it seems he is settled for life. Ju! 
recently the St. Paul Electric Co. and 
the R. M. Laird Electric Co. of Mi: 
neapolis have been consolidated 
form the Great Northern Electric A) 
pliance Co. and Mr. Jockers mai 
vice-president and general manag’. 

Since going west, Mr. Jockers ! 15 
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9UALITY 
with PRICE APPEA 


$4475 


{Includes 8-piece 
set of attachments) 





= 





atte 
Gales ats 
shy 





















EVENTEEN ee BA oe ; 


years of success- 






ful designing, manu- 







facturing, distribut- 
ing and selling vac- 
uum cleaners are 
back of the CLE- 
MENTS - Jewel 


Electric Cleaner. 











DETAILS ON 
REQUEST 
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Buyers should bear in mind that 


Multi products are distributed strictly | 
through electrical jobbers. No dealer | 


can purchase directly from us. 





This policy gives the jobbers’ sales-| . ; 
| for our good. Disappointments, trou- 
men one hundred per cent co-opera- 


tion on the business available in the 
Multi line. Buyers everywhere appre- 
ciate this policy, as is evidenced by 
the ever-growing demand for Multi 


products. 





In addition to the Newgard 
Weatherproof receptacles, we have a 
complete “Multi” line comprising the 
N. E. C. Slate and Porcelain Cart- 
ridge Fuse Cutout Bases, Wire Lugs 
and Fuse Clips, and Porcelain Bush- 


ings. 





Send for our catalog and distribu: | 
tors arrangements. It will prove a 


profitable transaction to you. 


MULTI ELECTRICAL 
MFG. CO. 


210 North Ogden Ave. 
Chicago 


learned that basically business con- 


| ditions and people over the country 
| are quite similar. To quote him: “No 
| matter where you go or what busi- 
| ness you engage in, obstacles are en- 
| countered and resistance met. Close- 
| up apprehension and a lively under- 


standing of the drawbacks of your 
business or mine lead us sometimes 
to gaze longingly at some distant pas- 
ture that looks much greener. But it 
we change our work we soon learn 
that trouble is not a matter of geogra- 
phy and that there are discouraging 
situations in every business or terri- 
tory. 

“In my reading,” he goes on, “I 
ran across a little paragraph of real 
philosophy, not new, but so well 
stated that it might well serve as 
part of every man’s creed. It says: 
‘What we need to remember is that 
no life is all sunshine, nor should this 
be expected. Nearly everything that 
happens to us is just our portion of 
the bitter and sweet of human ex- 
istence.’ 


“We may not deserve all the 
rough treatment we get, but should 
understand that it is coming to us 


bles, privations and hard work are 
necessary elements in the character 
tests by which we graduate into hap- 
pier conditions of living. Knowing 
this, I make it a pomt to work hard 
myself, thereby fostering the spirit 
of industry in my organization, and 
with all shoulders to the wheel we 
are happier at work and at home. 
And when we have a little time for 
other matters than business, we make 
the most of it and see that every 
minute is filled with enjoyment.” 


His final conclusion is this: “No 
matter where one is located, and this 
applies to officials as well as minor 
employees, a man’s present job is his 
best one and should be handled with 


all the thought, care and conscien- | 


tious scruples possible. No one is 
paid that which they do not earn. 
They may think they are getting 
away with it, but they are not—any 
more than those managing a business 
can get away with the idea of making 
more money by merely piling up a 





huge volume.” 

Mr. Jockers has been married 21 
years and has three daughters. Mu- 
riel, the eldest, is attending the Uni- 
versity of Minnesota. Next comes 
Inez, who is in Junior High School. 
Wilma, the youngest, goes to a pri- 
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Condui* 


Precedent 





Youngstown- 
Buckeye 
Conduit 


It is easy to sell your cus 
tomer Youngstown-Buckeye 
Conduit when you can point 
to an impressive list of high- 
type-building installations in 
practically any city in this 
country and say, “They were 
wired in “Youngstown-Buck- 


999 


eye. 


Our national advertising 


appearing 


architectural 
engineering papers is contin- 
ually featuring eminent 
buildings of recent construc- 
tion which have their wir- 
ing in Youngstown-Buckeye 


Conduit. 


Are you profiting by this 
Join the ever: 
increasing list of electrical 
jobbers who 
their conduit sales through 
“Youngstown Buckeye.” 


advertising? 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 














nil 
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No. 6900 


Selling Table-Taps for Radio Use 


is profitable business! | 
I 


Have you ever watched a newly converted radio 
“bug” try to get his set hitched up? 


os eee PETER IR ION Ya 
“ee 














1 uneramenet ata 


Only one wall outlet on hand—but a battery 
charger, a “B” Eliminator and a portable lamp, 
for example, all waiting to be plugged in! 





Suggest to electrical and radio dealers that they 
keep on hand a supply of Hubbel! Table-Taps 
No. 6900 to relieve this problem. 


The Table-Tap when plugged into a single out- 
let provides three convenient Te-Slot connec- 
tions. Can be screwed to the wall baseboard as 
illustrated, fastened to the back of the radio cab- 
inet, placed on the floor or located elsewhere. 








Hubbell Table-Taps are regu- 3 
larly shipped in attractive 3- 


—= color cartons—all ready for 
HARVEY HUBBELL"« display in the window or on 
ELECTRICAL SPECIALTIES the counter. 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO. ILL 

















, PROVIDES 3 OUTLETS FROM 1 


- 


ae 
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RAMBLER 


Genuine Porceliers are to be had 
in a wide variety of beautiful de- 
signs and colors. The beautiful 
decorations are all handwork. 


Porceliers are also made in colors 
to match the vogue of colored bath- 
room and kitchen tiles. 





No. 250 Decoration 15—Two-lite 
No. 275 Decoration 15—Three-lite 


Are You Getting Your Share 


Repeat 


Jobbers handling 
the Porcelier Line 
are finding a re- 
peat business 
exists which is 
proving most 
profitable. 


The decorative bedroom Porce- 
liers are exclusive and will blend 
with the color schemes of modern 
homes. 

Jobbers’ Salesmen handling the 
Porcelier Line will find their deal- 
ers entertaining an equal enthusiasm 
due to the constantly increasing re- 
peat business which is theirs. 


Write at once for descriptive matter for insertion in your catalog. 


PORCELIER MANUFACTURING CO. 


1026-28-30 Fifth Ave., Pittsburgh, Pa. 


” Business? 











“RM” Type 


Circle “T’ Safety Line! 


Boards 


Three important factors have 
been instrumental in giving the 
“Circle T” line the high stand- 
ard which it enjoys today. 
First, it is manufactured by one 
of the oldest national switch 
manufacturing concerns in the 
country. Our employees have 
been brought up in the business, 
our Ten Year Club representing 
between 20-25% of our em- 
ployees. 

Second, the line is complete, in- 
cluding Knife Switches, Safety 





of 


Type “a” 





Switches, Panel and 
Switch Boards. We have a 
switch for every requirement. 
Jobbers need stock but one line. 


Third, “Circle T” products are 
designed for service and not to 
meet a price. 

The yearly cost of Trumbull 
Switches is low compared to 
others. 


Remember these three points 
and call this to the attention of 
your Trade. 


THE TRUMBULL ELECTRIC MFG. CO. 


N York Chicago 
inf ac PLAINVILLE, CONN. eames 
Philadelphia Jacksonvil'‘e 

















vate school and gets special me: oy 
because she was supposed to be » 
and bear the proud name of Bill. | 
ers, Jr. Hence the Name Wilm .. 
a sort of consolation prize. — |,; 
father vows she has the pep and | »- 
ergy of three boys, which helps s.»:, 

In the short space of six years \[r. 
Jockers has made quite a place {,; 
himself in St. Paul affairs. Bes: jes 
being a Kiwanian, he is on the bo ird 
of directors of the St. Paul Ath! tic 
Club and chairman of the enter(:in- 
ment committee. He is also a dirvc- 
tor of the Midland Hills Couitry 
Club and on the board of trustee. of 
the St. Paul Automobile Club. 

In spite of the demands on |is 
time, he is not hard to reach anid is 
a good listener. He understands a 
proposition instantly and talks ‘cold 
turkey” without beating around the 
bush. His business theories are built 
on the basis of a square deal for the 
manufacturers he represents and the 
customers he sells. Best of all, he 
recognizes the importance of keeping 
up the morale and ambition of thie 
company’s personnel. To accomplish 
this he went on record long ago in 
favor of running an organization }) 
kindness and tact instead of bluster 
and sarcasm, and practices what lic 
preaches. 





July First You’re Off 


(Continued from page 8) 
Jospper’s SALESMAN has his fountain 
pen filled already with green ink 
waiting to write out those $25 checks 
His tongue isn’t hanging out, for he is 
biting it to keep the tears back, being 
like all treasurers who hate to see tlie 
money go out of the bank, but he wi! 


| come across the day after the winners 


are ascertained and no 2% off tor 
cash either. 

So look for the broadside the mid 
dle of this month; be sure that soni 
one is instructed to forward it if \ 


are going to be away. 





A Dual Job 


(Continued from page 12) 
one, just for the sake of the P. .\.> 
vanity. 

But when the sales manager is |! 
wise the purchasing agent—that's dit 
ferent. Not only does he make i! 
point to keep the lines he buys m\ 
ing out fast enough to make a good 
turnover showing, but he is more c: 
ful of his buying, to insure a g: 
sales showing! One of Mr. Dwy:'s 
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Retail Price $18.50 


Denver and West $19. Kitchen 
Attachments at Slight Extra Cost. 


Sharpens 

















Polishes 


SALESMEN! 


This Home Motor is a Great Summer Seller 





During the hot summer months, there is need for this 
motor all during the day. Without nuts, screws or 
bolts, it attaches quickly to any sewing machine and 
makes it an electric. No worrisome pedaling. 


With grinder and buffer attachment, it sharpens knives 
and tools and brushes and buffs silver; with mixer at- 
tachment, it whips cream, beats eggs and mixes dress- 
ing and cake batter. 





Fan Attachment 
Hamilton Beach Home Motors are sold only through Only $3.00 


Legitimate Jobbers. See that your Dealers are well 


stocked. Point out to them how easy it is to sell not tdhpalmmeierleauaen 


home motors quickly into an 


only the Motor with attachments but to sell present icine. soled ton: These 
owners, not possessing all attachments, a complete set. are a million home motors in 
use today. This proves their 


rugged durability. 








Hamilton Beach Mfg. Co. Racine, Wis. 


Hamilton Beach 


Necessary Electrical Devices 
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Sell 
Them 
Hemingray 





JOBBERS and JOB- 
BERS’ SALESMEN 
should remember the fol- 
lowing points when call- 
ing on the trade for in- 
sulator accounts: 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. 

They are known uni- 
versally to the trade. 

They are immediately 
available for prompt ship- 
ment. 

They are particularly 
suitable for all low and 
medium voltage _lines 
ranging from 2300 to 
15000 volts. 





These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 





Them 
Hemingray 


| 


|. 
HEMINGR AY 


GLASS COMPANY 
N -MUNCIE INDIANA: L | 
[Se 4 





the light burning all the time. 
‘refers to a fixture with several lights 
|as well. 


|a bed lamp to match on the head- 
'board of each bed for the guests that 


‘center light should be controlled by a| 


| closing 
should apply to small toilets and 


jobs certainly acts as a damper on the | 
| 


other, to the benefit of the company! | 


Being responsible for both ends of | 
the problem, Mr. Dwyer finds that it | 
is imperative that he keep a very | 
close check on the rate at which each | 
item sells, not only for the sake of | 
making the sales department give a| 
proper account of itself, but to ascer- | 


tain whether or not an item is selling | 


| 
well enough to be re-ordered. Natur- | 


ally a close watch on stock movement 
_helps turnover, because it spots slow- | 


| 


movers and gets them cleared out be- | 
: | 

fore they are so old that their records | 

are bad and a price cut is essential. 





Planning Hotel Lighting | 


(Continued From Page 10) 


fixture for the center, as while the 
rooms are occupied the guests keep 


This 


Use a simple inexpensive 
bracket on each side of the dresser, 
with pretty shades or eyeshields, and 


like to lie in bed and read. The| 


wall switch in a convenient place. 


Each closet should have a recep- 
tacle controlled by the opening or the 
of the closet door. This 


Wall switches in 
finished to 


shower baths also. 
all the rooms should be 
match the lighting fixtures. 


The above treatment of lighting 
may be applied to high-class apart- 
ments. Only recently I was called 
on to plan a lighting scheme for a/| 
large apartment hotel and I suggested | 
inexpensive fixtures, perfectly plain, | 





but finished in old pewter color. As | 
|the architecture of this building was | 
Colonial, and the owners thought the | 
‘idea of the Colonial pewter finish for | 


the lighting fixtures was very good, I | 


'was awarded the contract without | 
competition, as no one else thought of | 


the plan. The builders and architect | 


/got the old Colonial atmosphere with | 
‘less cost than they estimated, and | 


when the work was completed, were | 


very pleased with the job. 


I would like to hear from other | 
readers who are in the lighting fixture | 
business. By comparing ideas we} 
may be able to learn something more | 
that will help us. 
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Everybody Remembe 


Slow Shipments 





ANUFACTURERS 

can make ninety-nine 
prompt shipments which are 
soon forgotten, but the hun- 
dredth one, if it be slow, 
will surely be remembered. 
We appreciate the jobbers’ 
ills and always try to make 
quick shipment. We fear no 
special job—just dig in and 
do our work sure and quick. 


O you we owe thanks 
. for the increased busi- 
ness we are enjoying this 
year. Such a variety of or- 


ders shows some tall cata- 
logue study. Keep to it— 
for every Day-Brite installa- 
tion helps to sell the next. 








pAY-BRite 


TRADE MARK REG. 


REFLECTORS 


—for— 
STORES—BANKS— 
HOTELS—THEATRES— 
ART GALLERIES 
and all Public Buildings 


DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 


Write for Catalogue 6 
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HE HART & HEGEMAN 


ARTFORD, CONN. MAKERS OF ELECTRIC nae HES SI INCE | 1390 






































ed 1 








St y AL | eS i \ 
: Ff { i H ; if i ; q bd 4 aw i. 
i i ‘1SR4 1B PAR eoh TT Waal Rha to ae ~ 
4 ‘Mag ' ‘eau. t f | igh Ya, ‘Rhy j SS 
oy cP a i H Cm 4 a MEER if ‘ 
wae ee: pay PA! Bt seit! Pb ie ie.) i ey Be c 
: ; 3k; Ge Laid +: ‘ 











— Fine Swi tch-dom 


TSM cos 


t +4 








4 
PS 


if 


Put Your Customers’ Jobs 







on the ‘‘Good- Wiring’’ Horizon 


Every Contractor has in mind a group-picture of his 
outstanding jobs. The finest buildings he has wired:—they 
stand for his Reputation. They are his pride; his public 
pledge of reliable work; his bid for a lot more work. 


The big job done de /uxe; the small job done dependably:— 
each stands high in the owner’s eye so long as it functions 
smoothly and never fails. 


The ‘‘functioning’’ part of the job being the Switches, we 
make them stand for one high standard in three distinct 
price-levels. For the costly edifice, the GOLD STAR Push 
or the ‘‘8901’’ Tumbler. For the medium-price job, ‘‘2081”’ 
Push—the friendly OLD RELIABLE. For competitive- 
price jobs, NUTMEG Push or ‘‘8601 Square’’ Tumbler. 





Such switches help your Contractor more than anything 
else you can sell him—to make his work stand out on the 
‘*Good-Wiring”’ horizon. 


“FINE. SWITCHES deserve Fine Plates.” Write for illustrated 
data-sheet on the beautiful new H&SH hand-etched ART PLATES 
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DIEHL FANS 


The successful jobber and dealer concentrates on a single complete line of 
merchandise. aste and divided interest are thus eliminated. 


Diehl Fans offer a complete line affording fan buyers a wide range of sizes, 
styles and types from which to make a selection, 


For nearly 40 years Diehl Fans have been the choice of jobbers and dealers, 
who sell quality merchandise. 


Send for “DIEHL” 1927 Fan Literature and Window Displays. 


DIEHL MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 


ATLANTA BOSTON CHICAGO DETROIT NEWYORK PHILADELPHIA 


DIEHL 


Manufacturers of Fans and Motors since 1888 


























OR 35 years we have served the electrical jobbers on their 
fuse requirements—renewable and enclosed fuses, fuse 










wire, links, clips, contacts, lugs, and automotive fuses and 





now a fuse plug. During these years there has been built a 
dependability of product, a permanence of jobber policy, which 






has closely cemented our relations to that industry. 






We know the requirements of the field. Our products have 
behind them years of experience in proper designing. The re- 
sult has proved most satisfactory to our jobbers and to ourselves. 


Do you have Bulletin No. 203? 


THE CHAS SHAN Mor 


“EWBURYPORT, MASS: 























Co. 
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Increased Lamp Turnoyvy. - 


Two to Five Times 
To Tue Eprror:— 

It may be of some interest i; 
-brother jobbers and a help to 
salesmen to hear how we incr. \ 
our lamp turnover from two to 
times a year. 

As Bryan-Marsh distributors \, 
have always been proud of our ag: 
and as we had thought, put our 
efforts into the sale of these |a)\)), 
Although we have increased our |); 
ness each year for four years :) 
average of over 70% a year, we }i\, 
been unable until recently to bring 
the turnover to a point where it wa, 
satisfactory. Our dealers all wante 
to co-operate, but the stock of Janyps 
they reported it seemed was required 
by them for a satisfactory volum 
business. 

As a last resort, we decided thiat it 
|was high time a physical inventor 
/was taken by our own representati\ 
of each dealer’s stock, and there and 
‘then we found out what the real 
‘trouble was. Some dealers would r 
port their inventories each month in 
excess of what they really were. 
Other dealers were careless about 
their inventories and their mistakes 
were always on their side with a net 
result that we were penalized on turn 
over, as the inventories as submitted 
to us each month were not really rep 
resentative of the dealers’ stock. 

A task such as we had undertake 
might well have been very disagrc 
able and resulted in some ill feeling 
with at least a few of the offenders 
However, our lamp man was extreme!) 
diplomatic and turned the whole pro 
cess of inventory checking into real! 
constructive sales work. Every de«! 
er’s mistake has been rectified, we 
closer to our dealers than we wer 
before; and through our lamp re)" 
sentative, we have been able to in 
struct our dealers in many improved 
'ways and methods of merchandising 
‘and the net result was an_ increas 
from two to five turnovers a year 

STARBUCK SPRAGUE, PRESIDEN 

Sprague Electrical Supply Co. 

Waterbury, Com 


* * * 


The Nassor-Michaels Electr 
Supply Co., Inc., formerly at %> 
Warren St., New York, has movec t 
larger quarters at 28 W. 27th St. | 
is now carrying a larger stock an‘ }s 
in a position to give much _ be'ter 
service. 
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WAAGE 


The Test of Time! 








Determines the value of policy, price and 
popularity. 





The name Waage stands supreme among pop- | 
No. 1 Toast t . P ‘4 
Ley Pel ~~ ular priced heating appliances. And why? Be- 
3 Toaster, cord attached ; i ; > 
ter AS 00 cause here is a line reasonably priced and yet 
(New Items) maintaining for over 18 years a consistently 


high standard of design and finish, a line which WAAGE “3 Heat” 6% Ib. 
, : ; : : (638A) List $6.75 

is sold through jobbers with every realization 

and appreciation of what constitutes a jobber 
policy, and a line which is known by every elec- 
trical dealer in the country. 


Jobbers handling Waage products are not 
asked to go out and force the market with new 





New Percolator (99), 8-cup. 





ancy” Paneled—List $6.00 merchandise. Rather, they are given the oppor- 
(New Item) 5 . P ; ; . 
Soted Sonn Denia tunity to sell a line which has built for itself hae ea cece 
such a name in the electrical industry that sales T Heat. List §3.50 


resistance is at a minimum and turnover and 
profits are at a maximum. 








Travelers’ 
Style Iron 

No. 31, 3 Ib. 
List $3.95 





Percolator (P9), 9-cup 
“Colonial” Paneled 
List $7.00 
12-cup, List $10.00 


Waage Electric Co. 


5100 W. Ravenswood Ave., Chicago 





No. IE-6 “Repairall” Unit 
List $1.00 


Style Redio Percolator 
(88) 


List $4.00 






No. 30 ‘“‘Replace-all” heater 
element. List $0.90 

















Waffle Iron (W1) 
6%” diam. 











List $8.50 Sun Heat (130), biggest : j Curling Iron a 
§ Splendid large size ready heater value on the market. “Triple-Heat’” Pad (H.P.3) (516A) Small List $2.50 
soon ; 13%” bowl. List $5.50 List $7.50 (380A) Large List $3.00 
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Armored Cap 
Attachment Plugs 








No. 8290 No. 8390 





Attachment Plug Caps are Banged Around! 
These caps have a heavy steel cover to 
withstand abuse. The ribs receive the blow, 
and protect the composition. 
The SS Cap also has the cord-gripping fea- 
ture for protecting the cord. 











Cat. | List po a Std. Car- 
No. Price 660 W .—250V. | Pkg. ton 
RS $0.13 Armored Cap A Ee ee 250 25 
8290 -20 Pony Base with RS Cap...... | 250 | 25 
8390 -23 Standard Base with RS Cap.. 250 | 25 
Ss 24 |\Cord Grip Armored Cap...... | 50 10 
SS-8200 | -34 Standard Base with SS Cap.. 50 10 





> THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 





























The complete line “fh Wiring Devices 





ERERERERERERESORE RE RARER ERE 


“Royal Palace 


on the Beachfront 
ATLANTI C CITY 








No ‘‘Seasons’’ at Atlantic City! 


N OQ MATTER what time o’ Hotel operates under American 

year you come to Atlantic Plan and presents a distinguished 
City you are “in season. So, cuisine. On the premises: Private 
too, with the Royal Palace Hotel. Sea Water Swimming Pool, Ten- 
Situated on the Boardwalk and nis Courts, Dancing, Children’s 
radiating an air of restful hos- Play Room, Therapeutic Baths, 
pitality. All rooms have running Barber, Beauty Parlor, Roller 
water—most rooms have private Chairs—truly-A Resort in Itself! 
bath—all baths both sea and fresh Send for Illustrated Booklet and 
water. Schedule of Rates 





STITZER HOTEL CoO. 














Ownership Management 
OL SL PLL PLE PLL PUP PLL PLL LL LEC 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS 





Triangle In Big Expansio 


Program 

The growth in the business 0: ;}, 
Triangle Electric Co., Chicago, \xs 
made the present quarters of  |)j, 
active organization entirely d 
equate, and a program of expan ion 
is under way. The first step \ || 
be removal to greatly enlarged q. ur- 


ters in a fine five-story building |o- 
cated at the corner of Adams ind 
Jefferson Sts. This location is in- 
usually strategic for the business as 
it is right in the heart of the great 
new out-of-the-loop industrial section 
of Chicago, and also close to the iiew 
Union Station. The structure will 
be known as the Triangle Electric 
Building. 

The space to be occupied will] ex- 
ceed 125,000 sq. ft,—almost three 
acres. A special display room is be 
ing equipped at great expense. Here, 
plans call for spaciousness, beauty 
and comfort together with man) 
other features which will permit the 
display of a large variety of mer- 
chandise to the best advantage. 
Special shipping facilities, including 
a conveyor equipment, are to be in- 
stalled. 

With greatly increased space thie 
Triangle Electric Company starts an 
elaborate expansion program which 
will be of real interest to the trade. 
Larger stocks will be carried and 
service will be perfected to new 
high standards of speed and effici- 
ency. Even with these enlarged quar- 
ters and space, outside warehouse 
facilities will be required to carr) 
the stock. 














Chris Litscher of the C. = Litscher 
Electric Co., Grand Rapids, Mich., sends 
—_ first of May fishing picture. The men 
are—‘Radio” Jim Woodworth, Roy St wie 
service manager, the guide and “Fixture 
Tony Reim. You will note they catch 
‘em in Michigan. The largest fish was 
181%, ins., a speckled brook trout, nd 
weighed two pounds, nine ounces. (!)"s 
says this will undoubtedly take the p' jer 
in the state of Michigan for the larzes 
caught this season. This, from a ma! of 
unquestionable veracity, sounds reasonable. 
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REAL CORNER PIN 


With 4000 Pound Side Strain 
Here at 


































A NEW PEIRCE 
FORGED STEEL PIN 
FOR CORNERS AND 
ANGLES 





Pin No. 5430 
Cross Arm Plate 
No. 5064 






The Peirce Pin, illustrated, is a solid one-piece forging with an 8-inch base and cross arm 
clamping arrangement which will withstand a 4000-pound side strain for corner and angle 
construction. It has a tapered shank, which with the wings of the base provide a wedge-lock 
of the Pin to the cross arm; the broad flat cross arm plate assists in reinforcing the cross arm. 


The Pin has beauty, strength and utility. The uniform strength is carried to the top of the 
insulator bore and there are no projections to concentrate electrostatic stresses. Made for 
4x 5-inch flat top cross arms with Pin height lengths varying from 8 to 12 inches. 


wbDayd ascomeany 


P TTSBURGH ” OAKLAND. CAL.“ CHICAGO 
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Jobbers’ Sales Activities 

The following letter sent out by the 
Krich Light and Electric Co., New- 
ark, N. J., to its dealers, shows how 
this progressive company is pushing 
the refrigeration business. It was 
signed by Max H. Krich, general 
manager. 

“Recently I approached some of 
our “Universal” dealers with the pur- 
pose of getting their support of an 
idea which I knew would make money 
for our dealers. All of them agreed 
the idea was splendid. 

“Everyone of you must realize the 
great possibilities which exist in the 
refrigeration industry, present and 
future. Believing that you so consider 
this business I feel sure that I can 
sell you the idea of promoting this 
proposition and at the same time make 
$1000.00 for yourself. 

“The idea is this. 
among our dealers the “Two a Month” 
Club. Membership in this club for 
you is only possible if you will agree 
to personally go out and try to sell 
two “Universal” units per month for 
the next five months. 


We are forming 


“In the sale of two units, for ex- 
ample, consisting of a No. 610 “Uni- 
versal” plus a No. 710 “Seeger,” your 
net profrt on a 25% basis is $100.00. 
By selling two machines per month 
you make a $200.00 a month profit 
which will probably pay your rent 
and incidental for that 
period. 


expenses 


“The effort which you will have to 
put in the sale of these two machines 
per month is negligible because you 
have enough personal friends or regu- 
lar customers to spend an hour or two 
twice a week in order to sell the two 
machines per month. In other words, 
we contend that you can by putting 
on a little personal effort during each 
week, which at this time of the year 
can be spared without embarrassing 
your other activities, make a_ profit 
through your own effort which will 
more than repay you for your time. 

“It will be of special interest for 
you to know that our company has 
offered a prize of $100.00 to the Club 
which is to be used as follows: 

“The dealer who personally sells 
the 
months and sells at least two machines 
each month will receive this $100.00 
In order for the dealer 
to qualify for the prize and to be in 


most machines during the five 


cash prize. 


the running he must sell at least two 
machines during each month. 
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“As an added feature, the club will 
also have a regular monthly evening 
conference at which some refrigera- 
tion expert will give a talk and hold 
a round table discussion among the 
members. 

“We urge you to join this club (you 
have never been asked to join a club 
before which cost nothing and is sure 
to return a profit). You should make 
$1,000 on your personal effort, which 
will not interfere with the effort of 
the rest of your organization. 


“Fill in and mail the attached ap- - 


plication card—Now. Your applica- 
tion will be acted on at once.” 


Peasopy Exvectric Co., Oklahoma 
City, Okla—A Westinghouse safety 
switch campaign was carried on dur- 
ing April and May. 


Wetmore SavaGe Exectric Sup- 
pty Co., Providence, R. I.—A _ 60- 
day drive on Westinghouse Automatic 
Irons has been inaugurated. 


CotoniaL Exectric Co.,  Ince., 
Philadelphia.—This company started 
campaigns May 1 on Moe-Bridges 
fixtures, Royal Rochester table utili- 
ties, and Polar Cub fans. 


NortH State Exvectric SupPiy 
Co., Raleigh, N. Caro—A campaign 
is being run on safety switches, the 
winner to get a trip to the factory. 


SpraGuE ExectricaL Suppiy Co., 
Waterbury, Conn.—A special cam- 
paign on lighting fixtures was _ in- 
augurated last month. 





O’Brien Licutine Propucts, INc., 
New York, N. Y.—A special drive 
on Bright Star “B” batteries and on 
Frankelite lighting fixtures was start- 
ed last month. 


Crescent Exvecrric Suppiy Co., 
Dubuque, Ia.—These people are run- 
ning two one G-E 
refrigerators and a “Hotpoint” cam- 


campaigns: on 


paign. 


O’Brien LigutinG Propuwcts, INc., 
New York, N. Y.—This company, 
through the efforts of its sales de- 
partment, entered into a 
drive on the Frankelite line of light- 
ing fixtures. Their success in the 
past has prompted the placing of 
a carload order with the manufac- 
turer, who has given them the east- 
ern district exclusively on their prod- 
ucts. 


has new 






















The branch house of the Tafel Eli«tric 
Co., Knoxville, Tenn., located in Chtta- 
nooga, is nearing the first anniversary of 
its founding. According to Mr. Steinau, 
manager, business is fine in Chattanooga. 


Left to right:—Sidney Steinau, [tay 
Smith, stock clerk, and Ray Swick, ship- 
ping dept. 





Havens Electric Interests An- 
nounce Important Changes 
The Havens Electric Co., Inc., lias 

sold to Morton Havens, Jr., Inc., its 

entire interest in the former’s retail 
fixture department and electrical store 

The Havens Electric Co., Inc., be 
comes a distributor only of electrical 
materials including such lines of fix- 
tures known as “commercial lines, 
and Morton Havens, Jr., Inc., be 
comes a complete retailer of electrical 
materials, appliances and fixtures and 
will continue its construction and re 
pair business. 

Mr. Morton Havens will devote lis 
entire time, as president, to thi 
Havens Electric Company, Inc., and 
Mr. T. R. Meginniss, as president to 
Morton Havens, Jr., Inc. Other as 
sociates will continue as heretofore + 
no chahge in personnel or policy «r 
contemplated. 

The stockholders of neither corpor 
ation will in the future be in any wa) 
interested through ownership or otlicr 
wise, in the other. 

As soon as suitable quarters can |x 
obtained and equipped, Morto 
Havens, Jr., Inc., will move. | 
two companies have heretofore « 
cupied the same group of buildings *' 
31-33 Hudson Avenue and 1!!! 
Beaver Street, New York City. 

* * * 

Wood and Murray Promoted 
H. W. Wood has been made str! 

lighting sales manager of the Gra} 

Electric Co., with headquarters at ‘!\ 

main office, 100 E. 42nd St., Sew 

York. E. R. Murray has been brow! 

from the Illinois territory to tak: 0” 

Mr. Wood’s work in Chicago. 


iT 
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You can not help but note the impression on yourself 
of our insistence in driving home the thought “Profit by 
the Name” of Robbins & Myers. 

It is equally essential that you carry to your dealers 
this same idea. And, in turn, point out to him the value, 
the importance of conveying the thought to his cus- 
tomers. The name Robbins & Myers is thoroughly 
familiar to them, has been for years, and the dealer who 
tells his community that he is handling Robbins & My- 
ers Fans will just as surely “Profit by the Name” as you 
will when soliciting him. 


June, the first warm month with the suggestion of hotter days to follow, is here. June, 
the month when your dealer resistance to that belated Fan order is at a minimum, is at hand. 


The Jobber’s Salesman who has not as yet closed all the orders on the Robbins & Myers 
Fan contracts which he secured earlier in the year, should come pretty close to dropping 
everything else in an effort to get his orders in. 


The dealer is in a receptive mood. He is more than ready to talk Fans. And, whether 
he is or is not, it is time for you, the jobber’s salesman, to force the issue and get his name 
on the dotted line. 





Perhaps no one else will appreciate it any more than these same dealers when August 
rolls around and they find they are still able to take care of the demand for Robbins & 
Myers Fans because of the foresight which you displayed in June. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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MANUFACTURERS 





Schwarz Mounts to Miller 
Presidency 

Michael Schwarz has just been 
elected President of The Miller Co. 
Mr. Schwarz is 39 years of age. He 
came with The Miller Co. in 1912 
and advanced to the various positions 
of salesman, western sales manager, 
general sales manager, vice-president 
and general and is now 
president and general manager. Mr. 
Schwarz’ hobbies are people—that is 
associates and _ friends—and_ work, 
which is probably the big reason why 
of Miller-made products 
have increased each year since he be- 


manager, 


the sales 


came actively head of the company in 
1923. 
* * * 


Prest-O-Lite Sells Storage 
Battery Business 


The Prest-O-Lite Co., Inc., manu- 
facturers of storage batteries, acety- 
lene gas and gas tanks, announces the 
sale of its storage battery business to 


a new company, The Prest-O-Lite 
Storage Battery Corp., an Indiana 
company. 


The new company will continue to 
operate the battery plant at Speed- 
way, Ind., and because of concentra- 
tion on batteries it is confidently 
expected that an increase in volume 
will result. 

F. H. Landwehr, of Toledo, has 
been elected president of the new 
company, J. H. McDuffee, of Indian- 
apolis, vice-president, and J. B. Mot- 
ley, also of Indianapolis, secretary 
and treasurer. These’ gentlemen, 
with F. M. Coburn and F. A. Har- 
rington, constitute the board of di- 


rectors. 


* * * 
Multi Purchases Building 
The Multi Electrical Mfg. Co., 


Chicago, has purchased a new build- 
ing at 210 N. Ogden Ave., which 
will contain its offices and factory. 
The new location is centrally located. 

The company will devote 
forts to the Multi line consisting of 
porcelain fuse 
cutouts, wire lugs, switchboard parts, 
ground clamps and vaporproof  re- 


its ef- 


bushings, cartridge 


ceptacles. 
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Secretary of Labor James J. 


Wire Co., Providence, R. I., and this was the occasion of the above photograph. 


Davis recently called upon the American Insulated 


The 


men in the front row, reading from left to right are: Ira S. Galkin, secretary; James 
J. McDermott; Jacob Kenner, president; 
mechanic; B. 


master Kenner, treasurer; 





Hon. James J. Davis; John J. Brochu, 


H. Kenner, vice-president. 








Thomas Now Assistant General 
Manager of Merchandisin2z 


H. C. Thomas has just been ap- 
pointed assistant general manager of 
the merchandising department of the 
Westinghouse Electric and Manifac 
turing Co. Mr. Thomas who was 
formerly assistant to the manager of 
the merchandising department was 
from Purdue University in 1910 with 
the degree of Bachelor of Science in 
Electrical Engineering. Immediately 
after his graduation he entered thie 
employ of the Westinghouse company, 
taking the apprentice course. On the 
completion of the course Mr. Thomas 
was placed in the repair department 
and worked up through other depart- 
ments. 

On the creation of the merchandis- 
ing department in 1922 he went to 
New York as assistant to the manager. 
In 1925, when merchandising head- 
quarters was changed to Mansfield, 
Mr. Thomas moved his office and resi- 
dence to that city, continuing in the 
same position until his present ap 
pointment. 


* * * 
Bill Doherty Being 
Congratulated 
W. J. Doherty, Doherty-Hafner 


Co., Chicago, well known to all the 
jobbers in the Central West, recent] 
joined the ranks of the benedicts and 
spent his honeymoon in Florida. [ts 
trust that he was not drowned oul 
Friends of his will be glad to see him 
back on the job. 
* * * 


New Quarters for General 
Dry Batteries 

General Dry Batteries, Incorpor 
ated, of Cleveland, on May 1, moved 
from its old location at 11400 Madi 
son Ave., to its new, all coneret 
and plant at 13100 Athens 
Ave. The new plant will give tis 
concern three times its present man 
ufacturing capacity. 

C. P. Deibel, president and gener! 
manager, in telling of the reasons 
for the move, states: 

“Our rapidly growing production 
for batteries sold under 


steel 


schedule 
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Warner Jones 


sufficient to 


ty a move to larger quarters. 


addition of new battery 
irtone,’ backed by an aggresive 


tising and merchandising policy, 


our 


greater 
irtone”’ 


capacity imperative. 
radio batteries scored 


success in the fall of 


ihis new plant gives, under one 


three times the manufacturing 
ity of our three present build- 
with additional space available 
r business continues to grow. 
xpect to utilize over 70,000 sq. 
floor spave at once and have 
1 the number of specially de- 
| machines used in our manu- 
ring processes.” 


e have also equipped a com- 
machine shop where we will 
all our own special machines 
ake care of repairs to practic- 
ill plant equipment. Automatic 
yors will handle all work in 


OFFICIALS OF THE GENERAL DRY BATTERIES, INC. 








W. G. Waitt 


Frank Wisinger 





process and the latest time saving de- 


vices will eliminate lost motion in 
the plant.” 

The General Dry Batteries or- 
ganization has been piloted under 


the able leadership of C. P. Deibel, 
president and general manager. 

W. G. 
chemical and production engineer, in 
Mr. Deibel, has 


contributed much to the success of 


Waitt, vice-president and 
collaboration with 


the company in several new patented 
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methods of construction which the | 
company claims give its products 
longer life, and secures stronger, | 


clearer radio reception. 


Warner Jones, vice-president and 
director of sales, and Frank Wis- 
inger, sales and advertising manager, 
are the moving figures behind the 
strong sales and advertising policies. 
The House of Hubbell, Inc., Cleve- 
land, handles all advertising for the 
company. 
























Telling the STORY 
with full page ads 


Constant advertising of a good 
product makes it easy to sell 
that product and to keep it 
sold. 

“AMERICAN BRAND” weath- 
er-proof and bare wires and 
cables and ‘“‘A-1 BRAND” 
magnet wire are sold by 
printed word and picture in 
every issue of the following 


publications: 
ELECTRIC LIGHT AND 
POWER 


ELECTRICAL WORLD 


A. I. of E. E. JOURNAL 
ELECTRICAL RECORD 
PUBLIC UTILITY REPORTS 
P. U. R. RED BOOK 


ELECTRICAL ENGINEERING 
CATALOG 


AMERICAN INSULATED WIRE 
& CABLE CO. 


Chicago, Il. 
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Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 





Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha ; 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
oo Rochester 

enver Sacramento 

Detroit _ 
Houston Salt Lake City 


San Francisco 
Seattle 


Indianapolis ‘lrade Mark 


Kansas City 























FLEXCO 























EUUASAQOUACOCUAAUOONOGUAUUULY 


Get a man to figuring 
up the cost of his lamp 
replacements in a year and 
the orders for FLEXCO 
LOK and FLEXCO Lamp 
Guards will just need 
writing down. 


Flexible Steel Lacing Co. 


|FLEXCO-LOK 
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| C. L. Nicholson Becomes Sales 


| 








Manager of P. & S. 


Pass & Seymour, Inc., announce the 
appointment of C. L. Nicholson as 
general sales manager, effective im- 
mediately. 

Prior to graduation at Yale Uni- 


(Sheffield Scientific School) 


versity 


C. L. Nicholson 


in mechanical engineering and indus- 
trial organization, Mr. Nicholson had 
experience with the Westinghouse 
Electric & Manufacturing Co. and 
the Westinghouse Machine Co. at 
Pittsburgh and the main works at 
East Pittsburgh. 

After spent 
time with the Curtiss Aeroplane Co. 
in Buffalo, following which he en- 
tered the service of the United States 


graduation he some 


during the war. After discharge from 
the army, he took over the manage- 


ment of the Insulation Products Co. 


| of Pittsburgh, molding phenolic con- 


| densation products. 


In March 1919 he resigned that 


| position and came with Pass & Sey- 


| the 


mour as production manager, having 
charge of the entire plant. First of 
1927, Mr. Nicholson 
appointed assistant general sales and 


year was 


|is now appointed general sales man- 


ager with headquarters at the main 
office and works at Solvay Station, 
Syracuse, N. Y. 

* * 


John Maguire Joins Elliot 

John Maguire has joined the staff 
of Edwin Elliot & Co., who are the 
representatives in Philadelphia dis- 
trict of the Trico Fuse Mfg. Co. of 
Milwaukee. 


When Electric Heating »nd 
Cooking Really Bega. 


At the Minneapolis Industria! }:y. 
position in 1890, the Carpenter-\. \j;, 
Electric Co. of St. Paul, exhibited , 
fairly complete line of electric hi ating 
and cooking appliances. 

The work of Mr. Carpenter 4i- 
tracted so much attention that wit)j) 
the next three years a number of jan. 
ufacturers had sprung up and as jiany 
as nine companies were , 
electric heating and cooking apparatus 
at the Worlds Fair which opened iy 
Chicago in 18938. 

Carpenter's exhibition antedated }y 
two years the Crystal Palace demon 
stration by Dowsing in England in 
1892. 

Somebody _ started _ this 
palace story as the first exhibition 0} 
electric cooking and nearly all the 
writers who followed have apparently 
taken it for granted. 

Carpenter baked pan-cakes on an 
electric grill in the window of his 


exhibiting 


Crystal 


restaurant in 1888. 
H. J. MavuGer 
Edison Electric Appliance Co 


* 8" 


Kolster Sales Division Moves 


to New Offices 


To provide closer correlation of 
production and sales activities, new 
offices were occupied, about May |, b) 
merchandising division of Federal 
Brandes, Inc., maker of Kolster 1 
ceiving sets and Brandes speakers, ac- 
cording to an announcement made }) 
D. S. Spector, general manager of thie 
division. The new quarters have been 
built as a part of one of their facto- 
ries, at 200 Mt. Pleasant Ave., New- 
ark, N. J. 

The change required the remova! ot 
all office equipment from the Wool- 
worth Building, New York, where tli 
merchandising headquarters had bee: 
located for several years. The join 
ing of the two divisions under one 
roof is expected to increase the eft 
ciency of both and speed up produc 
tion for the new season, which is «l- 
ready under way. 

* * * 


White Becomes Signal 
Representative 
Chas. E. White, 208 Purchase St. 
Boston, has been appointed repre- 
sentative for the New England St. tes, 
of the Signal Elec. Mfg. Co., Meno- 
minee, Mich. Mr. White has long 
been identified with the 
trade in that section of the country. 


elect rical 
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D Ve - Fast Fishing = Wall Loom 






Send for a good-length Sample 
of this new Duraduct and 
see for yourself just how 
‘*Sleek’’ it is . 


Pura BC 


Gud DURABILT-; om ! 





ecm 12 2T0) 0) Of OF Ke “gi 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 
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New Electrical Products, Illustrated 











wee 


= 





Two new products being manufactured by the 
Eagle Elec. Mfg. Co., 59 Hall St., Brooklyn, N. 
Y., are the No. 497 two-light water bottle adapter 
shown on the left and the No. 434 oil lamp 
adapter illustrated above. 
bottle, any style perfectly, the latter comes wired 
complete in either one or two sockets. 


The former fits any 











The Frank E. Wolcott Mfg. Co., 
Hartford, Conn., is manufacturing a 
variable heat control for electric 
flatirons. Uniform flatiron tempera- 
tures maintained accurately at any 
point between 100° and 600°. A rea- 
sonably low temperature for ironing 
silks and laces; a somewhat higher 
temperature for dampened, coarser 
materials; approximately 550° for 
heavier, extremely damp laundry. 
This plug gives every desired heat 
merely by turning the bright red 
knob. It is for a. c. only. 








The Apex Electrical Mfg. Co, 
Cleveland, O., offers the trade the 
new portable, folding electric ironer 
here illustrated. It is rapid 
in operation; will iron or press; has 
knee control, and the roll can be re- 
volved by the operator in either di- 
rection. 





The C. D. Wood Electric Co. Inc., 
of 565 Broadway, New York, have 
added to their line of electrical wir- 
ing devices a two piece porcelain re- 
ceptacle for ceiling fixtures, outlet 
boxes and sign work. This receptacle 
No. 444 has the terminals recessed 
and entirely enclosed on the sides so 
that the receptacle may be sealed up 
and made weatherproof after the 
wires are fastened to the terminals. 
The recess is made deep enough to 
cover the heads of the screws which 
are polarized. 








The Dover Mfg. Co., Dover, O., 
is manufacturing the  three-heat 
tailor goose illustrated above. It 
is of the Dover insured “No-Burn- 
Out” type. 





The Risdon Mfg. Co., Waterbu 
Conn., has announced its “Sux 
Heat” wall outlet range. This ty). 
is said to obtain high speed cooking 
from a lighting circuit without ove: 
loading. A special switching arrany: 
ment makes it possible to connect |\) 
amperes for the two burners into 0 
large burner. It is made in sectiv 
and lifts apart. This is a patente 
feature. 





D ty oy 


Two of the new products of t! 
Arrow Electric Co., Hartford, Con 
are the armored cap attachment pluvs 
No. 8290 and No. 8390 illustrate< 
above. These caps have a heavy ste! 
cover to withstand abuse. The rils 
receive the blow and protect the co: 
position. 











The Emerson Electric Mfg Co., St. 
Louis, Mo., has announced a wall box 
with Louver for 12 in. ventilating fan 
motors of the Emerson make. It con- 
sists of two square steel shells, one 
telescoping in the other and with suit- 
able steel mouldings to give a finished 
effect. The outer shell has a patented 
aluminum leaf shutter which closes 
automatically when the fan is not 
running. 
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It’s 
Easier 
lo 
Sell 





Jobbers’ Salesmen handling PARANITE Wire find little sales resistance 
in selling this product to contractors and dealers who strive for the best 
when making a wiring installation. 


The Trade knows that the important features of maximum insulation and 
quality have been conscientiously put into PARANITE by us. 


They know also that the finish on PARANITE will not soften in warm 
weather and soil interior decorations; that it pulls through pipe with ease, 
and that it will not join conduit at bends. 


In making PARANITE Wire “better than the code requires” we have 


broken down sales resistance for the jobbers’ salesmen. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office: 140 S. Dearborn Street 
New York: The Thomas & Betts Co., 63 Vesey St. 
Western Representatives: 
Walter I. Ferguson & Co., 208 Baltimore Bldg., Kansas City, Mo. 
H. F. Boardman, Inc., 600 Hibernian Bldg., Los Angeles, Calif. 
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New Electrical Products, Illustrated 








The illustration shows the 
new style “M” 654-in. direct 
current ceiling fan with R & 
M lighting unit adaptation 
made by the Robbins & 
Myers Co., Springfield, O., It 
consists of a six in. light cast 
iron fitter and 14 in. globe 
suitable for lamps up to and 
including the 200-watt size. 
The fitter is of course suitable 
for any globe having a_ six 
in. neck. 














The Master Electric Co., Dayton, 
Q., has just announced its new “Super 
Wick” motor which is built in the 
single phase, repulsion-induction type, 
2 or 3 phase squirrel cage induction 
type, and direct current compound 
wound type in sizes 4% to 1 HP in- 
clusive. It is a refinement of the 
Master “Dual Wick” type and has the 
advantages of a larger oil and wick 
reservoir with sufficient oil capacity 
for one year’s operation without re- 
oiling, the use of longer wicks with 
greater filtering and absorption capac- 
ity, and a positive means to insure 
the circulation of filtered oil to the 
shaft at all times. 





















Schleicher, Inc., 1644 Straus Bldg., 
Chicago, is manufacturing the heater 
illustrated above. It has a well fin- 
ished top covering the water pan. It 
is made of solid steel with heavy 
enameled surface. Comes complete 
with rubber cord and plug. 





The Rome Manufacturing Co., 
Rome, N. Y., announces an improved 
design of the Rome electric auxil- 
iary heater. An outstanding feature 
of the “Rome” is the all-copper 
body, with highly nickeled brass top, 
base and legs. It is of the cir- 
culating-air type, using a 660-watt 
heating element. 











We illustrate a new canopy swi!ch 
offered to the trade by the Beaver 
Machine & Tool Co. Inc., Newark, \ 
J. This switch is somewhat similar 
to previous Beaver canopy switches 
except for one novel feature. This 
consists of a one piece bakelite |ut- 
ton on which the Beaver company 
has been granted broad patents. ‘Ihe 
manufacturer offers the following «<i 
vantages for this switch: One piece 
bakelite button, non-removable, can 
not be lost; the button being bakelite 
an extra insulating factor is fur- 
nished; polished black bakelite har- 
monizes with all the metal finishes 
There is a white indicating line on 
the end of the button which indicates 
whether the current is on or off. 
Bakelite buttons can also be furnished 
in colors to match silver, brass and 
other finishes as specified. 








The bed light fixture here illus 
trated is the first of a series of light- 
ing specialties to be developed for 
hotel service by The F. W. Wakefield 
Brass Co., of Vermilion, O. The com- 
plete line will include ceiling fixtures, 
and several types of bracket liglits 
for attaching either to sidewall or 
furniture. This bed light fixture is 
extra heavy gauge metal, very sturd) 
in construction and bolts solidly to 
the head board of the bed. The re- 
flecting surface is of matt aluminum: 
the exterior, a heavily plated finish of 
bank bronze. Data sheet illustrating 
and describing the new Wakeficld 
hotel lighting equipment is in prep- 
aration. 














“Tip-Lite” cigar and _ cigarette 
lighter. Its features are:—Electri- 
cally constructed; ball shaped; made 
of Bakelite in various beautiful color 
combinations; no buttons to push; 
merely adjust it to electric light out- 
let or base plug; does not consume 
current excepting when in use; lights 
only when turned upside-down, and 
is absolutely fire-proof. Made by the 
Tip-Lite Corp., New York. 
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LEVITON 





The Leviton Line is a Complete Line 
85 Different Wiring Devices 


Made in this Modern Daylight Plant and illustrated in an attractive, new 
Catalog compiled to suit your convenience. 


FULL PROTECTION 
GUARANTEED 
TO ALL USERS 
OF LEVITON 
WIRING DEVICES 


Find Out Today What It’s All About 
Write for Catalog 





[eviton Manufacturing (ompany 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 


226-242 NEWELL STREET 


BROOKLYN,N.-Y. 
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The Handy Package 
Jobbers Like 





Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords | 
Weather Proof Wire || 


Providence Insulated Wire Co. 
Providence, R. I. 

















Sell These 


For Bigger Profits 


“Loricated” the Pioneer Enam- 
eled Conduit and ‘“Galvaduct” 
the oldest brand of Galvanized 
Conduit, will bring big profits to 
you in 1927. Their 30 years of 
reliable service have made them | 
great favorites with the trade. 
“Cash in” on this acceptance. | 
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A. B. Ayres 





J. E. Hahn 


Announcement was made in the May 
issue of THe Jopper’s SaLtesman of the 
appointment of Major James E. Hahn, 
formerly president of the DeForest Radio 
Co. of Canada, as president of the Amrad 
Corp., Medford Hillside, Mass. Also, 
Albert B. Ayers, formerly general sales 
manager of the Freed Eisemann Co. and 
of the Eagle Radio Co., has been made 
general sales manager of Amrad. Their 
pictures are presented above, with the ad- 
ditional statement from the company that 
the new Amrad line, shortly to be offici- 
ally exhibited will include 6, 7 and 8-tube 
licensed Neutrodyne receivers, completely 
shielded and pure single control—Antenna 
and loop operated. Both compact and 
| console models will be available. 








Jaques Appointed Triangle 
Eastern Sales Manager 


The Triangle Conduit Co., Inc., an- | 


A. 


nounces the appointment of J. 


gle Conduit Co. in the Pittsburgh, Pa., 
territory for the last six years. He 
| is one of the most widely known men 
|in the electrical industry, having en- 
| tered the field 25 years ago in the job- 
| bing business, and in later years acted 
| as manufacturers’ agent. 





His appointment comes as a reward 
| for really distinguished service to his 
| organization. His success as Pitts- 
| 


burgh representative entitled him to | 














J. A. Jaques 


Jaques as eastern sales manager, with | 
headquarters at the Brooklyn factory. | 
Mr. Jaques has represented the Trian- | 












3 Leaders 


) WIREMOL 


Guaranteed 
Surface Conduit System 
Underwriters’ Standard 








Guaranteed 
“Wico” Slick-Finish Loom 
Underwriters’ Standard 





Guaranteed ‘‘Wico” Slick-Finish 
Non-Metallic Sheathed Cable 
Underwriters’ Standard 








THE WIREMOLD COMPANY 


HARTFORD, CONN. 


~ =— 
— Ss 


























Sell Aislelites 


Every theatre a prospect. 


s * 


Get a sample installed with th 
aid of your dealer. 


If you need help let us know. 


* 


* * 


In the meantime, send for fu 
selling instructions. 
* 


NATIONAL THEATRE SUP?L‘ 
COMPANY 
Successors to Exhibitors Supply ©». 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 
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J. E. Pierce, who is in charge of Chi- 
cavo sales, of the Inland Glass Co., is 
now driving to his new offices in the 
Illinois Merchants Bank Bldg., (Room 
10229) in his Chrysler 70 sedan. Mr. 
Pierce recently closed up several big 
conmercial buildings for Inland which 
may or may not have had something to 
do with the purchase of the new “bus.” 





activity in broader fields, although it 
was with deep regret and with some 
hesitancy that he left Pittsburgh and 
sacrificed his immediate contacts with 
his many jobber and _ contractor 
friends. He will have entire charge 
of the sales organization of six dis- 
trict offices. 

















the April issue of THe Josper’s 
MAN mention was made of the fact 
. A. Rice, sales manager of DeFor- 
‘adio Co. had taken unto himself a 
W This picture of Charlie and _ his 
was taken the day after on the 
lwalk at Atlantic City. His old 
'r ids in Chicago will be glad to note the 
y expressions on their faces and to 
KI that neither one seems to be sorry, 
AS vet. 














BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN 


THE INDUSTRY.” 





LISTEN FELLOWS:— 


Here’s A Live Proposition 
For You! 


CASHING 


“Clear-Top” 


1003 McKinley Ave. 





The Boys 


are 


in on 


Plug 
Fuse 
Sales 








SALES 

MANAGER 
—_/ ABOUT IT 

TRICO FUSE MFG. CO. 


QUALITY ELECTRICAL PROTECTIVE DEVICES & SPECIALTIES 
Milwaukee, Wisconsin, U. S. A. 



























NN Hh /, 


SSS ; 
SSG the quality construc- 
SSS tion of Aladdin Lamps. 


























Approved by the Un- 
\.  derwriters Laboratories 
—a demonstration of 








Don’t buy a fire from 





SSX imperfect cords, plugs ‘ 
SSS i\\\ and sockets and defec- Chant of the 
SSess : “Fellow Aladdin’’* 
Ss tive construction when ; 

Sse b l When Aladdin rubs a 

Ss you uy lamps. You lamp today, 
Ss won't with Aladdin He rubs the higher cos 

S P . P away. 
There isa magic about _—_—He holds 

7 rubds it twice 

them that wins ap- First for Quality, 


Write for Catalog No. 26 


714 E. 18th St. 














proval and produces for price. 
*A seller, user or boost- 


profits. er of Aladdin 


ALADDIN MFG. CO. 


Muncie, Ind. 


> ALADDIN 


, LAMPS = 


A Shade Better—and Cheaper 













No. 574 
Deluxe-a-Flex 











No. 574 


Approved by 


Underwriters 


Laboratories 
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1927 


YAGER’S 


Soldering Fluxes 





Salts Paste 


§ Hews Older Jobbers have been 
served by us since the electrical 
supply business started to function. 

They know our policy, they know 
our product. 

The Younger Jobbers are invited 
to write us for distribution arrange- 
ments. 

Yager’s soldering fluxes — salts 
and pastes—safe, quick, and eco- 
nomical, are in constant demand. 


Jobbers’ Salesmen should send 
for a sample. Carry it with you 
always. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 








1873 








Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


Ne 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 














As emphasizing the quality of the per- 
sonnel of the Sunlight Lamp Co., Newton 
Falls, O., this picture of their new en- 
gineer is presented. He is C. W. Davis, a 
graduate of Case School of Applied Sci- 
ence, Cleveland. His _ initial, practical 
training was received with the Sterling 
Electric Co. of Cleveland. The Sunlight 
Lamp Co. manufactures radio tubes and 
other radio specialties, 





New Territories for Two 


H. & H. Men 


Earl R. Sayre, who has represented 
Hart & Hegeman in the St. Louis and 
Kansas City territory for the past 
four years has very recently been 


| transferred to the Michigan territory. 


He will make his headquarters in De- 
troit, but plans on covering the south- 


_ern half of Michigan, taking in all of 


the territory south of a line drawn 


| east and west from Muskegon to Bay 


| ern territory is 


City. 
Mr. Sayre’s successor in the west- 
Thomas D. Sayles, 


| who will cover southern Illinois, all 


of Missouri, eastern Kansas and north- 
ern Oklahoma, making St. Louis his 
headquarters. 

+ & & 


R. C. A. Has New Chicago 
Quarters 


The Radio Corp. of America has 


commodious quarters on the 18th and 
19th floors of the 100 West Monroe 
Building located the corner of 
Clark and Monroe St., Chicago. 

The improved conditions which its 


on 


new home anords will greatly assist 
the Chicago district in continuing to 
render its high standard of service. 
The 100 West Monroe Building, being 
situated in the of the 
“loop” is easily accessible to out-of- 


very heart 


_town wholesale distributors and deal- 





ers as well as to those located in and 
around Chicago. 














LENK OffersMore 
Sales Co-operation 





Good Merchandising + Quic * 
Sales = Better Profits 





No.4 De Luxe Assortment 


Knowing this handsome mahogany })js 
play Board will help sell Lenk Blow 
Torches, we are offering it free to all | 
who will use it—the only charge being | 
for the torches as illustrated. Tell 
trade about it and boost your aaa 





average. 


The LENK MFG. CO., 20 Merrimac St., Boston, Mass 
Mfrs. of Alcohol and Gasoline Blotorches Exclusively 

















oO 
~ 





“St. Louis’ Largest Hotel’” 


ALL St. Louis— 
is NEAR 


I> CORONADO HOrEL, | 


HIS Great Hotel 

stands geographically 
and Socially in the heart of 
the city - --- and on it’s 
highest point. Smartly 
furnished Guest-Rooms, 
single or ensuite --5 din- 
ing rooms, dancing night- 
LY er the Coronado has 
taken a place among the noted 
Hotels of the WORLDI 


RATES 
From $2.50 


roniad 


Lindell Blvd. at Spring Ave. 








700 Baths 




















“FOI 





F 
A 
P 
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Profit For You 
in Violettas 


The public in general has 
come to realize the health giving 
qualities of Violet Rays. Ad- 
vertising and word-of-mouth has 
carried the knowledge of the 
value of Violet Rays into every 
home. 

In the Violetta, you have a 
product to sell for which there 
is a definite and clearly defined 
demand. The profit for both 
you and your dealer is extremely 
attractive. 

Sell them on every call you 
make. 


Bleadon-Dun Co. 


2300 Warren Ave., Chicago 














COLE 
FUSE PANELS 


Exclusive Self-Aligning Feature 





Cat. 


No. FP6 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices?—to meet competition. 





Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY, N. Y. 
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This is a picture of the Countess Nicol, 
wife of Count Phillipe Nicol, who is said 
to be the tiniest man in the world. The 
count was born in New England in 1881 
and since he was 15 years old has been 
his own manager. He traveled with all 
the big circuses for a number of years, 
and later on ran a store. He now lives 
in Montreal in what he calls “the finest 
dwarf palace in the world’—a house that 
is scaled down to his size, in every partic- 
ular. Countess Nicol, is only 26 inches 
high. The “Royal” cleaner has a special 
short handle for her convenience. 


See Duane 


Wanamaker, 





Duane sales manager 
Co., 
“Ma- 


just 


of Grigsby-Grunow-Hinds Mfg. 
of the 
of eliminators, has 


Chicago, manufacturer 


jestic” line 
Playboy 
tells us he will use to take 
attending 


invested in a new Jordan 
which he 
his out-of-town customers 


the R. M. 


them Chicago by 


A. Show in June and show 
night. Duane is 


very good at this. 
+e 4s 
Acme Appoints Representative 
The Midwest Radio Sales Co., 
1127 Pine St., St. Louis, has been 
appointed factory representatives of 


the Acme Electric & Manufacturing 
Co., Cleveland, in the states of 
Missouri, Kansas and Nebraska. 


This organization has been calling 
on the trade selling radio merchandise 
for 


many years, and have a large 


following. 
%& & # 


A. I. Clifford Combines 
Birmingham and Tampa Offices 


The A. I. Clifford Co. 


apolis combined its 


of Indian- 
has Birming- 
ham and Tampa offices at Atlanta. 
This office will be in charge of G. O. 
Clifford. B. H. Clifford who was 
formerly in the Birmingham territory 
will handle Northern Ohio territory 
| together with some of the southern 
territory. 
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For Quick, Neat and Efficient 
Installation 
Outlet Box Type 





M-26—8 Volt 


Equipped with knock-out for drop cord 
T-26—6, 8 and 14 Volt. 

(Built for both 3 inch and 4 inch 
outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, 


{TRANSFORMERS of MERIT 





You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 
accepted throughout the U. S. 


Dongan Bell Ringing Trans- 
formers have set the standard 
for 17 years. 


for FIFTEEN YEARS ” 





Detroit, Mich. 








-a= 


Quicker and Better 


Connections 


ha — screw 


; aos bites twisted 
Ne) wire ends, 


aaa wa ws wena na 


A oo unttzox9 WIRE NUTS 


Show ’em to some of your 

busiest Electragists. Let’em 

see how they clip time off 
their wiring contracts. 


They’ll buy. 


Approved by the 


@IREXAUTS) 


Underwriter Lab. 


For FREE Samples 
Prices and Discounts, Mail This 


Colt’s Patent Fire Arms Mfg. Co. 


Hartford, Conn. 


Send Wire Nut Samples to show to our trade. 


Name 











Package 1000 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


We want jobbers who 









are not acquainted with SS 
our policy and our RSSS=Z 
products to gett in SN ———zZ 
touch with us. Stock S| OFFIcE_wiRE |Z 
Holyoke wires and de- & ery) Z 





termine why other job- 
bers handling Holyoke 
products have increased 


/ 
if 





i 


their wire sales. Sy 
You've tried the rest SSE 


— now use the best! SPOOLS 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 










































A MAGNIFICENT NEW HOTEL 


400 Rooms with Baths 
$322 and up for One Person 
*4°° and up For Two Persons 

















LF] 
WEST 45" STREET 
Just East of Broadway 
Times Square 


Heart of 
Jheatrical and Shopping District 










































Geo. C. Knott Moves 


Geo. C. Knott, district sales man- 
ager for the McGill Mfg. Co., Mon- 
arch Fuse Co., Killark Elec. Mfg. Co., 
and general sales agent for Kew Mfg. 
Corp., announces the removal of his 
sales office and warehouse from 67 
Park Place, to 589 Hudson St., New 
York. 

The increasing volume of business 
handled by the Knott organization 
made this move imperative, and larger 
stocks of the above manufacturers’ 
lines are now possible. 

* * * 


Acme Back in Rehabilitated 
Building 


The Acme Electric & Manufactur- 
ing Co. of Cleveland, Ohio, manufac- 
turer of radio battery chargers, “B” 
power supply units, control switches, 
AB socket power units, and power 
packs, has moved from its temporary 
address which was taken at the time 
its factory was destroyed by fire last 
October. 

The factory building destroyed by 
fire has been put in the best of con- 
dition with modern construction, and 
new equipment has been installed 
which was specially designed to expe- 
dite production. 

* * * 


Hartley Back with 
Metropolitan 


Representation of the Metropolitan 
Device Corp. in Chicago, has been 
changed so that J. T. Hartley, of 
1815 N. Austin Ave., is back with the 
company. Mr. Hartley will cover: 
Chicago and the territory immediately 
surrounding it and will have a stock 
of Murray switches to assure prompt 
service to the trade. 

* * * 
Hamilton with Rome Manufac- 
turing Co. 


H. W. Hamilton is now connected 
with the Rome Manufacturing Co., 
Rome, N. Y. One of Mr. Hamilton’s 
duties is the merchandising of the 
Rome electric auxiliary heater, a cir- 
culating-air type of electric heater 
made of copper and nickeled brass. 
He was formerly sales manager of 
Utica Products, Inc., Utica, N. Y. 

* *& * 


Franklin Pottery Increases 
Capital 
The Franklin Pottery Co. of Lans- 
dale, Pa., has doubled its capital stock, 
bringing it above $500,000. This is 
to provide for working capital and to 
expand the business. 
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Durabilit: 


ly making a sale of 
“Central” Conduit the 
jobber is never in doubt 
as to the durability of 
every inch going into the 
job. 


The character and quality 
of one piece is the charac- 
ter and quality of all 
pieces of “Central White” 
and “Central Black” 
Conduit. 


Central Tube Company 
PITTSBURGH 


Sales Offices in Principal Cities 














& 


HOTEL 
GIBSON 


RALPH HITZ, Manager 








Keeping Cincinnati’s best 
tradition of hospitality 


Largest hotel 
Thoroughly modern 


Florentine Room 
unequalled anywhere 


for beauty 
Famous for food 


Moderate prices 
Coffee Shop 


Accommodations for 
more than 2,500 


CINCINNATI i: 


Royal Hospitality in the Queen Ci 











Py 
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COLLYER 
| Silk fords 








Ask about our 
display rack—it 


makes the sales 
ote oe 


| ‘CollyerInsulated Wire Co. 


_ ees, R.T 


















Radio Lightning Arrester 
Approved No. E 6198 
Parker-Aeolus Corporation 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
J. H. Parker-Aeolus, Inc. 
161 Grand St., N. Y. 


— 











cnootuaes ought to are. a card 
REPRESENTATIO 


WIGGINS” 


used by many of America’s 
st card users—superiority 
engraving and_ the 
nience of the book 
Style ex- 







he John B. Wiggins Company 
Established 1857 
. ‘gravers Plate Makers Die Embossers 
11 Fullerton Ave. 
Peoples Gas Bldg. 





Every Business 


Peerless Patent Book Form Cards 








CHICAGO | namely a wall box with louver. 











Howard Stanton Joins Cum- 
mings 

Howard D. Stanton, with the El- 
liott-Lewis Electric Co., Philadel- 
phia, for the past eight years, is now 
in the employ of S. G. Cummings, 
factory representative, of that city 
and will cover the Philadelphia ter- 
ritory. Mr. Stanton is very well 
known among the trade all through 
this section and has made many 
friends among the contractors and 
dealers. They are all rooting for his 


success. 
* 2 


Latest Trade Literature 


Autovent Fan & Blower Co., Chi- 
cago, Ill—Has ready for distribution 
a comprehensive instruction book cov- 
ering practically all phases of venti- 
lation, involving propeller fans, blow- 
ers and exhausters. This instruction 
book also contains some helpful data 
regarding unit heater installations, 
and a copy book will be forwarded 
on request. 


Trumbull Electric Mfg. Co., 
ville, Conn.—New pages 15 and 93, 
bulletin 7, have been mailed to all 
distributors. Also, a revised index 
for catalog 13 has been issued on all 
material except that indexed in 
bulletin 7. 


Trumbull Electric Mfg. Co., 
ville, Conn.—‘‘Controlite,” 


Plain- 
the theater 
control board, is the general subject 
of a very interesting booklet put out 
by the above company. “Controlites’’ 
are shipped as complete units with 
dimmers, switches and magazine pan- 
els, all built and wired together. 


Crouse-Hinds Co., 
—A broadside on the new 
Conduits. 


Syracuse, N. Y. 
“Obround” 
Illustrations with type and 
form numbers of over 75 pieces, suit- 


able for wall chart. 
Arrow Electric Co., Hartford, 
Conn.—New sheets for the Arrow 


loose-leaf catalog have just been is- 
sued. They cover pages 73 to 80 
inclusive, 91 to 94, and 115 to 118. 
Changes in price or new products 
are listed on these sheets. 


Emerson Electric Mfg. Co., St. 
Louis.—Bulletins No. 8517 and No. 
3518 have just been issued. They 
illustrate item added to its 
line of exhaust and ventilating fans, 


a new 
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CROSS ARMS | 
seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water a‘ fac- 
tory, Bellingham, Was! 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 


White Bldg., Seattle, Wash. 











Plain- | 





GENERAL 
PORCELAIN CO. 


lil Us 


Parkersburg G. Pp. CO W. Virginia 


Pe mre ort 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 











re Toggle Bolts 








‘‘Wrigley 
For Quality”’ 


Made of heavier 


a 
DEC 3,901 


= - 

o =>5 gauge steel. 

w” zo 

£ i Can be put through 
2 =o smaller holes than 
a Ses the ordinary toggle 
a == bolt. 

S 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, Ill. 








CEDAR POLES: 


TT | 


Plain or 
Butt Treated 


Northern 
White Cedar 


Western 
Red Cedar Mil | 


THT TT aT 


T. M. PARTRIDGE | 
Mi br aps ail a 
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Heinemann Electric 
Company 


announces an 
addition to the 


SENSORY LINE. 


A 
Stand Off Insulator 
of 
Crystal Glass. 





Cat. No. 3022 
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A combination of sturdy 
steel wood screw mechani- 
cally held in the corrugated 
glass knob. 








Amply strong for use in 
Antenna construction and 
having the appearance de- 
sirable for Indoor use. 


Lead-In. 


las 











Cat. No. 3634 








HEINEMANN 












ELECTRIC CO. 
PHILADELPHIA, PA. 


Est. 1888 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


V.V. FITTINGS area 
Complete Cast Iron Line 


Every Jobber’s Salesman 
who has ever listened to 
and learned the V. V. story, 
enthusiastically sells the line 
with profit to himself, his 
house and his customer. To 
know V. V. Fittings is to 
sell them. 


Every Jobber Saves and 
Makes Money with theV.V. Idea 


¥. Vi FePE F 


2 in 1 
TYPE T and TYPE TB 























Vo Vo Fare. kL 
2 in 1 
TYPE LR and TYPE LL 
V. V. TYPE LFB 
2 in 1 
TYPE LB and TYPE LF 


| eens, | 












TYPETB 
POSITION 





V.-V.._ TYPE I 
>, m } 
YPE A, T¥PE B and TYPE BE 





















V. V. FITTINGS CO. 


705-15 Cherry St., Philadelphia, Pa. 


710 W. Jackson Blvd. 50 Church St. 
de Chicago New York 



























on 
REVERSIBLE - INTERCHANGEABLE 
EZ E RAL 
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What Reliable Dealers 
Are Saying— 


“We are new dealers in this neighborhood and have bui! 
up a good battery business through the fine workmanshi, 
of your products, 


Bright Star Radio Batteries 
Super Power B & C Types 


Have handled other makes of Radio batteries for more 


Power Combination” BRC than eight years but we find your Heavy Duty Battery 
attery—ojy var e voit- 
age—Four positions, screw No. 30-60 far surpasses any we have ever handled.” 


terminals—Reversible for 


either B or C service. B & H Radio Shop 
2568 East Tremont Avenue 
New York City 


The Long-Lived Dry Cell 


Start selling Bright Star Dry Cells now—and within a short time 
their high quality will bring you the same satisfactory Radio bat- 
tery business, as indicated in above excerpt from B & H Radio 
Shop’s voluntary letter. There is not another line of Radio bat- 
teries on the market that can compare with these honestly built 
Bag Type Super Power Bright Stars. Due to the high standard 
of manufacturing processes which obtain throughout our immense 
new plant, you are assured of absolute satisfaction when these 
eeioteniin aiiarsiliies batteries reach the consumer. Better Radio Battery profits are 
oo ps assured the dealer who handles Bright Star Batteries because of 


quality and service for the satisfaction they give and unqualified recommendation of one 
all standard Dry Cell or 


A Battery requirements. user to another— 











Write Us For Complete Details 


Our proposition to Distributors makes it possible to 
pay their salesmen better commissions and naturally 
this results in a larger volumé and turnover—Bright 
Star Batteries have become leaders in communities 
where introduced. Don’t fail to write for complete 
information of our proposition. 


BRIGHT STAR 


<Radio Batteries & Flashlights > 
cs) 
Supreme ep 43 Sf In Every Test 
Chicago, Ill. me Ney San Francisco, Cal. 


The Super Power Bright 
Star B Battery costs Hoboken, N. J. 
much less, per operating 

hour, than small B Bat- 

teries. 
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SEVENTEEN YEARS BUILDING THE QUALITY LINE 


























The Unseen 
Thread of Power 


Nn Top of the steel skeleton an electric motor hums, and a pon- 

derous girder rises forty stories from the street. A powerful 

motor—but its power is carried skyward through a wire! If 
the insulation of that power artery is injured while the girder hangs 
in empty air— 


When insulation bears such great responsibility—it dare not fail! 


Every inch of Triangle wiring material is made as though for use in 
extra-hazardous locations. Of all our materials we say, “It’s got to be 
perfect—or it’s no good at all!” 


Knowing this, contractors who use Triangle Products are never in 
fear of come-backs or slip-ups. And that is why they always make sure 
to identify these materials by the little triangles on the armor, by the 
Triangle Label, or the purple thread under the braid. 


Outside Lookin’ In 


A visitor to a Triangle factory said, “You fellows seem to do more 
inspecting than manufacturing.” Few laymen realize the tremendous 
importance of repeated testing in the making of perfect wiring 
materials. 


TRIANGLE CONDUIT CO., INc. 


General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butlez, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 





‘Making it easier 
for the Contractor” 


Two Movements 
Strip Armored 4 _ 


ae 
Cable ag . 


(ar 





No more hack-sawing, bending, twist- 
ing—or cussing cable! Just slip the 
grip of the New Triangle Armored 
Cable Tool over the cable, open— 
close—and slip off the armor. No 
chance to injure insulation. One 
blade will cut or strip 10,000 times. 
New blades easy toinsert. A wonder 
in tight corners. Weighs 2 pounds; 
1114 inches long. 


Other Triangle 
Products 
ARMORED “TRIEX” 
CONDUCTORS (Non-Metallic 
(Round and Flat) Sheathed Cable) 
FLEXIBLE 
STEEL CONDUIT RUBBER 
COVERED 
NON-METALLIC LEAD-ENCASED 
FLEXIBLE WIRE 
CONDUIT 
RUBBER RIGID STEEL 
COVERED CONDUIT 
WIRE (Enameled and Gal- 


(Code, Intermediate 
and 30%) 


vanized, Elbows 
and Couplings) 













Here is a semi-indirect 
unit which shows no ‘ceiling 
shadow, which is in round 
figures 30% more efficient 
than totally indirect units, 
which has a bowl brightness 
of but 1.5 -cp.. per square 
inch, which cannot be un- 
derlamped, which is cheap 
and easy to maintain, and 
which, finally, is handsome 
in appearance. 


equipment has always been 
in’ favor with the jobbers, 
not only because our policy 
meets their approval, but be- 
cause our material pays a 
solid profit to the contractor 
at the same time that it gives 
the customer maximum value 
and satisfaction. 


Send for data sheet 101. 




















The market for Office Lighting is everywhere. The equip- 


ment which best serves this market, from every standpoint 


—jobber, contractor, utility and customer—is The Wake: 
field “Red Spot” Office Lighting Unit. 








